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The quality and performance of the products you sell bring customers 
| back for more. That’s why Franklin Liquid Hide Glue has become a 
S standard item for so many leading hardware dealers. Franklin’s recognized 
maa A, excellence has been firmly established among the best professional a 
< cabinetmakers and the most discriminating home craftsmen. 
“4; Over the years, Franklin Liquid Hide Glue has become a 
| \ This same insistence on quality applies to all Franklin products. 
YS \ \ y Each was created to give the finest performance in the field 
= of its intended application. Each truly deserves the Franklin 
~ | reputation... “The Choice of Fine Craftsmen Everywhere.” 


symbol of strength and durability. 
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FRANKLIN LIQUID HIDE GLUE 








x 
- 7 e For furniture and other wood gluing where 
v4 strength and performance are most 
[ ” important. 
{ (Af e@ Stronger than the wood itself. Tests over 
4,000 pounds per square inch. 
® Ready to use... gives you plenty of time 
for adjustments or realignment of clamps. 
® Does not crystallize or become hard and 
brittle with age. 
@ Does not stain...is easy on tools. 
practically odorless. 


FRANKLIN 
EVERTITE 
WHITE GLUE — 
YOop piast! 


Wilt NOT SHRINK 


e Fast-setting, fast-drying general purpose glue. 

e Easy to use by anyone for almost anything. 

e Ideal for wood, paper, cloth, leather, other 
porous materials and many plastics. 

e Creates strong, lasting bond. 

e Dries clear... is clean and odorless. 

e Packaged in handy plastic squeeze bottles for 
easy application of just the right amount. 


FRANKLIN GLUE COMPANY, 


er 


M4 IS a non- 
shrinking wood plastic that molds 
like putty ... holds like glue... 
sets up fast. Mendwood has all the 
characteristics of wood .. . it can be 
sawed, planed, sanded, drilled, 
whittled, varnished or lacquered. It 
is tough and durable... holds nails. 
screws and tacks, takes a stain well. 


121 W. CHESTNUT ST., 


Ee, 


. pro 
vides a strong union that is both 
water and heat resistant. Bonds 
immediately on contact, no clamp 
ing required. Use it for plywood, 
plastic laminates, leather, linoleum 
svnthetic rubber and thin metals 
Ideal for paneling .. . bonding dis 
similar materials together 


COLUMBUS 15, OHIO 








MIRRO. 
PROFIT- 
PRODUCING 


PROMOTION! 


JANUARY 1 to MARCH 31 


These selected, genuine MIRRO utensils 
are all regular-line, big-demand items. 
Right now, colorful national MIRRO 
advertising, in GOOD HOUSEKEEPING, 
PARENTS’ MAGAZINE, and FARM 
JOURNAL lets your customers compare 
prices and see their savings for themselves! 


When you publicize this promotion, 

in display and local advertising, 

you are providing proof, once again, that 
MIRRO is your customers’ best buy! 


Back this important $1.88 promotion 
with solid stocks of these items, to 
get the full benefit of bigger volume, 
better traffic, greater goodwill. 





THE FINEST ALUMINUM 


suy, NOW, FROM YOUR MIRRO JOBBER! 


MIRRO ALUMINUM COMPANY, MANITOWOC, WISCONSIN 
Fifth Avenue Bldg., New York 10 + Merchandise Mart, Chicago 54 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT ° FEB. 26, 1959 


NAST be Se te 


What would you like in a lawn mower? 





At the last tradeshow I attended, | overheard 
a couple of dealers complaining to a manu- 
facturer about some changes they had an- 
ticipated, but did not find in his new product 
line. They were really hot about it, too. So 
much so—that I couldn’t resist joining them 
in their conversation, and as a matter of fact, 
added more than my normal two cents worth. 


Their big problem was obviously nothing 
more than the lack of proper and direct com- 
munication between themselves and the sup- 
plier. For every time the manufacturer asked 
the dealers when they had suggested changes 
to him in his product line, they replied some- 
thing like this: “‘Well—we just thought...” 
or “‘We did mention it one time to our jobber 
representative’ or a somewhat similar com- 
ment. That is all well and good—their inten- 
tions were excellent—but the sad part is that 
the manufacturer could not possibly discover 
what those dealers really needed because the 
dealers did not go directly to the source to 
tell their story. And, as we well know, you've 
got to go “right to the source” of anything to 
have your problems solved. 


As a manufacturer, we know that we need 
your help now more than ever before in plan- 
ning for our new products and programs. 
Formerly, any “‘warmed over’’ program and 
product got along quite well, even produced 
an occasional profit. But in today’s market, 
you can’t even get your foot in the door un- 
less you have the latest and best of every- 
thing. Frankly, we think that is good, but to 
keep things right up to snuff, you have to tell 


us—directly—what you need from us before 
we can provide it. 

Sometimes, because of product limitations, 
budgets problems, or the like, we will be un- 
able to meet your requirements. But won’t 
you benefit more and feel better about things 
if you have asked for them and know why a 
product or product feature is not available, 
rather than have to complain about things of 
which the manufacturer has had no previous 
knowledge? 


You know quite well that if a manufacturer 
doesn’t supply the things you need in his 
product line, you'll start switching lines and 
as a result, it would be quite easy for you to 
go from a good quality line to a poorer—less 
promoted line. All for the sake of some feature 
or model that could have been included had 
you asked the manufacturer for it. 


LAWN-BOY tries to give you as its dealers, 
the strongest product line and merchandising 
support in the lawn mower industry. Our 
quality control guarantees top product per- 
formance and our advertising program is the 
best available. But nobody (not me, any- 
way) has a crystal ball that gives him all of 
the answers for a product or a program, and 
with our next program period fast approach- 
ing, | am hoping you'll tell me very soon what 
you need or what you would like to see in the 
future LAWN-BOY operation. Just drop me a 
line as soon as you can. You may be sure it 
will be appreciated and it might bring about 
more profit than ever for you to sell the 


LAWN-BOY line. 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of dahasan and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWN-BOY 


Want more facts? Circle 101, p. 59 
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No. 2010, 
21" Self Propelled 
Safety Clutch 

No. 2050 
22" Self Propelled 
Safety Clutch 


No. 1040, 18’ Reel 


No. 1010, No. 1050, 21" Reel 
18’ Hand Mower No. 1060, 18” 
Deluxe Reel 
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No. 2020. 


18’’ Direct Drive 


No. 2060, 


21'' Direct Drive 


Want more 


ARD-MAN 


POWER MOWERS 


have exclusive features that give 
you the jump on competition 


Only YARD-MAN power mowers provide so many deluxe features 
. such dependability. As a Direct Factory Dealer you enjoy bigger 
profits and extra benefits. 
Here is a complete line of proven hand, power reel, power rotary and 
riding mowers which is years ahead in styling and engineering. The 
eye-catching “Buff and Bronze” color tones accentuate the many 
“customer-designed” selling features your customers are looking for. 
All YARD-MAN mowers carry a full year guarantee and are priced 
to sell. 
As a FRANCHISED YARD-MAN FACTORY DEALER you'll be 
backed by one of the nation’s largest power mower manufacturers. 
You'll be assisted by an effective “dealer designed” merchandising pro- 
gram. You'll enjoy the exclusive YARD-MAN Dealer Order Plan. 
You'll be a real partner in this fast growing, profit making YARD- 
MAN family. 
All across the nation, wise dealers are making the smart jump to 
YARD-MAN. Write today for your free DEALER BOOKLET and 


learn why you should make the jump, too. 


YARD-MAN, INC., 1410 W. GANSON ST., JACKSON, MICH. 





YOU'LL SELL THESE SUPERIOR 
YARD-MAN FEATURES 
EXCLUSIVE SAFETY BLADE 
CLUTCH 
SILENT YARD-MAN OPERATION 


RUGGED STEEL DECKS OF 13 
GAUGE BRIDGE-TYPE DESIGN 


INSTA-CONTROL HANDLE 

PRECISION CONSTRUCTION 

HANDLE MOUNTED MULCHER 
PLATE CONTROL 

HAND ADJUSTED HEIGHT 
CUTTING CONTROL 





Write Today for 
Your Free Dealer 
Booklet 


THIRTEEN TROUBLE-FREE, FEATURE-PACKED MODELS 





No. 3000, 
24" Riding Rotary 


No. 2030, 
21" Self Propelled 
Direct Drive 


No. 2000, 
21” Safety Clutch 
No. 2040, 
22"' Safety Clutch 
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No. 3010 
24” Riding Rotary 
Electric Starter 
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to your egy - 
greater dollar volume 
to your chain sales! - 


Chain 
e Watch your profits from chain and Salesmaker 
related chain items go up when you offer Assortment 


your customers eye-appealing, sales-stimu- 


co 


He sd 





lating assortments by ACCO! These assort- 
ments help you build a well-integrated chain 
section in little space under the most re- 
spected name in chain—ACCO. 

ACCO gives you the largest selection of 
assortments to choose from—neat package 
displays, quick-pick wall displays, and the 
new ACCO Chain Salesmaker Display Stand 
with cutter—the last word in a compact, ma tt 
self-merchandising unit for featuring a Ht 
variety of popular chain types. And all of “— 
these assortments are color-coordinated in 
ACCO yellow and blue and are clearly 
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Acco Dog Chain 








Acco Key Ring 
Assortment 





Assortment 
labeled so that customers can shop... 
select ...and buy the specific item that 
they want. 
Here’s an example of the profit you make pot Yourse, , 





SATE - DURABLE - DECORATIVE 


ome Ss 


from selling ACCO assortments. The ACCO | 
Chain Salesmaker, including the display 
rack with cutter and the No. 38 seven-reel ! 
chain assortment, costs you $95.35. Sold | 
at suggested retail prices you ring up a | 
whopping profit of $92.40. | 

Ask your distributor about the ACCO : 
assortments shown here and about the Acco Counter-Pak 
many others he has to offer. ee 





Acco Cotter Pin 
Assortment 





ORDER FROM YOUR DISTRIBUTOR tt 
* Contact your American Chain , or 
distributor forcompleteinforma- ag i 

tion about ACCO assortments or #2 id 


write our York, Pa., office for free 
Catalog DH-176B. 
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American Chain Division 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, — - 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portiland, Ore., *San Francisco 









Acco Sash Chain. 
Assortment 
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Acco Repair Link 
Assortment 
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Editorial 


by W. A. Phair 


the tide changing 


Some of the recent financial news coming from the supermarkets 
and from some of the discount houses makes very interesting read- 
ing. The food supermarkets did not have a very good year in 1958, 
despite the expectations of extra profits from the non-food items they 
put in their stores. 


Some authorities believe that the cause of their difficulty is the 
time and money spent in an effort to make the supermarkets a one- 
stop shopping headquarters. This effort, they feel, has weakened the 
quality of the job being done on basic food lines. 


The idea of a one-stop shopping market sounds real good on paper, 
but apparently it isn’t working out so well in practice. I wouldn't 
be surprised to see many of the supermarkets back-tracking a little 
on non-food lines, and getting back to putting the accent on food 
where they have always made a reasonable profit. 


Some of the big discount operations have also shown up with weak 
profit statements. They always have plausible reasons for the weak 
showing, such as the cost of expansion, etc. But we all know that 
in business you can’t pay bills with excuses. 


I’m sure that the big discount houses are not going out of business 
in a hurry. But I do feel very strongly that the bloom is off the rose. 
The miracles they promised are pooping out. These trends are good 
ones for hardware stores, if we’re in a position to take full advantage 
of them. 


Sometimes [ have the feeling that some hardware retailers tend to 
stretch too far in seeking new lines to sell. Perhaps we could profit 
from the experience of the supermarkets and be darn certain that 
we are doing an adequate job in our basic, bread-and-butter lines, 
before we reach into new fields. 


A local hardware store has one big advantage that is always work- 
ing for it. This is the ability to give service. The chains talk a lot 
about service, but they just can’t equal the service that a locally-owned 
and operated store can give if it wants to. 


By and large I think the service angle in hardware stores has 
slipped. Maybe we should look at ourselves and see if we really deliver 
service, or do we just talk about it? 


Another point we don’t want to overlook is that no matter what 
kind of a fancy name we give our store, to the average customer it is 
still “the hardware store.’ This is good; it is one of our basic 
strengths. This is also why we must be sure that we do a good job 
in basic hardware lines. If we fail to do this, we run the risk of 
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Editorial 


continued 


losing the plus sales in other lines that are attracted to us because we are 
“the hardware store.” 


Why not take a look at the sort of job you’re doing in basic lines? Check 
your hand tools, power tools, fasteners, paint, plumbing and electrical 
supplies, steel goods, etc. While you’re at this, ask yourself if you’re giving 
the services that make your store more important, such as key cutting, 
pipe threading and cutting, glass cutting, etc. 


Let’s be sure that we do a good job in these basic lines so that we don’t 
lose any “hardware” customers. Then let’s sell everything we can that fits 
into the operating characteristics of a hardware store. If the tide is chang- 
ing, let’s be sure we’re prepared to take advantage of it. 


Buyers and salesmen... 


Nature’s great crime, a businessman once said, is that she made the day 
too short to do all the things that should be done. I think we all share 
this feeling. It’s normal to try to think of ways of making more effective 
use of the time we do have. But in doing this we want to be sure we con- 
sider both sides of the picture. 


There’s a growing trend for wholesalers to set up special hours when 
buyers will see manufacturers’ salesmen. I can understand why this would 
be done. And perhaps these restrictions are necessary. But in fairness 
to the other fellow, the salesman, it seems to me that there are certain 
things to be considered. 


For one thing, if a wholesaler has certain hours for salesmen, these 
hours should be kept clear by buyers for the sole purpose of seeing sales- 
men. Sometimes buyers get themselves involved in company meetings during 
these hours and salesmen who are trying to live up to the rules are left 
sitting in the lobby. If you set up rules, be sure you live by them, too. 


Then there is the problem of the out-of-town salesman. He can’t possibly 
do a decent job if every buyer has the same hours for calling. How about 
staggering your hours so that they are at a different time from other firms 
in town? In other words, one distributor has afternoon hours; another will 
have morning hours. This helps a great deal. 


Would it not also be feasible to set up a broader time schedule for out-of- 
town men, if advance appointments are made? Some wholesalers are doing 
this. 


I’m sure that some buyers will be annoyed at our questioning this prac- 
tice of limiting calling hours. But, before you get too excited, let me ask 
you how you would react if your dealers were to set up limited calling 
hours for wholesalers’ salesmen? How would this affect the sales volume 
of these men? What would they do with the time when they couldn’t make 
calls? Consider this when you make up rules for calls on your buyers. 


A good salesman can help a good buyer be a better buyer. If buyers, by 
restricting calling hours too much, end up in being by-passed—and this 
has happened—they could be hurting themselves. 


This is an interesting problem and deserves careful study. 
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SPECIAL 





eee your first-class ticket 
to faster wrench sales! 


TOP PERFORMANCE in past promotions makes S-K/ 
Lectrolite Tools preferred for faster profit. Specially 
selected for consistent high-volume sales, these three 
5-K/Lectrolite Wrench Sets are now specially priced 
for fast-moving sales action—plus full 3314% dealer 
margin. And your customers Save—Buy the Set! 


Now Priced for Extra Sales and Profits 
eee Complete with SGhoPak* Display! 


The S-K/Lectrolite special Hardware Week ShoPak* 
Display is included—at no added cost — complete 
with bargain tags that tell your customers: 


















Set No. 560-B 

6-Piece Open End Wrench Set 

Sizes '," x 5%," through °4" x %” 
REGULAR Individual Item Price: $6.55 


NOW ONLY $5.75' 











Set No. 1706-B 

6-Piece Combination Wrench Set 

Sizes >,” through |,” 

REGULAR Individual Item Price: $6.45 


NOW ONLY $5.25 











Set No. 4111 

New 11-Piece Socket Set 

Sizes 7(,° through '%,” 

REGULAR Individual Item Price: $16.35 


NOW ONLY $13.75 






me Sight-sells wherever it’s set up—and you can set 
it up just about anywhere! The Hardware Week 
ShoPak* — just 11 inches wide — exhibits a total 
retail value of $24.75: It delivers $2.25 in sales for 
every inch of shelf space! 
Order your Hardware Ws 







ek No. HW3 ShoPak* NOW! 











* Trademark jf HARDWARE WEEK RETAIL PRICE (APRIL 23-MAY 2) 








CHICAGO 32, 





Sho Pak* DISPLAY 





TOOLS 














PRECISION 
FINISHED! 


PERFECTLY 
BALANCED! 


VERSATILE! 


GUARANTEED! 


NEW... 
tt prece 
Socket 
set 








Handy Sho Pak*...the Single Package that Sets Up in Seconds 


ADDS PROFITABLE BUY-APPEAL TO 


COUNTER TOPS, 


ISLAND ENDS, 


AND CHECKOUT COUNTERS! 


SKt 6 





S- K/LECTROLITE TOOLS| 


ILLINOIS and DEFIANCE, OHIO 
DESIGNERS AND MANUFACTURERS OF QUALITY. WRENCHES SINCE 1923 





WASHINGTON 


NEWS 


BY WASHINGTON 


Federal aid for distressed areas 
may be available late this year 


Localities suffering from high unemployment or 
general economic distress from the 1958 recession 
will get help from the federal government probably 
late in the year. 

Congress now is trying to decide how big a pro- 
gram is needed. There is sharp disagreement be- 
tween the White House and Congressional leaders. 

President Eisenhower proposes $55 million in loans 
and grants. The lawmakers are aiming much higher. 
One measure, backed by 39 senators, would provide 
$375 million in help. 

Unless this fight gets too bitter a compromise 
program will pass. But it won’t go into effect until 
July 1, and little money will flow until about the end 
of the year because of normal government red tape 
and delay. 


P outlook 


Help is on the way if you are in an economically dis- 
tressed area. Last year, President Eisenhower vetoed 
as ‘“‘too expensive” a $275 million relief measure. Po- 
litical experts believe it hurt his party so a program 
is expected to become law this year. 


Congress seeks ways of curbing 
phony advance-fee operators 


A tough new federal law to clamp down on phony 
advance-fee operators is being demanded in Congress. 

A special Senate investigating subcommittee in a 
new report says the advance fee racket is fleecing 
small business men of $20 million to $50 million a 
year. 

These fast-talking confidence men are in business 
only to advertise properties for sale, and do not han- 
dle sales as a bonafide broker. The fee is usually 1 
per cent of the property value in advance. Often, the 
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amount of advertising done is negligible. Less than 
1 percent of the sales are completed. 

Not all firms collecting fees in advance are phony, 
and some phony firms don’t collect in advance but 
rely on court actions later to collect. 


© outlook 


A subcommittee of the Senate Judiciary Committee 
plans to hold public hearings later this year to draft 
a measure. If you have experience with such a firm, 
write the subcommittee. Turn over names to your 
local U. S. attorney. 


Your support needed to toughen 
the drive on unfair competition 


Congress is being urged to remove the advantage 
some stores owned by manufacturing firms exercise 
over independent dealers. 

Rep. Alvin Bentley (R., Mich.) is sponsoring a 
bill to prohibit a producer from selling goods at re- 
tail prices below the cost dealers must pay. 

When manufacturers compete with independent 
dealers, Rep. Bentley says, they must be made to 
start “‘at the same point.” 

Meanwhile, Congress is catching an antitrust fever. 
Scores of measures are pending to toughen the laws 
against unfair competition. A measure requiring 
firms planning to merge to notify the government 
ahead of time has won approval of a Senate subcom- 
mittee. So has a bill to put teeth in Federal Trade 
Commission orders. 


© outlook 


These measures are designed to help you fight 
against the economic power your larger competitors 
can wield. Tough opposition is seen. Support is 
needed. If you back such moves, let your congressmen 
know now. 





THE RIGHT SPEED 


FOR EVERY DRILLING JOB 
AND ALL SANDING, POLISHING, 


SAWING ATTACHMENTS 


Model SD-382 


al the flick: of a AuHleh 


Sells better because there’s so much more fo sell... 


2-SPEED 3.0 AMP. 3/s DRILL! 


NO OTHER DRILL HAS SO MUCH SELL! This new Shopmate outclasses all other drills .. . 
ee rn: = because it’s the only drill at anywhere near its price 
High speed (2000 rpm) for drilling wood, plaster, etc.! that changes speeds instantly, electrically . . . at 
Low speed (1000 rpm) for heavy-duty applications! the flick of a switch! And both speed ranges develop 
Electro-mechanical transmission changes speed instantly, full aww for fast, efficient drilling under any con- 
electrically by flicking speed range selector switch! ditions! Nationally advertised in The Saturday 
Full power output at either speed! Evening Post, Popular Science, Popular Mechanics, 


Speed range selector switch interlocks with on-off switch for and other powerful consumer publications! 
maximum safety! 


Weighs only 6 pounds, perfectly balanced to eliminate fatigue! t& a> R22 RA CST = 
Precision geared chuck and key! 


Special spindle lock for easy SUGGESTED RETAIL maul to: George Weatherby, Sales Manager 
chuck removal! PORTABLE ELECTRIC TOOLS, INC. HA-29 


Multiple ball thrust bearing! = W. 83rd St., Chicago 20, Ill. | 

er r neal ' Send me full details on the revolutionary new 
Precision cut alloy stee! gears Shopmate Model SD-382 2-speed Drill! 
Handsome silver luster finish! ae 


Firm Name 
Address. 


70k ABLE EL IC TOOLS, INC oo —— Zone_____ State 
STEp — remy 2 ‘ My Preferred Distributor 


“ 320 West 83rd Street * Chicago 20, Illinois 
Want more facts? Circle 105, p. 59 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


steel points 
the way... 


Steel production helped flatten the recession further by reaching 
an estimated 2,363,000 tons in the week ended Feb. 9 This figure 
is just 3% percent below the high point for the last five years 
(December, 1956), and it’s 64 percent ahead of production this time 
last year. Further gains are seen, leading to an abundance of steel 
for everything from ice chests to I-beams. Manufacturers are 
buying steel to cope with a wave of orders, and as a hedge against 
a possible July 1 strike. Should a strike occur, 85 percent of steel 
capacity will be shut off, and shortages will begin. Watch stocks 
of steel items as summer nears. Don’t be caught short on store 
inventory if strike materializes. 


1959 starts 


with a smile... Cautious optimism for ’59 gets further backing as first reports 


for the new year come in. Department store sales rose 5 percent 
in January’s third week, for three straight weeks of gains over 
1958. Mail chains expect January to show gains of 8 to 10 per- 
cent. Freight carloadings climbed 2.3 percent over 1958 for the 
biggest gain in a year and a half. Railroad men say the rise will 
continue. Steel output hit a 15 month high in January. Mounting 
orders should bring the level to an 18 month high in a few weeks. 
Business failures are running 5-10 percent below last year. 


more 


building > ee Construction looks up. January construction put in place was $3.7 
billion, a new high for that month and exceeding the January, 
1958, figure by $400 million. January showed a seasonal decline 
of $300 million from December. To the hardware trade, increased 
building expenditures mean greater sales of builders’ hardware, 
fasteners, appliances, and eventually more families in the market 
for housewares, home workshop tools and other lines. Credit plans 


and promotions will help you get your share of the construction 
market. 





You are in a better position to meet today’s competition when you 
stock the latest in merchandise and use new selling aids. To keep 
up to date on new products and sales ideas use the Quick Check 
Postcard p. 59. Just circle numbers corresponding to numbers on 
items in the Buying Check List and underneath advertisements 
for more information. 





... turn to p. 111 for more news of How’s the Hardware Business 
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Backed by “the world’s largest plywood organization...” 


a mark of distinction you'll be seeing 
On more and more fine products... 


FAMOUS 


WELDWOOD 
PLYWOOD 


...Including these new products to be announced soon: 


NEW WELDWOOD PASTE WAX—for finishing and maintaining fine woods 

NEW WELDWOOD LIQUID PASTE WAX—cleans, protects and beautifies wood 

NEW WELDWOOD WOOD PRESERVATIVE—a toxic wood preserving sealer 

NEW WELDWOOD EXTERIOR STAINS— in two handsome shades: Redwood and Driftwood 











OTHER WELDWOOD WOOD FINISHES 


Weldwood Satinlac® 
Weldwood Satinlac® Lightener 
Weldwood Firzite® White & Clear 
Weldwood Putty Stiks” 


WELDWOOD ADHESIVES 
Weldwood Presto-Set Glue 
Weldwood Contact Cement 
Weldwood Plastic Resin Glue 
Weldwood Waterproof Resorcinol Glue 


= WELDWOOD* 


WOOD FINISHES « ADHESIVES 


Products of UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 














—_—- 





Want more facts? Circle 106, p. 59 
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MERCHANDISING 


newsletier 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Beware of more competition from door-to-door salesmen. A better consumer 
market this summer will encourage more front door selling. Hard goods lines, 
where size and weight are not problems, are part of door-to-door salesmen's 
Stock in trade. Unit sales are low, but sales are made on most calls. Overall 
door-to-door market is around $l billion a year, You can meet this competition 
with consumer mailers. Keep your store name, and merchandise lines, before 
your customers. Mailers are read and reread, and build store traffic by 
encouraging customers to come in and see your broad lines. If you are not 
uSing mailers now, better check with your supplier. If you are using mailers, 
consider enlarging your mailing list to build up your traffic potential. 







































































Sell modern kitchens to farmers. Here is a coming market for your 
appliance department. Now is the time to plan long-range promotions. 
The farm kitchen market is getting the attention of manufacturers and 
consumer magazines. They are going after this market because farm income 
is up, farmers are in a buying mood. Farmers are buying tractors, 
implements, other machinery and farmers’ wives want to channel 
some of this increased farm income into modern kitchens. The potential: 
millions of old fashioned farm kitchens, each a modernization prospect 
at $3000 up per job. Your sales promotion on appliances for 1959-1960 
can tie-in with national push for updating farm kitchens. Watch 
promotions in shelter magazines. Credit, home demonstrations with 
Sample merchandise will bring aggressive dealers more sales. 







































































Outdoor living merchandise sales season starts early this year. Dealers 
can expect sales to boom beginning next month. An early Easter (March 29)is 
clue to timing of this year's season. Right after Easter customers begin 
planning vacations. Pre-Easter season clothing sales are booming. Retailers 
expect buying Spree to carry over to all vacation and outdoor living lines. 
Crowded highways, motels, resorts encourage customers to stay at home, spend 
some of their vacation money for outdoor living merchandise. Get your share 


of this market by getting your outdoor living lines on the sales floor early, 
backed with advertising and promotion. 
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Robert Neipp, Vice President 
Duluth Ace Hardware Co. Otto Herman, Inc. 


19-21 Second Avenue, West 6729-35 Myrtle Avenue 


Duluth, Minnesota "Plastic Si é | Glendale, New York 


is one of the 10 most profitable 


Anthony Herman 


items in our store”’ 


’Round the 


compass 
they agree... 


Plastic Steel. 


v IS A TOP-SELLER! jog 

4 S You, too, can build sales with this proven product. . . the only . ality produc 

~ has excellent product that makes permanent repairs . . . makes “impossible” od : 

furnover” jobs easy. Hundreds of your customers have already used — it really works!" 
PLASTIC STEEL® and will ask for it again. 


THERE IS NO SUBSTITUTE FOR PLASTIC STEEL“ 
@ good unit sale — 98c, $1.89 and $3.95 sizes 


@ excellent turnover @ good profit per unit sale 
® quality products — assures repeat sales and no dissatisfied customers 


@ just mix what is needed for each repair 


@ self-display carton — sells itself 
@ free ad mats, mailing stuffers and sales aids 


@ continuous local and national advertising 
— brings customers to your store 


Our customers 
a are satisfied and 
Ww W. A. and E. |. Mariani 


9 Henry George, Hardware Department Manager 
S. Mariani and Sons Hardware Stores come back for more. Ss Montgomery Ward & Co 
3364 Mission Street 


Fort Worth, Texas 
San Francisco, California 


Ce 


FEATURE AND SELL PLASTIC STEEL — IN THE YELLOW 


vt F 
AND BLACK PACKAGE — EVERY FAMILY IS A CUSTOMER NX Nex 


, , , _* 
Order from your wholesaler, or write for details and prices = | a 


| RD | 
. 2 | 


Eas rue 
“CORPORATION = ST/¢ Stee 


I 
401 Endicott Street, Danvers, Mass. <i La 


*,. = 
DEVCON® RUBBER — now available for flexible repairs! wate? 


WALLS VILSV1Id 


| 


bp > AMOCON OOO mr) 1a 


j 





HERE’S YOUR BASIC 
...9 MONEY-MAKERS 


No. TD mas (a01e16 lm ©) el-leell om 


1010101 1- (a elalel-le 


a 


No. L6 Smealier size 


HEDGE 


No. TO—Hardened, tempered and polished forged-steel 
blades are shock tested. Lower blade serrated, with limb 
notch. Dynamic hinge nut and bolt adjust easily, won’t 
work loose. Fire-hardened oval handles. — 
814" blades, wt. doz. 27 lbs., 4 in carton. $4.95 


No. 20F —F inest cutlery steel blades, fully heat-treated. 
Lower blade serrated with limb notch. Dynamic hinge bolt 
and nut for positive adjustment. Fire-hardened _ 

handles. 8'4"’ blades, wt. doz. 29 |bs., 6 in carton. $3.95 


No. L6—Heat-treated blades with top bevel serrated. 
Inside of blades polished. Hardened-steel hinge bolt and 
lock nut. Ebony-finish handles, plated ferrules. 

644" blades, wt. doz. 17 lbs., 6 in carton. $2.75 


GRASS 
No. 22— New floating-blade slicing action cuts any grass 
better, quicker, with less effort than any other shear. Fool- 
proof gravity lock. Gold and silver finish. A gem 
of a tool. Wt. doz. 12 lbs., 6 in display carton. $2.95 
No. 66—A popular-priced shear with easy squeeze ac- 


tion. Small size, light weight. ‘Tempered blades. 
Red handles. Wt. doz. 8 lbs., 6 in carton. $1.39 








No. 22 — 
New 
SIICING 

= tondlola 


» [ommclome 
Sh e-lalel-tae 
le lel 1-4 -Eaaviel— 


PRUNERS 

No. D150—A long-time favorite. Powerful anvil type 
with coil spring for smooth action. Non-loosening hinge 
bolt and nut, sliding thumb catch. Bright red 

handles. Wt. doz. 10 Ibs., 6 in carton. $2.25 
No. 250—De luxe pruner with powerful draw cut action. 
Replaceable brass anvil. Chrome plated. Non-loosening 
hinge bolt and nut. Fully tempered, clean-cutting blades. 


Sliding thumb catch. Wt. doz. 9 lbs., 
individually boxed. $3.25 


LUOrreRS 


No. 103— Powerful head cuts limb with minimum effort. 
Precision ground blade and hook for clean, crisp cutting. 
Dynamic hinge bolt and nut won’t loosen, adjust easily. 
Steel tubular ferrules and fire-hardened ash 

handles. Wt. doz. 36 lbs., 4 in carton. $5.95 
No. 122—Rugged, large size, low-priced lopping shears. 
Hardened steel blade and hook, precision ground. Dy- 


namic hinge bolt and nut. Bright red ferrules, 
hardwood handles. Wt. doz., 35 |bs., 6 in carton. $3.95 


(Prices shown are suggested retail) 


Your basic line...your money line RUE EM PE. 
] ® 


16 © HARDWARE ACE, February 26, 1959 


Want more facts? Circle 108, p. 59 





GARDEN SHEAR STOCK 
FROM 7RUE TEMPER. 


PRUNERS g LOPPERS 4 
A 


Wibi gigi 


» Tore @ ile] @ ie -Niblel0laele)-1- am 


No. 250 — Deluxe'True Kut"’ 


‘lor | OlG al on Lol aa) - mes tale me Cilslael-la » [orn 2? ae ol’, ae ol dlet-te 


You can order all your garden shear stock at one time famous Basic-Basic 45 garden-tool program. 


from one source: your true Temper wholesaler. True Temper makes many shears beyond this basic group 
The nine shears pictured provide fast turnover and most (including the famous Rocket line) as well as a com- 
profit for any garden shear department, regardless of plete line of grass and weed tools. Simplify your ordering 
store’s size or location. It’s been proved in the extensive and stocking... and retain a nationally advertised line 
merchandising studies which created True Temper’s 


No. S18 Merchandiser—FREE display stand with 18 shears 


of proven best sellers. 


ese ae) Heavy stand hangs or sits any place in store for quick 
iin: : WE TEMPER bas sales. Get 18 basic garden shears and free stand: 6 ea. 
me GARDEN SHEARS a No. TD Hedge Shears, No. 22 Grass Shears and No. 250 

-: i ie Ss biti Pruners. 
. . * cut foster, easier oie . —_ 
* stay sharp longer : | Retail value of tools . . $66.90 
Dealer cost of tools ..... . 44.64 


Dealer profit on one turnover. . 22.26 





Get your free True Temper catalog of Home and Agri- 
cultural tools—covers True Temper’s complete line of 
garden, lawn and farm tools; shears, grass and weed 
tools; shovels, spades and scoops; and repair handles. 


Write ‘True Temper Corporation, 1623 Euclid Avenue, 
Cleveland 15, Ohio, or... 


CALL YOUR TRUE TEMPER 
| WHOLESALER NOW 


Want more facts? Circle 108, p. 59 
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HOU 


about the 


eal-jgel-is 
of 


at lal-telag 
Brush Company and 


i Pitelar-t 


Brush Company, as of 

January 7, 1959. In retiring 

the Ransom name, 40 years 

respected in the brush 

business, the 48-year-old 
National name takes on 
new luster. This merger 
was made with you in mind. 
Combined manufacture, 
distribution, promotion, 
mean more profit when 
you push these perfectly- 

paired lines for hard- BRUSH 
ware, houseware, indus- 

trial, dairy, institutional, COMPANY 
COCUICUL@NLLOG Mii) in 

roofing sales. Now, one 

source, one order— 

one smart way to 

make brushes pay. 


AURORA, 
ILLINOIS 


Want more facts? Circle 109, p. 59 A 
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BASIC MEASURING TOOLS 
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APPROVE O 
MERCHANDISING 
PROGRAM 


New Lufkin display nits your 


TURNOVER TARGET 


with all 21 basic tapes and rules 
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EVERY 
ITEM HITS 
THE MARK 





IN DISPLAY! IN SALES . 


Now, in a 24” circle, you can set up a BASIC These 21 Lufkin tapes and rules were select- 


MEASURING TOOL DEPARTMENT that displays ed for fastest TURNOVER . . . based on a 
all the tapes and rules that are basic to your thorough national study of retailer and 
business .. . and you can add supplementary wholesaler records. ‘The plan has been store- 


items that are popular in your locale. It gets tested in typical hardware stores. The facts 
these profitable items out in the open—on prove that you’ll be losing business if you 
target—to spark impulse sales. don’t display all 21. 
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APPEAL! IN CASH! 


YOU SCORE A MULTIPLE PAY-OFF! 








Turnover ‘Target organizes a// your tapes and rules. Your cus- 
tomers can see, price and select what they need without asking. 


The target display increases turnover and profit by guiding your 
customers to your simplified, basic inventory. 


3 »=6You can check your inventory at a glance... (there’s room on back page for 


hooks for complete stock). 


4 You get the only complete line of basics, packaged for wall display. comple te details 








Lufkins TURNOVER TARGET Lives you 


the only complete line of basics 


PACKAGED FOR WALL DISPLAY 


LUFKIN TURNOVER TARGET BMT21 





























QUANTITY | CATALOG | LENGTH DESCRIPTION cone Hit the bullseye NOW 
TAPE RULES for big profits 
] W926 6’ ¥2” White Clad Mezurall $1.10 | 
; WOOR y Le” Waite Clad A . , These are the numbers that sell . . . the 21 tapes 
ws — 1.39 and rules listed in the chart at the left. They’ll 
l W9210 | 10’ | %” White Clad Mezurall 1.65 serve up to 95° of your customers’ requirements* 
1 w9212 12’ 1” White Clad Mezurall 1.98 —and will all be included in the new NRHA Turn- 
wer book. Now, y ‘ all 2 isplay 
w9310 10 %4"" White Clad Super Mezurall > 49 over Handbook Now, you can put all 1 on display 
with the eye-stopping TURNOVER TARGET. 
] W9312 12’ ¥4” White Clad Super Mezurall 2.98 
| W728 Y 1)" White Clad MezurMatic 1.55 TURNOVER TARGET accommodates your complete 
LAr Whi , : inventory of the 21 basic tapes and rules. It’s a 24” 
W/210 10 v2" White Clad MezurMatic 1.89 circle with five 6” hooks and sixteen 9” hooks. 
l W7312 12’ %4"" White Clad Super MezurMatic 3.29 Each hook will support your minimum stock, plus 
] RW8 9’ 1" White Clad Replacement Blade 70 a standard package quantity of each item. 
l RW10 10’ 14" White Clad Replacement Blade 80 The display will be shipped with only one each 
RW12 12" V9" White Clad Replacement Blade | 1.00 of the Basic 21 tapes and rules. This permits you 
| to put your present stock on the TURNOVER TARGET 
1 | RW312| 12’ | 34” White Clad Replacement Blade | 1.50 Lo pint your prenent heck en the SURE ta 
immediately ... and place an additional order for 
STEEL TAPES only the numbers where you are short. 
1 HC253 50’ Chrome Clad Leader 7.00 What about supplementary numbers to meet 
W293 50) White Clad Banner 5 99 your local requirements? A Basic Stock and Price 
| ; List gives you information about all Lufkin tapes 
HW226 | 100 White Clad Banner 1.29 and rules to help you plan your complete depart- 
ment. With new hang-up packaging, most items 
WOOD RULES will go on your tool wall next to the TURNOVER 
l X46* 6’ Heavy-Duty Extension* 2.50 TARGET. 
! 068 . Restad, Regular Reading 1.80 These sales helps are all FREE. Your cost is only 
l 966 6’ | Red-End, Two-Way 1.80 the regular cost for one each of the Basic Measuring 
636 6’ | Red-End, Masons’ 2.20 Tools. 
l 460" 6’ | Universal, Regular Reading” 90 The National Retail Hardware Association has 
—_ . , approved this display and merchandising program. 
“~ Display “a “ Hooks B Basic Stock and N It can help you reduce inventory, increase turnover, 
ee an on a /C make more sales. Get in touch with your Lufkin 
Stock Order Forms — Complete Instructions. | . es ee oe 
wholesaler for your TURNOVER TARGET today. 














2] Total list $51.06 
‘These wood rules also available in ; ; 
flat reading numbers. Order BMT215 discussions with wholesalers—and a national survey 


Shipping Weight: 18 Ibs. DEALER COST: $34.06 of hardware stores and lumber yards. 


*Established by a study of Lufkin sales records— 
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Form No. 365 








with 
your 
purchase 


of 


pacswunt O8 4 Alfung OF 
PF Gcerenteed by = 


Automatic “=> 


SPONGE 


SQUEEZES ~ 
ITSELF Pia 
DRY 


Refills Always Pee 
Available 


Quickie Mfg. Corp., 


STOCK 4 No. 5! Special — Quickie Automatic 
Chromium-plated with Nylon 
UP piece sired yellow mee 


No. 541R — Quickie 
NOW. ee Packed 6 in a Self Sel 


—* + wt Ce te ew ek te nark 
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Model 51 


MOP 


Gets your floor 
CLEANER, FASTER, 
EASIER! 


S25 


5-Year Guarantee 


20th & Oxford Streets, Phila. 21, Pa. 


or mail us your order 
QUICKIE MANUFACTURING CORPORATION 
20th & Oxford Sts. * Philadelphia 21, Pe. 


va aie 
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Introducing Six New Store Displays Featuring 


PIONEERS Wardrobe of Liquidproof Gloves 



































#2989 | #1572 | # 5689 The Wardrobe Profit Story #398 | # 1452 | # 395 
$46.20 $24.38 $92.40 4q———— Customer Pays Retailer —_____- $21.24 $22.23 $21.24 
29.89 15.72 56.89* + Retailer Cost . 13.59 14.52 13.59 
$16.31 | $866 | $35.51 ¢———— Retailer Profit —> $765 | $7.71] $ 7.65 
* $59.75 less 
yo emo The Wardrobe Contents 
12 pr. 10 pr. 24 pr. 4——. $1.49 Knit Cotton Lined Bluettes ————_» _ 9 pr. _ 
12 pr. — 24 pr. q— .98 Cotton-Down Lined SUPER Ebonettes —> — 9 pr. _ 
12 pr. 12 pr. 24 pr. — .79 Soilproof Black Ebonettes ——_- = - - 
.59 Super-Sheer Nimble Fingers 
12 pr. ~ 24 pr. eq Betts Glove Style ——__—___ 36 pr. - _ 
_ _  - hinged ¢————— Painters’ Glove Style ———__—____- — 36 pr. 
from emery 








Yes! it takes 4 Glove Styles to Sell All Your Customers... @Order Today! 


the PIONEER Parte Company 
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108 Tiffin Road, Willard, Ohio 
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GUAR ANTEEO os : 2 


3 
suet ac peict 


WEARHARO 


JRE ACE 
VAR Ange 


7 Pc. 


SC 


greet 


TOM ENED & 


It’s crystal-clear why your customers can’t resist the appeal of this bright new 
“see-through” packaging! 


Sets are skin-packed directly on attractive, informative cards . . . easy to 
display on peg board rack, assuring fast turnover! And your profits stay high, 
because there’s 

NO INCREASE IN PRICE! 


For full-line catalog, and name of nearest jobber, write: 


Terms: 2% 10 days, net 30, F.0.B. factory. 
Full freight allowance on 100 Ibs. on hex 
keys. All other wrenches 150 Ibs. of more. 
Other items F.O.B. factory. 


INDUSTRIES, Inc. Upland 7, Penna. 


Want more facts? Circle 113, p. 59 
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Now... LIFE, daytime TV 


i 





a 


add new sales punch to STEELMARK 


...to help you sell more products of steel! 


Yeti probably already felt the direct effects of 
STEELMARK, the massive, nationwide merchandising 
campaign created by United States Steel to help you 
sell more products of steel. Millions have seen and 
accepted the STEELMARK through the pages of The 
Saturday Evening Post and dramatic U.S. Steel Hour 
commercials, They know the STEELMARK means prod- 
ucts of steel . . . products of value . . . products that 
bring new style and savings to consumers. 


Now ... LIFE, Arthur Godfrey add new impact! 
STEELMARK has added a vast new audience—LIFE’s 
32 million readers, plus two and a half million devoted 
Arthur Godfrey daytime TV fans—to the Post reader- 
ship of 28 million and Steel Hour’s 22 million viewers. 
Picture the combined selling power of this tremen- 
dous, nationwide merchandising program! Tie-in to- 
day ... make the STEELMARK sell more for you! 


FREE TIE-IN KIT! 

Write today and reserve your free STEELMARK tie-in 
display kit: SrEELMARK Program, United States Steel, 
Pittsburgh 30, Pennsylvania. Urge your suppliers to 
STEELMARK-tag their products at the factory. It can 


mean extra profits to you! USS is a registered trademark 





Lightens | 








Manufacturers! More 
than six million STEEL- your work 
MARK tags have been 
ordered for factory appli- | l | Brightens 
cation to steel products. | , 
Order yours today! Sim- | your leisure 
ply write: STEELMARK 
PROGRAM, U. S. STEEL Widens 
PITTSBURGH 30, PA. 

your world 








(ss) United States Steel 
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A great new 
Reynolds promotion- 
Peter Lind Hayes 
and his new booklet 


‘‘Peter Lind Hayes’ 
Home Workshop!’ 


Peter Lind Hayes Home 
Workshop Booklet is a won- 
derful new do-it-yourself book- 
let with 15 projects the whole 
family will want to try... and 
have fun making. 


Every Home Handyman will 
want this helpful booklet. 
Plans for furniture, toys, dec- 
orations, home improvements. 
Step-by-step assembly instruc- 
tions a beginner can _ follow 
easily. 


Pulls business your way... 
sells related items, too! 
Reynolds Do-It-Yourself Alum- 
inum items and 20 other types 
of products you stock are fea- 
tured ... plus all your various 
hand tools. 


Advertised in SATURDAY 
EVENING POST, March 14 
issue, plus free dealer ad mats, 
in-store display streamers. Con- 
tact your distributor, Reynolds 
salesman or write Reynolds 
Metals Company, Richmond 
18, Virginia. 


“and the Rack that SELLS!” 


S aepeeeneneenenmenmmnemenssnnenenneneed 


Peter Lind Hayes Home Workshop 


i 


y \ 
Sere 


PETER LIND HAYES 


star of the : “ iil P RR E Y ne O L D S 
“Petr Und tape Seer? y: ae = ALUMINUM 


ABC-TV Watch Reynolds other new ‘TV 
shows “Walt Disney Presents” 
and ‘All Star Golf” every week 
on ABC-TY. 
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Republic Bolts and Nuts... 


BUILD CUSTOMER CONFIDENCE 











There’s something about a spanking clean show win- 
dow that inspires an attitude of confidence toward 
you and your business. And it is the confidence of your 
customers which, in the long run, builds your sales and 
profits. 

Republic Bolts and Nuts are confidence-builders, too. 
When you display the name “Republic Steel’, you imme- 
diately identify yourself with a company your Customers 
know and respect. Republic produces the world’s widest 
range of standard steels and steel products. Moreover, 
the Republic Steel trademark—just as it appears on each 
fastener package in your store—is promoted the year 
around in leading trade and consumer advertising media. 
As a result, Republic’s fine reputation for integrity and 
product quality will boost your stock with customers— 
as surely as a spotless show window! 


Equally as important is the technical excellence of 
Republic products. Republic Steel’s Bolt and Nut Divi- 
sion has had more than a century of design and produc- 
tion experience—has the know-how and facilities to pro- 
duce fasteners of unexcelled quality. And Republic is an 
integrated steel producer, with full control over every step 
in the manufacturing process—from raw ore until the 
finished fasteners reach your store. 

In addition, Republic supplies you with a number of 
valuable selling aids. So if you’re really “‘on the go”’— 
determined to build even greater prestige and profits for 
your business—Republic Bolts and Nuts can help you 
keep established customers coming back, and new ones 
coming in. Wouldn’t you be wise to stock them now? For 
complete information, get in touch with your nearest 
Republic Distributor. Or mail the handy coupon. 


The Public Respects the Quality of Republic Products! 











| 
FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, 


irrigation uses. In coils from Y2” through 3” diameter; straight 
lengths in 4” and 6” diameter. Plus a complete line of fittings. 








ROOF DRAINAGE PRODUCTS— cc complete line that’s competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO” Stainless Steel. 








STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. 





WIRE NAILS AND STAPLES—a complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 
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like a Spotless Window... 
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CHOICE OF 20,000 STANDARD TYPES AND SIZES, a few of them shown in Republic Steel's convenient Price-Finder, which can be hung in any handy 
picture above, is a valuable Republic selling “plus’. Republic Bolts and location, to help you quickly locate and price any type of fastener. And 
Nuts come in eye-catching, spill-proof packages with easy-to-read labels Republic also supplies informative literature. 


that make attractive self-selling displays. Another important selling aid is 


REPUBLIC@® 
STEEL 
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REPUBLIC STEEL CORPORATION 
DEPT. HA-6968 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 





Please send more information on: 











| | 

| 

| | 

, : C) Fasteners CO) Nails and Staples | 
Wolds Wideat, Ki 0 Flexible Plastic Pipe O Steel Pipe 
ANGE | [C) Roof Drainage Products 

Sia / f Stach / : Name Title : 

| Company | 

Address ! 

Stel j Nodiuwcg | City Zone State | 
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Most homes have unsightly “octopus” connections that are both hazardous and inconvenient. 


You make money hy solving this everyday 
problem with G-E surface extension wiring 


er f 
a, a 4 ‘ ‘y 
. 


Reger. * 











New General Electric Surface Extension Wiring offers a neat, easy way to put new electric outlets wherever they are needed. 


Almost everybody needs new electric outlets .. . this need 
makes them your potential customers for General Electric 
Surface Extension Wiring. G-E Surface Extension Wiring 
Is permanent... neater than loose cords . . . handier and 
less expensive than “rigid” types of extension materials 
. easy to install. + + + For extra sales, starting now . . 
add G-E Surface Extension Wiring materials to your 
electrical counter. 


Single 
Pole Double Junction 
Switch Outlet Box 


. Pull Side 
Keyless ‘\ \ Chain \ Outlet 
L : Lamp- %, Lamp- 
holder & holder 
'> 
Complete, original wiring systems can be made 

with these other popular G-E surface wiring 
Colorful display cards devices ... in basements, attics, garages. 
and free merchandising 
aids help assure steady 





PLUG AND FLAT CABLE EXTEND OUTLETS 
ANYWHERE THEY'RE NEEDED 


GE7595 Attachment Plug connects surface extension 
wiring to wall outlet of existing built-in wiring system. 


GE7580 Extension Cable can be cut to any length 
required is smooth and flat can be painted. Pre- 
punched holes accommodate special matching nails 
supplied for fastening it, neatly, to wall or baseboard. 


GE7501 Single Outlet is compact, one-piece unit, with 
terminals at each end for feedthrough wiring. Attaches 
easily with wood screws furnished. Pressure-Lock* ter- 
minals speed wiring . . . no binding screws. 


G-E Surface Extension Wiring Devices and cable are 
listed by Underwriters’ Laboratories, inc. All items 
available in both Brown and White. General Electric 
Company, Wiring Device Department, Providence 7, R. |. 


*Trade-mark of General Electric Company. 





ans Progress ls Our Most /mportant Product 


GENERAL £7 ELECTRIC 
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SALES JUMP! 











SCALES - HAMPERS - VANITIES | 
BASKETS - BRUSH HOLDERS - TISSUE HOLDERS | 


High scorer of the Show, Detecto... with the greatest 
line in Detecto history, 59 years of achievement 
resulting in the greatest acceptance in the field. 
Every item has built-in easy sell. Examples: these 
proven leaders, way out front in volume sales! 
DETECTO 99, watchmaker accuracy, easiest-to-read scale 
in history, weighs perfectly even on rugs, uneven floors 
DETECTO 790H, fast-moving handle seale with a sensa- 
tional volume-building record 

DETECTO 3-in-1 combination storage hamper—even 
at $19.95* retail, sales are up 40% 


THE BIG SMASH AT THE HOUSEWARES SHOW 


DETECTO HAMPER ENSEMBLES, proven builders of 
multiple sales—stunning displays in radiant vinyls 


Plus line-up of year-round promotional items geared for 


‘ ; ! 
action ° *slightly higher west of Mississippi 


there's 
only one 





Detecto Scales, inc., 540 Park Ave., Brooklyn 5, N.Y. * Since 1900 


For complete information, write Detecto Scales, Inc., or contact representatives—Baltimore, Md.: A. Littlejohn + Birmingham, Ala.: R. Custred « Boston, Mass.: J. McElroy 
Chicago, lll: W. Jacobson + Dallas, Texas: D. U. Parker « Denver, Colorado: J. Ramsey * Kansas City, Mo.: R. P. Ingram « Los Angeles, Calif.: J. J. Firestone » Memphis, Tenn.: 
T. J. Carroll * New York: J. Goldner, F. Daub * San Francisco, Calif.: Wagener & Swanson « Seattle, Wash.: P. N. Smith « Toronto, Canada: Diwalt Sales 
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“Maverick” ... Television’s Biggest Hit Western 
Adventure Series! 


ShadeScreen’s big spring and summer sales promo- 


tion starts rolling in April with one of television’s 


biggest drawing cards...“Maverick.” April through 


midsummer, “Maverick” backs you up with a series 
of six hard-selling ShadeScreen commercials ap- 


pearing in 135 local markets across the country. 


“Maverick” —featuring Warner Bros. stars James 
Garner and Jack Kelly—is seen by over 45,000,000 


television viewers weekly on the ABC-TV Network. 





SWININW sSiiDE 





























| AMAZING KAISER ALUMINUM 
15 COOLER a 


as advertised on MAVERICK 
meeps you up to 1s” cooler! 








(s7T0R@ mane) 





(0 on MAVERICK 
ons and loor 
MAVE Rick 


you up to 15 coe” 
MAVERICK 


In Your Store ... With The New ShadeScreen Sales Center! 


This brand new ShadeScreen Sales Center brings the pulling 
power of “‘Maverick”’ right into your store. 


As asilent salesman it adds up ShadeScreen’s unique combina- 
tion of advantages, displays the product as it actually appears in 
windows, offers free information and installation folders, free 
samples, and provides space for 50-foot roll of ShadeScreen. Also 
displays new ShadeScreen frame. Every stocking dealer can re- 
ceive this new ShadeScreen Sales Center free! 
































Get Ready To Cash In Now! Make sure your ShadeScreen stocks 
are complete and on display. Be sure you have the newest adver- 
tising and display materials ready early for the big spring and 
summer selling promotion. For full details, contact your Shade- 
Screen jobber—or mail in the coupon now! 


Kaiser Aluminum & Chemical Sales, Inc. 
Building Products Dept. 1014 
919 N. Michigan Avenue, Chicago 11, Illinois 


Please have your ShadeScreen representative call so we can get full 
information about Kaiser Aluminum’s new ShadeScreen advertising 
and merchandising program for 1959. 


SIGNED 

COMPANY NAME 

ADDRESS 
FE 

PHONE NO. 

We sold ShadeScreen in 58 +--+ yes ~____no 


, 





Most flexible, practical 
bolt merchandiser ever offered! 


At least one out of every five customers who comes into your 


store needs bolts of some kind. But waiting on them personally 


~00¢c08 O48 645 


takes valuable sales time. Now Lamson provides you with a 


timesaving, profit-building answer— Lamson “Serve Yourself” 


Bolt Trays. They’re so flexible and compact you can spot them 


anywhere. They make bolts a profitable self-service item for you. 


+ 
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LAMSON “SERVE YOURSELF” BOLT TRAY 
with zinc-chromate plated bolts 


























TOOL DEPARTMENT—BoltTrayattracts CHECK-OUT COUNTER —lIt's easy for HOUSEWARES COUNTER —Bolts may 
more traffic to department. Often sug- customers to forget to buy bolts. A Bolt suggest related items — or vice versa. 
gests a tool purchase — or tool buyer is Tray placed nearthe check-out counter The Bolt Tray is attractive enough and 
reminded he needs some bolts. or cash register builds impulse sales. - flexible enough to fitin any display area 


All bolts plated for eye appeal. Nuts included. Choose 
the type of bolts your customers ask for most often— 
machine, carriage, lag, stove, cap screws. Refills 
available from stock. Ask your Lamson Distributor 





for full information. 


q LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 


i 
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‘biggest 
dollar return 

per square foot 
of shelf space” 
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that’s what dealers say about 


Berger Instrument business is new business and good 
business. 

New business because customers formerly had to buy 
these transits and levels from other sources. Now it’s 
your turn. 

Good business because every Berger is a big ticket item 
with a generous profit margin. Selling time, writing sales 
checks, wrapping and bookkeeping cost no more than 
for many ‘“‘penny” items. And there’s no competition 
from discount and premium houses. 

There’s a Berger to be sold wherever there’s a house 
or a barn to be built, a driveway to be laid out, a stone 
fence aligned or any day-to-day construction. Your best 
customers—builders, contractors, farmers and mainte- 
nance men—see Berger advertising month after month 
in building, construction and farm magazines. Berger 
builders’ instruments—like Berger Engineering Instru- 
ments since 1871—are famous for their quality, and yet 
priced so remarkably low that they are moving off 
dealers’ shelves by the thousands. Customers are quick 


cm 
THE BEST IN st iS 


BERGER 


C. L. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, MASS. 
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Berger Builders’ Instruments 


to recognize their outstanding value. 

Don’t waste another day in this building season. Start 
with a trial run of just a few instruments. Watch how 
quickly they sell—and how they help sell other builders’ 
and hardware items, too. Fill in and mail the coupon 
today and we'll quickly send you complete information 
and dealer discounts. 


ms —li—_ien MAIL COUPON FOR DETAILS — = be 


| A BERGER FOR EVERY BUILDER’S BUDGET 

Model 320 - MASTER BUILDER Convertible Transit-Level with tripod and 
case $229.50 
Heavy Duty 12” Dumpy Level with tripod and case $174.95 


SPEED-A-LINER Builders’ Transit-Level with tripod and case 
$99.75 


ae 
» ae 


A 

B Model 150 
C Model 200 
D 

E 


Model 190 — SPEED-A-LINER Dumpy Level with tripod and case $59.95 
Model 40 — SIGHT ‘n’ SURFACE Pocket Level $3.85 
Not Illustrated: 


| Model 140 — Service Transit-Level with tripod and case $92.95 | 
Model 110 — Service Dumpy Level with tripod and case $54.95 
| Model 130 — Duplex Tilting Level with tripod and case $69.95 


Prices Retail F.0.B. Factory 
C.L. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, MASS. 


Name 





Address 





City Zone State 
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OVENWARE 


Bake...serve...store...reheat 


all in the same dish 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, O1:0, U.S.A. 


Approx. 
item . Size Retail 

Standard Custard 5 oz. 
Egg Cup & Deep Custard 6 oz. 
Dessert or Low Custard 2 6 oz. 
Deep Pie Dish 2 10 oz. 
Deep Pie Dish 15 oz. 
Individual Boker 8 oz. 
Measuring Cup 8 oz. 
Measuring Pitcher 16 oz. 
Measuring Pitcher 1 qt. 
Pie Plate 8” 

Pie Plate - 

Deep Pie Plate 9” 

Pudding Pan 1 at. 
Individual Casserole 8 oz 
Casserole, Knob Cover 1 pt. 
Casserole, Knob Cover 1 at. 
Casserole, Knob Cover 1% at. 
Casserole, Knob Cover 2 at. 
Casserole, Utility Cover 1Y at. 
Oval Casserole 1” at. 
Boker 1 qt. 
Boker 1Y qt. 


BY 
s 


Boker 

Squore Baking Pan 

Deep Loaf Pan 

Utility Baking Pan 

Utility Baking Pan 

Utility Baking Pan 

Square Cake Pan 

Round Cake Pan 

Square Double Roaster H 449 
Corafe H 490 


Approx. 
Size Retail 


2 qt. eZ 
6%,%7%" 59 
5x9” 5 
642 x 102” 

8 


x1 


WeSTL-COST 
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POPULAR GIFT-PACKED FIRE-KING SETS 


3 Pc. Set-—2 qt. Casserole, Knob Cover 
Table Server 

8 Pc. Set—1 at. Casserole, Knob 
Cover, 9” Pie Plate, 8 oz.Measuring 
Cup, 4-5 oz. Custards 

12 Pc. Set—1 qt. Casserole, Knob 
Cover, 9” Pie Plate, 8” Square 


Cake Pan, 102” Baking Pan, 8 oz. 


Measuring Cup, 6-5 oz. Custards 
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H 400 94 1.49 


H 400 197 1.69 


H 400/198 2.98 














glass ovenware anywhere! 
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...and new items, new 
features give Fire-King 
even more sales appeal! 


There’s big new sales and profit 
opportunities for you with the new 
Fire- King Ovenware line for °59! Prices 
are still lower than any other leading 
brand. And now you can offer new items 
and features, too! With Fire- King, 

you get new modern-design covers, new 
sparkling crystal, new colorful eye- 
catching labels, new smaller packing 

for faster turnover. 

Because Fire-King is lowest in cost, 
customers can afford to buy a wide range 
of items for many different baking uses. 
And it’s so high in quality that every 
piece is backed by a two-year guarantee 
against oven breakage. 

Point-of-sale banners, illustrated 
catalog sheets, newspaper mats and glossy 
photos are available to further boost 
your Fire-King sales. And Fire-King is 
really profitable— you get up to 52% 
on sales! So order and display Fire-King 
in a big way! 


Now... more than ever... 


ANCHORGLASS 


makes you money... makes you friends 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 
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KV drawer slides give you more 
of just what you're looking for! 


¥ Top Quality ¥ Easy Installation 4 Trouble-free Performance 


...and the best known line in the business! 


SLIDES 


K-V OFFERS YOU the most complete line = 

of drawer slides on the market today for 

every type of installation. Fast-selling 

too, because builders and householders 

recognize their quality and performance. 

Well designed, sturdily constructed; keep 

drawers from sagging or sticking. Quickly No. 1300 drawer slide. 

and easily installed. Ask your K-V sales open te grag ane Ag 


50 pound capacity. Ball bearings, nylon 
representative about this great line—soon. rollers. Sizes 12” to 28”. 


No. 1100 drawer slide. ideal for kitchen and other home cabinets. Full 25 No. 1400 drawer slide. (Full-Extension) Self-iubricating frictionless bearings; 
pound capacity. Nylon rollers. Sizes: 18” to 24’ won’t sag under 100 Ib. loads at full extension. Sizes: 12” to 38”. 


No. 1600 drawer slide, with 100 Ib. load. Closes automatically when drawer eNo. 1700 drawer slide. (Full-Extension) Extra heavy-duty, fully progressive. 
is within 6” of closing. Ball bearing nylon rollers. Sizes: 17” to 27”. No strain even under loads of 100 pounds or more. Sizes: 17” to 27”, 


Knape & Vogt Manufacturing Company, Grand Rapids, Michigan 


MANUFACTURERS OF ADJUSTABLE SHELF HARDWARE, SLIDING AND FOLDING DOOR HARDWARE, CLOSET AND KITCHEN FIXTURES AND HANDY HOOKS FOR PERFORATED BOARD 
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presents... 


a complete line for retailers only 

a line created for top retailer profit 

a line with top brand name acceptance 
a line researched for high turnover 

a top quality line priced to move quickly 


ya 





another example of Skil setting 


OA sKisAw 


NEW All-New ONES Model 553— 
$79.95 
LOWER 
SAW 
PRICES! =< 
P jo . 


we SAR > 


All-New 5%” Saw, Model 533— “se | 
$39.95 6%” Saw, Model 536—$49.95 Hardware 


Week 
Special 


Jig Saw, Model 514 | $39 95 
“all as a 
1959) 


Regularly 
$47.50 


SKIL SKIL has taken the biggest, most exciting 


forward step in the power tool industry to 











do something positive about retailers’ prof- 
its! SKIL has created a short—but complete 
—500 Line for you, the retailer. It is entirely 
different from the SKIL industrial line. Now, 
for the first time, it is possible to eliminate 


the confusion and inventory problems re- 


sulting from duplication of power tool lines 
in your store. 





trends foday for 


leadership 


%" Drill, 
Model 503—$18.95 


¥,” Drill, 
Model 542—$49.95 Orbital Sander, 


Model 592— 
$49.95 


%,” Drill, 


Y%" Drill, ? 
Model 560—$39.95 


Model 549—$29.95 4” Belt Sander, 
Model 405— 


$89.95 


% HP Router, 
Model 530—$59.95 


SPECIAL! 


until May 31, 
1959 


FREE 
50 Ft. Cord 


included 
$6.25 Value 


(Order as 
Kit #8513) 


Skil acceptance + Skil values = turnover 


Top Brand Name Acceptance... Survey 


Hedge Trimmer, Model 513— 
$44.50 











Coast-to-Coast Skil Service... 33 com- 


after survey proves SKIL is the name cus- 
tomers want on their power tools. Now is the 
time to discard those ‘‘no-name” brands and 
sell SKIL! 


The Line Market Research Created... 
Hundreds of thousands of dollars were spent 
by the hardware industry's top merchandisers 
to help select the tools in the new 500 Line. 
No duds or slow-movers. 


Built-in Quality Priced Right... Skil 
quality is a proved fact. Consumers recog- 
nize and want it. The 500 Line is the quality 
line your store needs for high turnover profit 
in power tools. 


pletely equipped factory branches are strate- 
gically located across the country for quick, 
reliable service. In addition, there are 47 fac- 
tory-authorized Skil service stations. 


Large, Well-Trained Field Force... Skil 
tield sales representatives have proved them- 
selves to be a real merchandising help to re- 
tail dealers. They are experts in selling, 
demonstrating, displaying and advertising 
SKIL tools at the retail level. 


Aggressive Merchandising and Promotion 

. Skil gives you a complete, hard-hitting 
merchandising and promotional program— 
backed by consistent, dominant national 
advertising. 


Made only by SKIL Corporation, 
manufacturer of famous SKIL 
and SKILSAW products, Chicago 
30, Illinois, U.S.A. 


the vey beet loday...apromite opeven belltr Tomorrow 





THE SA/L 


LINE 


nationally advertised to 
47,618,000 prospects 


Skil’s most dramatic, 


hard-hitting national ad- aE — a a 
vertising will help sell the SKILSAW =o 


500 Line this year to mil- 

lions of readers of the na- mir ssaw rare 

tion's top magazines. In 

addition, a complete edi- 

torial publicity program p 

will be beamed to do-it- LUS... - ee 

yourselfers everywhere. FREE local advertising materials, including — : 

Saturday Evening Post, emperor colorful window streamers featuring ‘e*® Sen-ony 
e new 500 Line saws. 

Look, Pop ular Science, Dealer ad mats that are stoppers, in a variety of sizes 

Popular Mechanics, This hy aga your signature, highlighting tools in the 

Week are among the mag- Radio spots to give you strong “where-to-buy-it"” 

azinesplannedforthis _ ‘dentification. 


Combination envelope stuffers and counter circulars 


gigantic 1959 push. featuring the 500 Line. 


Call the man who sells you SKIL tools today for the 500 Line story 
the very beat 
a promite of even belt. tomorrow 


Made only by SKIL Corporation, manufacturer of famous SKIL and 
SKILSAW products, 5033 Elston Avenue, Chicago 30, Illinois 
in Canada: 3601 Dundas Street West, Toronto 9, Ontario. 
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It pays to keep modern 


That's what a young hardwareman found when 
he remodeled store left him by his father. 
The reward for installing new fixtures with 

a new layout, and rearranging merchandise 


was a 25% increase in volume the first year. 


Before, at right; after, below, pictures of Burnet Hardware 
interior prove the value of modern layout and fixtures. The 
remodeled store has three times the inventory in the same 
sales area. 


Many a younger hardware dealer 
suddenly faces a difficult decision. 
A younger hardwareman takes 
over his father’s store and has to 
make this choice: to continue the 
store with its old-fashioned fixtures 
and layout, or to modernize the 
store. 

This situation confronted James 
KE. Burnet, III. He was learning 
the hardware business in his 





It pays to keep modern 
(Continued ) 


father’s store in Madison, N. J.., 
when his father suddenly died. 
This left Mr. Burnet in charge of 
J. E. Burnet Sons Hardware, a store 
founded by his grandfather on its 
present site in 1896. 

When young Mr. Burnet took a 
long look at his inheritance, he saw 
it in a new light. It had suddenly 
aged. He saw a cluttered, dark 
store full of mixed hardware, fix- 
tures older than the store itself, 
and a bookkeeping system that 
dated back to the 1800’s. 

Mr. Burnet felt this store would 
slide downhill unless something 
drastic was done to up-date the 
stock, fixtures, and store layout. 





Before, at right, the old-store paint de-p> 
partment. 


After, below, the paint department of thew 
new store. 


Quickly, Mr. Burnet announced 
to his staff, ‘““Let’s start changing 
with the times!” 

Just as quickly he began a pro- 
gram that resulted in a complete 
overhaul of the premises—light- 
ing, floors, fixtures, and store lay- 
out. 

Mr. Burnet carefully planned his 
steps in advance. He asked Phila- 
delphia wholesaler Supplee-Biddle- 
Steltz Co. for guidance in store 
planning. Then he called on a 
Philadelphia fixture manufacturer, 
R-Line Store Fixture Co., to sup- 
ply production-line fixtures. 

Mr. Burnet, Charles Cook, 20- 
vear Burnet sales veteran and 
buyer, and other full and part time 
workers spent about six months at 
night, planning and_ working. 
Gradually, they began to consoli- 
date merchandise lines and rip out 
old fixtures. They worked later 
and harder as the deadline neared 
for delivery of new fixtures. 

In the daytime, Mr. Burnet 
helped wait on the trade and 
4 learned more about his new busi- 
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ceiling-to-floor perforated panel- 
ing. 

Two wide aisles flank a long row 
of five-step gondolas, replacing the 

Before, at left. the old center aisle layout that wasted 

old-store house- space. Walls are lined with cabi- 

wares department. nets, open bins, and lower slide- 
out drawers for small items. 

Newcomers to the town (total 
trading area: 25-30,000) think it’s 
a new store. Old-timers have to 
agree it’s a grand improvement 
over their old cracker barrel store. 

How about the biggest test of 
all? 

Was it worth several hundred 
hours of overtime work, and ap- 
proximately $7,000 in expense to 
convert the store, in terms of extra 
sales volume? 

“Our volume for 1958 will show 
a gain of roughly 25 percent over 
the previous year’s $100,000. I’m 
shooting for $200,000 before too 
many years,” Mr. Burnet said. 

Asked about the future of a 
downtown store, Mr. Burnet re- 
plied: 

“It all depends on every mer- 
chant in a community like ours do- 


ness responsibilities. He planned After, below, the 
lighting, floor covering, ceiling ma- new-store house- 
terial, and interior finishes in his wares department. 
spare time. : 
The big day arrived. New fixtures 
were being delivered. The store 
closed down briefly while the re- 
maining old fixtures were removed. 
The interior finishing was com- 
pleted, and merchandise was quick- 
ly shuffled about. 
Just hours after the shutdown 
to install new fixtures, Burnet 
Hardware reopened. Business was : - 
continued as stock rearrangements “a. a 3 
went on to completion. HOUSEWARES 
It looked like a new store, al- a tt 
though there were still traces of 
the past. Antique guns and a 
hand-crank telephone were pur- 
posefully kept on display to dec- 
orate the office and hallway. The 
back showroom, behind the store, 
which houses lawn and garden sup- 
plies (it is the old Madison freight 
station—moved behind the store in 
1917), is still a wooden-pegged 
building out of the past. 
The new Burnet hardware has 
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It pays to keep modern 


(Continued) 


ing his utmost to end deterioration. 
Each must keep his store spar- 
kling.”’ 

Mr. Burnet added, “‘We have to 
have parking nearby, too, or we'll 
drive our customers out to the 
shopping centers.””’ Burnet Hard- 
ware has its own rear parking lot. 
A big municipal lot is nearby. 

“We have to re-do the store 
front to match the inside, and I’m 
going to keep changing the inside 
as times demand it. Heck, a big 
change would never have been 
necessary if gradual improvements 
had been steadily made over our 
63-year span,” Mr. Burnet added. 

When asked about how he plans 
to treat his trade, Mr. Burnet said: 

“We'll treat them just like Dad 
did. That is, we'll stay on a first- 
name basis with good customers, 
extend credit to good risks, and 
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deliver 
charge. 


anything anywhere at no 





Here's the departmental breakdown 
in the new Burnet Hardware: 


A. General housewares 
B. Promotional, seasonal lines. 


C. D.E. Tools, shelf hardware, build- 


ers’ hardware. 

F. Glass cutting, glazing supplies. 
G. Sundries, cleaners. 

H. Cash-wrap counter. 

J. Paint sundries. 

K. Paint. 

L. Nail, fastener bins. 

M. Office. 


N. Archway to back lawn and gar- 
den display and stocks. 


Vv Vv 


“We'll help customers with do-it- 
yourself problems, and give all of 
the little extra services that are 
behind our reputation, including 
lollipops for the kids. These are 
things modernizing should not 
affect,” Mr. Burnet said. 

What other ideas does Mr. Bur- 
net have in mind since remodeling? 

“Well,” he said, ““‘We have started 
concentrating on industrial sales. 
We give service in a matter of min- 
utes, at competitive prices, to any 
mill or contractor who needs hard- 
ware. Price is no object, for we'll 
deliver a pound of nails, or a keg, 
in minutes following the order.” 

Any other ideas? 

“You bet,” Mr. Burnet said. 
“We've added a new service for 
customers who can’t find exactly 
what they want in our store. We 
show several wholesalers’ catalogs 





on the sales floor beneath a sign 
that reads: ‘Mail order service. If 
we don’t stock it, we’ll order it for 
you—fast.’ 

“Also,” he added, “I’m about 
ready to install a new bookkeeping 
system to take the double-entry 
load off of Miss Swanson, our book- 
keeper for 12 years. She has been 
working very hard to control 
charge accounts (50 percent of our 
business) bills and payments, and 
inventory. The system I have in 
mind will cut book work by about 
hut 

“Briefly,” said the young hard- 
wareman, “there are several things 
I think are important for success- 
ful merchandising. They are: 


@ “A stock of mostly fast turn- 
over items, but with a sprinkling 
of about 10 to 20 percent of the 
unusual things your trade needs, 
even if they involve slow turn- 
over. I carry 36 x 1 in bolts that 
don’t turn very well, but they bring 
me trade from 50 miles away. 


@ “A friendly store that lets cus- 
tomers alone to browse in a self 
serve set up, but offering service 
quickly when it is needed. This 
means clean displays and 100 per- 
cent price marking. 


@ “A store that appeals to women, 
for they are at least half of my 
trade. 


@ “A store that has the future of 
the community at heart, and fights 
to preserve the health of that com- 
munity. 


@ “A store that has a reputation 
for doing what it says, and with- 
out regard for the profit in each 
transaction. 


@ “A store that advertises regular- 
ly in the newspapers and uses pro- 
motions like the Welcome Wagon. 


@ “A store that’s watching, and 
adjusting to, changes.”’ 


“This would have been 
forced to close in a few years if 
someone hadn't spent money on 
modernization and modern selling 
ideas. Now we have a future, and 
we are going to make the most of 
it,’ Mr. Burnet concluded @ End 


store 


; 


A hardware store's lawn and garden department, facing store's 
parking lot. Building once was railroad freight station. 


That's James E. Burnet, I/l. on the left, and Charles Cook. 


Mail order sery ice uses suppliers 


dise not carried in stock. 


catalogs for order merchan 
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How to expand the natural market 


A Peoria dealer enlarged his trade territory by using coupon-type 


advertisements in the newspaper each Monday and attracted traffic 


from all over the city to his shopping center store. 


A neighborhood-type store can expand its 
market territory. A neighborhood-type store in 
Peoria did that as part of its overall policy of 
constantly making improvements. The store 
now gets business from all over Peoria. 

The Sweetnam Hardware Store at 2217 8S. 
Adams St., Peoria, is known as the store that 
never stands still. It is always making improve- 
ments. The store is in a shopping center two 
miles from downtown Peoria, adjacent to a large 
department store with which it jointly maintains 
two parking lots. At first, a neighborhood store, 
it has grown to have a city-wide trade. Wilbur 
Sweetnam, the proprietor, uses coupon-type ad- 
vertisements. These are 5 or 6 in. by 2 columns. 
Ads are in Monday’s newspapers, good only on 
Tuesdays. 

The merchandise offered is from regular 
stock. Specials are priced just above cost. 

“We have been very fortunate in the selection 
of items offered,” says Mr. Sweetnam. 

“It is only occasionally that we select one that 
does not pull well. We offer them at such prices 
that the profit on the items themselves do not 
pay the cost of the ads. Some customers come in 
and buy only the special items but the majority 
buy other items at regular prices so that nearly 
every Tuesday shows a noticeable increase in 
business. At the same time, those who buy only 
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the advertised items get acquainted with our 
store. Later most of these customers come in for 
other items. As customer pullers we find them 
very effective. 

“We have found that items offered below 33 
are the best pullers. Our coupon specials have 
reached a point where many customers look for 
these each Monday. We require customers to 
bring in the coupons, otherwise they might think 
specials do not reflect the savings we suggest.” 

Another change has been the adoption of what 
the store calls Quick-Service. This is partial 
self service. To adapt the business to Quick- 
Service the cash register was moved from the 
center of the floor to the front, between the two 
entrance doors and made into a check-out coun- 
ter. Baskets with cloth bottoms can be picked 
up at several locations in the store for the con- 
venience of customers. Customers take mer- 
chandise selected to the check-out counter where 
it is packaged and paid for. 

“There is always someone at the check-out 
counter or nearby so customers do not have to 
wait,” says Mr. Sweetnam. “It has not been 
necessary to engage a person for this duty. The 
regular staff can take care of it. Where it really 
pays off is when we are very busy. Self service 
customers do not have to wait for a salesperson 
to wait his or her turn at the wrapping counter 
and cash register.” 
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Coupon ads like this enlarged the natural trade territory of a shopping 
center store. 





An entirely new department is greeting cards. 
Two regular racks are used. Greeting cards 
have been a very good item. In the four months 
since installation, there has not been a day with- 
out several dollars’ worth being sold. Cards have 
been exclusively an impulse item, not being ad- 
vertised. Cards pay well for the amount of floor 
space used. 

Something else new is the employment of a 
buyer and manager of the housewares depart- 
ment one of the major departments of the store. 
Mr. and Mrs. Sweetnam, aided by the women 
clerks, took care of this but with so many other 


duties, they found it expedient to have some one 
expertly familiar with the merchandise handled 
to head the department. The Sweetnams em- 
ployed Mrs. Elsie Brodbeck who has had a lot 

of experience with a large department store. 
The latest improvement is the installation of a 
large sign at the edge of the canopy which ex- 
tends along the entire front of the store. The 
word “Sweetnam’s” is spelled out in letters otf 
white plastic two feet high and lighted with 
white neon lights. Both by day and by night, the 
sign stands out and identifies the store instantly. 
@ End 
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Displays, service: keys to more 
water pump sales 


How a New Jersey dealer reminds his store customers of water pumps with 


sales floor displays, and how store maintains its reputation as 


pump headquarters with three factory-trained servicemen on call 


Displays in the store and prompt 
handling of service calls are the 
two sales tools used by the hard- 
ware firm of M. B. Bowers & Son, 
Inc., Hackettstown, N. J., to sell 
as many as 35 electric water sys- 
tems in a year. 

The retail price on an electric 
water system brings from $180 to 
$350. The sale of additional, re- 
lated merchandise often equals the 
price of the water system. 

Water Systems Displays. The 
Bowers company serves a _ trade 
area of some 4800 population. Most 
of its electric water systems sales 
are made within a 15 mile radius, 
although some sales have been made 
to customers 35 miles away. 

The store relies on mailings of 
the pump manufacturer’s circulars 
for its outside promotion of pumps. 
Circulars are imprinted with the 
hardware store’s name. Four or 
five mailings are made each year 
to some 1300 boxholders. Mailings 
are made through the postoffice in 
Hackettstown and from some near- 
by postoffices. 

The instore display consists of 
at least one pump, plus a stock of 
replacement parts. The pump is dis- 
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played on, or near, two 24% x 5 ft 
tables of plumbing merchandise. 
The display benefits from _ store 
traffic in the plumbing lines. 

The floor displays, plus manufac- 
turer’s circular mailings, are the 
store’s major means of establishing 
the store as pump headquarters 
and to pick up leads for new and 
replacement installations. 

A store window display is set 
up each May. This display ties in 
with National Water Systems 
month. The display features pumps, 
and related merchandise. 

An off-store display is used sev- 
eral times a year. This display is 
at the office of the power company. 
A pump and a storage tank are on 
display, with a sign tying in the 
merchandise with the hardware 
store. 


Service calls. Prompt service is 
considered a must by the _ store 
management. When a _ customer’s 
pump is not working the owner is 
anxious to get water moving, and 
prompt service builds a_ store’s 
reputation for backing up its pump 
line. 

“Our servicemen are on the job 
within four hours on a service call, 


and sooner if possible,” W. Tuthill 
Hawkins, general manager of the 
store, points out. 

The hardware firm has three 
men, factory trained, for installa- 
tion and service work. The store 
services only the line of pumps 
which it sells. 

The service department does not 
offer plumbing or well drilling ser- 
vice. Customers make their own ar- 
rangements for these parts of their 
overall water supply. 


Related ierchandise. The extra 
sales made at the time a pump is 
sold consist of water softeners, 
plastic pipe, steel pipe, copper tub- 
ing and plumbing fittings. In ad- 
dition, to farm customers, there 
are sales of cattle stanchions, stock 
waterers, poultry waterers and 
frost proof hydrants. 

Replacement motor sales amount 
to 20 to 25 units a year. The price 
range is $40 to $70. Some replace- 
ment motor customers ask the 
hardware store to have the old mo- 
tor repaired, to be kept by the cus- 
tomer as a stand-by unit. 


Pump financing. Most of the 
pump sales are on a cash basis. If 








financing is involved the hardware 
store works with a local bank. 
The hardware store management, 
with the customer, call at the bank 
and set up the financial arrange- 
ment. Contracts usually are put 
through on a 12 monthly pay plan. 
Payments are made at the bank. 


Pump inventory. The Bower 
store stocks one jet pump in each 
of four sizes: 4, 14, %, and 1 
horsepower. One sump pump and 
one reciprocating pump are stocked 
also. 

A pump is delivered from stock 
when a sale is made, and a replace- 
ment ordered immediately. Factory 
distribution is only a short distance 
away so a replacement unit is ob- 
tained right away. @ End 





SALES IDEA FILE 


How to sell electric water pumps 


and related plumbing supplies: 


(1) Keep at least one pump on display 


on the sales floor. 
(2) Answer service calls promptly. 
Build a reputation for fast 


service. 
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How to upgrade a sale 


Here’s a West Coast dealer who keeps thinking “‘What does this customer 


need’’ to find clues on selling a higher priced product and to 


uncover other needs to increase the size of the average sales slip. 


“Spaghetti with meat sauce? Oh, 
ves sir—right down the line . 
but did you notice that we have a 
special today on roast prime rib 
of beef? Really delicious, too... .” 

Think about the times you have 
stood in line at a cafeteria. Ever 
recall a selling pitch like the one 
above? 

In any retail field, it’s known as 


selling up, or persuading a cus- 
tomer to buy something better 
than he asks for. 

In today’s competitive markets, 
with everybody bidding for the con- 
sumer dollar, the hardware dealer 
who doesn’t merchandise his lines 
by persuasive selling may find him- 
self trailing by the wayside. 

George L. Weber, a veteran of 


Wall display to attract tourist customers, a gold miner's pick and pans. 
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many years of hardware merchan- 
dising, was so alert to the need 
for modern selling practice that he 
planned his store around this 
policy when he opened three years 
ago. 

The up-grading idea is subtly in 
evidence everywhere throughout all 
departments of Weber’s Hardware. 
It begins with the rough-cut stone 


Owner George Weber, left, and 





and glass front of the store. Nearly 
full-depth windows, angled toward 
the center door help make the in- 
terior look more open from front 
to rear. 

The store is on the main busi- 
ness street in Redding, Calif. Web- 
er’s Hardware draws heavy tour- 
ist trade since Redding is the gate- 
way to both Lassen Volcanic Na- 
tional Park and the Shasta Dam 
recreation area. The store faces 
busy U. S. Highway 99. 

Anticipating the outward growth 
of the city, Mr. Weber chose to lo- 
cate toward one end of the busi- 
ness district. 

“People have shopped the length 
of our street before they come to 
1326 Market St.,” he says. 

“But being last has some ad- 
vantages. That’s why a lot of su- 
permarkets locate their most profit- 
able departments near the check- 
out stands. 


“Every day we have customers 
coming in here, some for the first 
time, who say they’ve been up and 
down the street looking for an 
item. The word seems to _ get 
around that, no matter how hard 
something is to find, Weber Hard- 
ware will have it, if anybody does. 

“That’s the kind of reputation 
we are trying to build. All of us 
who meet the public have a want 
book in our pockets at all times. 
We make sure that we never run 
out of anything. And we don’t 
hold back from ordering odd parts 
even if their value is only a dime. 

“Let me show you why it’s the 
little things that count. A fellow 
comes in for a 25¢ box of screws. 
This is a service store, so I wait 
on him. I wonder out loud what 
he’s going to use the box of screws 
for. Maybe it’s for a do-it-yourself 
job, and he’s going to need paint 
to finish it, and a brush, or a drop 


Floor space is con- 


served with this re- 


volving nail bin built 
in the wall. 


Bill Lipka, salesman, loading the pick-up. 


cloth, or a ladder. In a self service 
store there would be a girl at the 
checkstand who is only interested 
in taking his two bits. Instead, I 
ean think of any number of sales 
that even ran into three figures be- 
cause I was inquisitive. 

“Looking at it from another 
angle, this is a small town (10,000 
population) so it’s easy to know 
what’s going on. If I know that 
one of my customers has a project 
in mind, I might ask him, ‘Did you 
start remodeling your kitchen yet, 
George?’ Well, perhaps he only 
came in for some flashlight bat- 
teries, and maybe that’s all I’ll sell 
him. On the other hand, it might 
take no more than a reminder to 
get a customer working with me 
on a whole remodeling program.” 

Just like the cafeteria counter- 
man selling up a patron from spa- 
ghetti to prime rib, Mr. Weber 
points out the appetizing specials 
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How to upgrade a sale 
(Continued) 


as customers browse through his 
store. 

If a customer asks for a pair of 
grass clippers, Mr. Weber always 
reminds him that a good buy in a 
power mower is available — “‘one 
that cuts right close to the edges 
so you won’t have to trim by hand.” 

Obviously, this sort of persua- 
sion can be overdone and could 
even lose customers, but Mr. Weber 
feels that he isn’t doing his job if 
he doesn’t at least call better mer- 
chandise to the attention of a cus- 
tomer. 

“Understanding human nature is 
part of being a _ retailer,” Mr. 
Weber believes. 

“You can’t sell to people if they 
don’t like you. So courtesy is really 
a very important thing with us. 
The public is funny—people won't 
give a store a second chance, any 
more than they’d go back to a cafe- 
teria where they tasted some bad 
food. Make a person feel that you 
aren’t glad to have his business 
and you'll chase him to your com- 
petitor. 

“That’s why we’re a 100 percent 
service store, and I don’t mean 
only that we wait on customers. 
Sure, we deliver, too. By service | 
mean that there is nothing so 


minor that we won’t go out of our 
way to get it for a customer. 

“Another kind of service we give 
is to open the doors at 7:30 in the 
morning. There are a lot of work- 
ing people—especially loggers and 
ranchers — who need a hardware 
item early in the day.” (Store 
hours are 7:30 a.m. to 5:30 p.m. 
six days a week. ) 

Pleasant music is heard all day 
long in Weber’s store. The owner 
thinks it’s one of the best and least 
expensive ways to upgrade store 
atmosphere. 

A relatively small store, Weber’s 
has only 27x55 ft in selling area. 
There is another 30 ft in the back 
room for storage, but it doubles as 
display space, too. Customers have 
warmed up to Mr. Weber’s invita- 
tion to make themselves at home. 
He has exploited the back room by 
installing a 10-ft sliding door 
which opens up the rear of the 
store to the parking area during 
the day. 

Weber Hardware has a _ space- 
saving idea for the display of paint 
brushes. They are hung on brackets 
in a perforated panel which slides 
to one side for access to extra 
stock inside. 

Handy to the centrally - located 
register counter is a 20x40-in. wall- 
mounted listing of all tvpes of fas- 
tenings and fittings. Mounted under 
glass to keep it neat, this directory 


is brought up to date as new list- 
ings are received. 

Mr. Weber is proudest of all 
about his merchandising fixtures, 
which he designed and helped build. 
Nine 4x8-ft setback-type display 
fixtures with four tiers were made 
at an average cost of $75 each. 
They are built of %- and %4-in. fir 
plywood, with vertical surfaces of 
14-in. perforated board to support 
heavy displays in brackets. 

Each fixture is mounted on six 
heavy-duty casters. Not only is it 
easy to move the fixtures aside for 
cleaning, says Mr. Weber, but the 
arrangement of the entire store can 
be completely changed in 20 min- 
utes by two men moving fixtures. 
He frequently moves some fixtures 
to give the store a fresh look. 

Displays are keyed both to local 
and tourist traffic. 

To pull in travelers through this 
historic part of the country, Mr. 
Weber features a window display 
with gold miner’s pans, pick and 
lantern. Almost invariably, a tour- 
ist will ask, “Why do you have 
large and small mining pans?’’ Mr. 
Weber replies, with a grin, “Well, 
you buy the small pan if you want 
small nuggets and the large one if 
vou want big nuggets.” 

Mr. Weber believes that the light 
touch is most effective, as long as 
the joke is not on the customer. 

(Continued on page 122) 





Sales training ideas 





Another Hardware Age dealer service 


to improve store profits 


Here is one of a series of posters that will help your sales people make 


more and better sales. 


idea that your sales people can apply every day. 


Each poster is on a subject related to store selling. Each poster has an 


Put the poster on the opposite page on your store bulletin board so all 


your sales people can read it. 


Write to the Editor, HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa., for the subjects of posters published previously, and for informa- 
tion on how to get a series of these posters in booklet form. 
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Hardware Age 


Capsule Counsel 


When the customer says: 


“THE PRICE IS SKY HIGH” 
OR 
“THAT'S TOO MUCH MONEY” 


One of 3 things has usually happened 


(1) Your selling job has not got across enough of the 
important value points that justify the price of the item. 


WHAT TO DO 


Stop and ask yourself what important facts you have 
left out. If the item isn’t worth its retail, then it wouldn’t 
be for sale in your store in the first place. Have you 
compared it to other lower or higher priced models? 
What are the obvious differences? Size? Weight? Fin- 
ish? Features? Material? Suggest that the customer 
compare it to a cheaper model to see the differences for 
herself. 

(2) The customer may be right. The item may be 
priced in error, or out of line with your housewares com- 
petitors. 


WHAT TO DO 


If your store policy allows, verify your competitor’s 
price by phone, or promise to refund the difference after 
you personally check the comparison. If you find some- 
one has made a price marking error, admit it, and thank 
the customer for pointing it out. 




















(3) Again the customer may be right, in that she 
hasn’t fully explained the way the item will be used. 


WHAT TO DO 


Ask what specific use the article will serve. A woman 
who wants to can a few pints of tomatoes will not need 
a 26-quart canner, or five pounds of wax. A less expensive 
or smaller article will often do the job and help you build 
customer confidence. 





























WHEN ASKED THE PRICE 
ig 


Price should never be the first thing mentioned in a 
sale, unless it is so dramatically low as to preclude other 
sales points. Wise salesmen never mention price until 
directly asked, ‘“‘How much is it?” Quote price factually, 
whether 89¢ or $89. Don’t dwell on price. Skip right to 
on your next important sales point. Remember, the higher 
Comuiabs 1006. <0 Merdent Mien the price, the more there is to talk about. 











Brief application form 


attracts credit customers 


How Colorado dealer increased sales volume 


12% in first year of offering consumer credit 


It is easy for hardware dealers 
to add credit buying privileges for 
customers and stave off competition 
from stores which live by credit, 
says Clarence Shearer, owner of 
Shearer Hardware Co., 2329 E. 
Platte St., Colorado Springs, Colo. 

“But making the service system 
itself attractive to customers is an- 
other story,” he said. 

Shearer Hardware operated on 
an all-cash basis until 18 months 
ago. 

“We liked the extremely clean 
business which an all-cash opera- 
tion represented,” Mr. Shearer 
said, “but we knew that this could 
not continue, particularly since 
automotive chain stores, food 
stores with large hardware depart- 
ments, etc., were opening up all 
around us.’ 

In early 1957 Shearer Hardware 
set about developing a credit pro- 
gram of its own. 

First, the typical credit opera- 
tions of a dozen types of businesses 
were studied, including retailers in 
all fields. 


Customer says ‘skip it' 

“We were dismayed to find that 
customers many times disliked the 
process by which his 
okayed,” the Colorado 
hardwareman said. 


credit is 
Springs 
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“Often we found that the credit 
application forms which the appli- 
cant had to fill out were so com- 
plex, went so far into his private 
affairs that his first reaction was 
to say ‘skip it’ and give the proj- 
ect up. 

“As much as an hour would be 
required to fill out all of the in- 
formation involved, plus_ several 
telephone calls to establish credit 
references, delay when the appli- 
cants could not remember his so- 
cial security number, etc. 

“We knew that few of our cus- 
tomers would be willing to undergo 
this sort of tedious labor and, par- 
ticularly, that they would not feel 
like revealing the secrets involved.” 


Red tape is thrown out 

Mr. Shearer decided to eliminate 
all objectionable features of the 
credit application forms. In place 
of long forms, he developed post- 
card size credit forms, which are 
simple and so effective that sample 
copies have been requested by other 
retailers. 

The application form is headed 
with: “I Would Like to Open a Re- 
tail Charge Account at Shearer 
Hardware Company.”’ 

Beneath, a subhead points out: 
“No interview.” 

Following spaces for name, ad- 


dress, telephone number, former 
address, occupation, name of em- 
ployer, stores at which charge ac- 
counts are kept up, banks at which 
accounts are held and an agree- 
ment to pay the amount billed the 
tenth of each month. 


One minute, its done 

“That’s all there is to it,” Mr. 
Shearer said. 

“It takes less than a minute to 
fill the card out, and nobody hesi- 
tates. The credit cards are small 
enough that we can wrap one up 
with the customer’s purchase, drop 
it in a paper sack or otherwise see 
that it gets into the home. We can 
carry them in our pockets and dis- 
tribute them at every possible op- 
portunity.” 

If an investigation is required, 
the information on the card is 
enough to furnish a commercial 
credit organization with all the 
needed, Shearer Hardware 
has found. Since there is no prob- 
ing into the personal affairs or 
financial secrets of the customer, 
no one objects to their being filed 
for reference. 

After one year of talking up the 
cards at every opportunity, posting 
a line, “Use Our Convenient Credit 
Plan” in almost every advertising, 

(Continued on page 122) 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 59, and mail. 


HARDWARE AGE BUYING CHECK LIST 


Here is a quick Check List of items described in the following 


(] Semi-fiex blade putty tool ) Gun, reel lubrication oil 
[] 12 speed portable food mixer [}] Tray tables storage unit 
[|] Hang-up cards for hooks []) Goose, crow calls of wood 
_}] Fire retardant inside paint "| Toilet seat color cards 
[] $7.95 soldering gun kit "| Circular saw blade rack 
|| Aluminum torpedo level [|] Poplin station wagon tent 
"} Rust preventive in spray cans '] New style fishing reels 
| Decorated switch plates ") Do-it-yourself tool rack 
11 in. nailclaw-crowbar | Gun-care display package 
|] Fast-drying plastic cement [] Slotted steel angle kits 
| Contoured shape tray tables Household glove display 
"} Plastic housewares display | Insulated vinyl picnic bags 
| 16-page marine tine catalog "| Portable barbecue grills 
| Bubble-packed paste solder | Portable kerosene heater 
] 24 pack shelf liner carton "| Sliding glass door closer 
| 24 in. rotary riding mower [| Polystyrene utility box 
| Take apart cap pistol | Oven-proof twin casseroles 
|} Barbecue turner and fork "| Portable transistor radios 
] Fluted spools on 17 reels [|] Carded rachet repair kits 
| Ball bearing faucet washer ') 7 tb auto-loading shot gun 
| Bellows-type glue dispenser | Non-skid rubber welcome mat 
| Hose device for soaking |} New paint brush catalog 
| Radial saw miter stops "| Glazing compound packaging 
| 12 ft fiber glass boat ") Cutter for wood trimming 
| Weed killers and lawn food "| High profit adhesive rack 
") Grass cutter merchandiser —} 50 tools in merchandiser 
] Sandpaper selection chart -}] Concrete anchor kit display 
| Porcelain stove repairer "| Cutlery set and holder 
| 15 in. lower garden fence “| Cold weather roof cement 
Rotary mower with 6 speeds [}] Catalog on soldering tips 
Flush, louver bi-fold doors "| Gas heating equipment line 
| Unbreakable flashlight "}] 10 in. metal cutting lathe 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 59 


Item 1 


Semi-fiex blade putty tool 


A new _ semi-flex blade putty 
knife, priced at 20¢, has been added 


to the Red Devil line of painters’ 
and glaziers’ hardware. The P102- 
14, putty knife (shown at right) 
has a sturdy red-enameled wood 
handle with a hole for hanging. 
The same type of improved handles 
were added to Red Devil’s P102-3F 
and P102-3S wall scrapers. These 
items come with stiff or flex blades 
three inches wide. Retail price is 
30¢. Red Devil Tools, Dept. HA, 
4200 Vaux Hall Rd., Union, N. J. 


Item 2 


12 speed portable food mixer 
A portable table mixer with 12 
speeds has been added to the Uni- 


versal line. This stallproof mixer 
150-watt motor for 
full load power at all speeds. Per- 
manently lubricated nylon gears 
are used. Over-size beater blades 
that hug the mixing bow! sides 
and a bow! control provide fast 


unit uses a 
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und complete mixing action. One 
and four quart heat-resistant bowls 
are included with the UL-approved 
mixer. Suggested retail is $45.95. 
Landers, Frary & Clark, Dept. HA, 
New Britain, Conn. 


Item 3 


Hang-up cards for hooks 


Molly hooks for use with Molly 
screw anchors or Jack Nuts are 
skin-packed, four to a 
The sturdy card 2%4 x 314 
in., is attractively printed on both 
sides in two colors. The card is 
punched for hang-up display. Net 
dealer price for a dozen cards in a 


available 
card. 


() 


. ~ 
‘Oe eectuess mereeors, etc 


box is $1.67. Molly Corp., Dept. 
HA, 230 N. Fifth St., Reading, Pa. 


Item 4 


Fire retardant inside paint 
DuPont’s fire retardant paint is 
a durable, washable interior flat 
finish that slows the spread of 
flames in homes or commercial 
buildings. The new coating has 
passed tests by the U. S. Navy and 


eae 7 gua 





the Underwriters’ Laboratories. It 
is available in seven colors and 
white at a suggested retail price 
of $9.66 per gallon. E. J. DuPont 
De Nemours & Co., Dept. HA, Wil- 
mington 98, Del. 


Item 5 
$7.95 soldering gun kit 


This new Dual Heat soldering 
gun kit retails for $7.95. The sol- 


dering gun has Triggermatic con- 
trol, which switches instantly to 
low or high heat (90 to 125 watts) 
as each job requires. Included in 
the kit, besides the gun, is a sup- 
ply of all-purpose solder, a wire 
brush for cleaning connections, 
soldering aid and a sturdy con- 
tainer. Weller Electric Corp., Dept. 
HA, 601 Stone’s Crossing Road, 
Easton, Pa. 


ltem 6 


Aluminum torpedo level 
This shock-resistant die-cast alu- 
minum torpedo level has a plumb, a 


level and one 45 deg vial. Its top 
plate is red plastic. Bottom of the 
aluminum body is precision-grooved 
for use as a line level. The level 
is 9 in. long, 1% in. high and 

(Continued on page 61) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna 
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HARDWARE AGE BUYING CHECK LIST 





A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 


the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
tor you to keep posted by using this Free Quick Check 


Postcard Service. 


P Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 


trom them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything thot w ill he Ip you do gq bette r selling iob, 


Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


— EE -  es 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 59 


(Continued from page 58) 
widens to 5% in. It is lightweight 
and handy to carry. Levels are 
individually packaged in clear, 
plastic sleeves and packed six to 
a carton. Columbian Vise & Mfg. 
Co., Dept. HA, 9021 Bessemer St., 
Cleveland, Ohio. 


item 7 


Rust preventive in spray cans 
Rust-Oleum, a rust preventive 
finish, is now packaged in 16 oz 





C PROG RED ; 


spray cans. Sixteen colors, includ- 
ing basic hues, plus the pastel 
shades and Rust-Oleum Clear-Sele 
are in the new spray can line. Caps 
of the cans match the colors inside. 
Suggested retail list price is $1.89. 
Rust-Oleum Corp., Dept. HA, 2799 
Oakton St... Evanston, Il. 


item 8 


Decorated switch plates 
Impulse sales of Yale  hand- 

decorated ceramic switch plates 

can be stimulated with this self- 





service wire rack counter merchan- 
diser. The display holds 16 single 
switch plates and 16 double switch 
plates in eight decorator designs. 
The 32 switch plates are individ- 
ually bubble-packed for self ser- 
vice and gift promotion. The 
sturdy wire rack merchandiser is 
free to dealers who purchase its 
accompanying stock at $33.60. Sug- 
gested total retail of the switch 
plates is $56. Yale & Towne, Dept. 
HA, Chrysler Bldg., New York 17, 
N.Y. 


Item 9 


11 in. nailclaw-crowbar 


Homecraftsmen and professional 
workmen will be traffic for this 
nailclaw-crowbar. Its compact 11 
in. size makes it easy to carry and 





XN 


easy to use in tight places. The 
nailclaw-crowbar is made in one 
piece of forged, hardened and tem- 
pered steel. The tool has a rubber 
yrip for easy handling. It can be 
used as a wedge, crowbar or nail- 
puller and opens cases, crates and 
lifts shingles off roof. It weighs 
14 oz and is packed 6 per box, 
1 doz to a master carton. Great 
Neck Saw Mfg., Dept. HA, Mineola, 
E fis Bev 3s 


Item 10 


Fast-drying plastic cement 


Ambroid’s plastic cement fills the 
need of hobbyists and craftsmen 
for a quick-drying cement that will 
form a permanent bond on the 








styrene plastics used in the model 
and toy fields. Accidental spillage 
can be cleaned with minimum sur- 
face damage. It dries crystal clear, 
eliminating objectionable seams at 
adhesion points. Comes packaged 
in 28 ce tubes and retails for 15¢. 
Ambroid Co., Dept. HA, 787 Wash- 
ington St., E. Weymouth, Mass. 


Item IT 
Contoured shape tray tables 


Quaker’s metal, crystalene and 
fiber glass tables now have a con- 
toured shape. [n this new design, 
the side near the user has a gentle 
concave curve so that the tray fits 
closer for greater convenience. The 
other three sides are gracefully 





scalloped producing an attractive 
and original design. Quaker In- 
dustries, Inc., Dept. HA, 2500 60th 
St.. Kenosha, Wis. 


Item 12 


Plastic housewares display 
Fifteen Lustro-Ware staples in 
assorted colors are displayed in 
this 15 x 36 in. shopper-stopper. A 
total of 34 doz items can be stocked 
in this sturdy merchandiser. The 
purchase of matching plastic house- 
ware is encouraged by the Lustro- 
Ware Profit Chest, prepackaged 
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BUYING CHEEK LIST 


Want more details? Just circle item number on p. 59 





with merchandise and sign, ready 
to be set up immediately. It is sup- 
plied free with purchase of an as- 
sortment valued at $165.48 retail. 
Columbus Plastic Products, Inc.., 
Dept. HA, 1625 West Mound St., 
Columbus 23, Ohio. 


Item 13 


16-page marine line catalog 

Here’s a 16-page 1959 General 
Catalog covering the complete K-S 
Marine Products line of marine 
lamps and accessories. It is printed 
in two colors and is fully illus- 
trated, with prices. K-S Marine 
Products, Inc., Dept. HA, Oakville, 
Conn. 


Item 14 
Bubble-packed paste solder 


Swif, a paste-form solder, is now 
individually packed on bubble dis- 


bd Amarin: + ey 


SOLD 











play cards. Complete directions are 
printed on the back of the card. A 
folder describing Swif’s uses in 
household, electrical, hobbies, crafts 
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and automotive applications is 
packed inside the plastic bubble. 
Tubes retail for 69¢ each. Hercules 
Chemical Co., Dept. HA, 416 Broad- 
way, New York 13, N.Y. 


Item 15 


24 pack shelf liner carton 
Tidy-Mat Shelf Liner is offered 
in an improved 3-color 24 pack dis- 
play carton. Packages of the liner 
stand upright for easy examination 
by a shopper. The display carton 
holds six packages each of yellow, 
white and pink, and three each of 
turquoise and red. Individual pack- 


~a 7] 





ages contain a roll of the liner, pre- 
priced at 89¢. Gering Products, 
Inc., Dept. HA, N. 7th St. and 
Monroe Ave., Kenilworth, N. J. 


Item 16 


24 in. rotary riding mower 

This 24 in., 4-wheel rotary rid- 
ing mower is priced for the volume 
market. The entirely new design 
of this Rugg-Ed Rider is based on 
mono-frame construction; one piece 











of formed steel. It has a 4 cycle, 
344 hp Clinton engine. Forward 
and reverse speeds are controlled 
through a chain drive. The mower 
is packed complete in one carton. 
E. T. Rugg Co., Dept. HA, Sisal 
St., North End, Newark, Ohio. 


Item 17 
Take apart cap pistol 


Youngsters and parents alike 
will be interested in this newest 





Hubley cap pistol. It is a miniature 
replica of the famous Colt Detec- 
tive Special. The cap firing toy 
uses round caps and features a re- 
movable cylinder. This take-apart 
play feature makes the gun doubly 
attractive. Retails for $1. Hubley 
Mfg. Co., Dept. HA, Pitney Rd., 
Lancaster, Pa. 


Item 18 


Barbecue turner and fork 


Outdoor and indoor cooks will be 
attracted to Androck’s Master Chef 





barbecue turner and 3-prong fork. 
This turner is 22 in. overall with 
a large, heavy-duty blade of pol- 
ished stainless steel, 5 x 4% in. 
It’s a man-sized turner to lift meat, 
turn giant pancakes or scrape the 
grill. The center prong of the fork 











If you want to sell more appliances, go where every page is 
full of ideas that sell: Better Homes & Gardens, the family 
idea magazine. If you want to make a sale there’s nothing 
so powerful as an idea. And it’s impossible to go through 
any issue of BH&G without finding scores of ideas that sell 
appliances. One out of every four BH&G readers lives where 
a toaster, mixer or other small appliance was bought during 


a single year—43% above the non-reader average! 


During the year 3 of America reads 


pea Homes —_— 


and Gardens 
agyynntsttt ttt idea magazine 


ie 


Want more facts? Circle 125, p. 59 
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SUPERLIGHT MAGNESIUM LADDERS 


World's most complete ladder line 


STEPLADDERS 
3 ##. to 10 ft. high 


Smooth 3" wide 
channel side rails. 
Fiuted, non-skid, rein- 
forced 3'' steps. Rigid 
bracing front & back. 
Serrated hard rubber 


feet won't slip or mar 
floors. Smal! ladder 
{only 3 Ibs.) holds 
weight of TWO people! 





SINGLE SECTION & 
EXTENSION LADDERS ‘'with 
the STEPLADDER STEP'' 


20 #+. to 72 ft. (3 sections) 


WIDE-TREAD 2'/."' reeded 
step rungs welded to |-Beam 
side rails. Sections interlock 

for safety, slide smoothly. 

With rope, pulley & specially 
designed locks. Even 
the largest can be handled 





by one man. 





BETTE R ALL-WAY LADDERS 


Adjustable Step / 


Extension 
r ! “Runged" back forms 
pn ular stepladder ... or 


just it to stand level on 





a , v uneven surfaces (stairs, ** JUNIOR" 
etc .. or tip u 
ward to make hong STEPLADDERS 
tension.’ 6 7, 8 9. and 26"' high, 3" 
10 ft. heights... with all wide channel 
Superlight side rails, 
stepladder fluted non-skid 


features a 


steps 3'/4'' wide. 
oy ne. 


Supports more 
than 400 Ibs. 


these 





WRITE FOR COMPLETE LADDER FOLDER 


UP BRIO WU 


MAGNESIUM products 


@ Unbelievably light @ Rustproof and non-corrosive 
@ incredibly durabie @ Non-magnetic and shock resistant 
@ Never warp or twist out of shape @ Long-lifed, outlast and outperform other materials 




















SUPERLIGHT MAGNESIUM 
“HEARTSAVER" HOUSEHOLD PRODUCTS 


**SNOW FLYER" SLED 
Light as a feather; 


RAKE double-width runners 


24'' to 48"' wide 


Rounded footlike 
teeth glide 
smoothly with a 
scooping action 
thatleavesaclear 
surface. 72'' long 
rubber tipped 
tubular handle 
Makes tight work 
of ihe neaviest 
clean-up job! 


A pure joy to children, 
big and little, this 
57-inch sled can be 

smacked down for a 
belly-flop or pulled with ease. The extra-wide runners 
keep it a-flying even in the softest snow! 






SNOWPUSHER 
18°" to 24'' wide 


Curved blade sec- 





tion. 54° long GRILLWARE 
rubber tipped MAGGIE PAN Heats rapidly and 
tubular handle Soaks Tarnish Off uniformly over any 
Optional rollers Silverwore 


type of flame— 
increase maneuver indoors or outdoors. 





ability on When silver is soaked in this ll x 17/2 Grillmaster 
pavement. There's pan, together with hot water {|x 1! Jiffy Grill and 
literally ‘'nothing'' and any household detergent, lix Il Jiffy Skillet 
to move or lift but tarnish vanishes without with 6"' handle. Easy 
the snow. rubbing in less than 10 to clean and 
minutes . . . original lustre absolutely non- 


is restored. A _ fast-seller. sticking. 


WRITE TODAY FOR CATALOG PAGES 


ava’, HITE METAL ROLLING« STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, N. Y. 
Plants: Warsaw, Ind., & Brooklyn, N. Y. 


Woritd's Largest Producers of Magnesium Products 


Want more facts? Circle 126, p. 59 
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BUYING CHECK LIST 


Want more details? Circle 


is raised to give a firm hold on 
roast, fowl or steak. Both items 
sell for $1.75 each. Washburn Co., 
Dept. HA, 28 Union St., Worcester 
8, Mass. 


Item 19 


Fluted spools on 11 reels 


Monogard fluted spools are fea- 
tured on 11 Ocean City reels by 
True Temper. The fluting on the 
spools was engineered to resist 
pressure of nylon line build-up 
which may cause spool freezing 
and jamming. This fluting pro- 





vides for distribution of pressure 
in a tightly wound line and pre- 
vents line from becoming trapped 
between the spool flanges and the 
reel housing with the aid of a 
close-tolerance vinyl ring. Ameri- 
can Tackle Div., True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland, Ohto. 


Item 20 


Ball bearing faucet washer 


Economy - minded householders 
will want this improved Water 
Miser ball bearing faucet washer 
which eliminates grinding. Stain- 
less steel ball bearings enclosed in 
a coined brass housing comprise 
the unit which attaches easily to 
the faucet stem. New type, highly 
resilient Buna-N cap fits tightly 
into the ball bearing housing. 
Standard washer sizes from 00 to 
4 in. are available. Washers are 
packaged in_ individual polycel 











item number on page 59 





envelopes. Ardmore Products Co., 
Dept. HA, 624 Maple St., Consho- 
hocken, Pa. 


Item 21 


Bellows-type glue dispenser 
Presto-Set glue is now available 

in this bellows-type plastic con- 

tainer which prevents spout clot- 


ting. The conical container dis- 
penses glue when the bottom is 


pressed. Two handy spatulas, for 
spreading glue and for fine work, 
are attached to the cap. When it is 
empty the pleated container can 
be used to spray plants, sprinkle 
clothes or dispense powders. A 4 





oz dispenser retails for 59¢, the 
2 oz container is 39¢. United States 
Plywood Corp., Dept. HA, 55 W. 
44th St., New York 18, N. Y. 


Item 22 


Hose device for soaking 
Concentrated watering of plants, 
trees or selected lawns can be han- 
dled by the Spot-Soaker. This at- 
tachment for a garden hose breaks 





the water stream through tiny out- 
lets promoting gentle soaking at 
maximum water force. Fast, deep- 
down soaking without damage is 
possible for new grass plantings 
and brown spots. It is packaged in 
polyethylene envelopes packed 12 to 
a display carton. The retail price 
is $1.49. Research Products Corp., 
Dept. HA, 1015 E. Washington 
Ave., Madison 3, Wis. 


Item 23 


Radial saw miter stops 


Adjustable positive stops that 
insure lifetime alignment of a 
radial saw’s miter locating device 
have been added as standard equip- 
ment to all Delta radial saws. Ac- 
curate miter cuts and perfectly 
square cross cuts and perfect 90 
and 45 deg settings are assured. 
Each setting has its own tapered 
locating plug which can be reset 
from underneath the track arm 
without taking the machine apart. 
Delta Power Tool Dviv., Rockwell 
Mfg. Co., Dept. HA, 453 N. Lex- 
ington Ave., Pittsburgh 8, Pa. 


Item 24 


12 ft fiber glass boat 
Seamaid’s 12 ft Skipper has a 
one piece seamless hull of fiber 
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DC-22 Circular Saw Blade 
Display Unit 


Disston Division, of H. K. Porter Com- 
pany, Inc., has developed a new idea 
in circular saw blade merchandising 

.a new 18 lb. display unit that holds 
twenty-two Disston Disschrome blades 
which fit sixty different saws. 


The DC-22 Circular Saw Blade Display 
Unit is 14” high x 10” deep x 11” wide. De- 
signed for use on counter, wall, or on a 
peg board. And, it’s NRHA-approved. 


The display unit, itself, is free... when 
ordered with the Disston DC-22 Cir- 
cular Saw Blade Display, priced to 
dealers at $48.62, with a retail value of 
$73.02. The display contains 6” and 8” 
cut-off, 8” and 10” rip, 8” planer, and 
6” to 8” combination blades for the most 
popular bench-type saws...and for 
Disston, Black & Decker, Stanley, Skil, 
Porter-Cable, and other  nationally- 
known portable saws. 


The Disston Disschrome circular saw 
blades are hard-chrome plated. The hard 
chrome enables the blade to stay sharp 
longer...to cut cleaner...and to 
resist rust. 

The Disston DC-22 Circular Saw Blade 
Display Unit may be obtained from your 
hardware wholesaler. Or, write for cata- 
log page DC-22 to: Disston Division, 
H. K. Porter Company, Inc., 27 Tacony, 
Philadelphia 35, Pa. 


DISSTON 
al 









H.K. PORTER 
COMPANY INC. 
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glass. This lightweight model has 
aluminum gunwales, lifting han- 
dies, corner and bow castings and 
mahogany wood seats. The Skipper 
is designed for fishing and use as a 
portable boat. Due to the wide 51 
in. transom this model is unusually 
steady. This boat gives excellent 
performance with motors up to 7} 
hp. Seamaid Mfg. Co., Inc., Dept. 
HA, Weston & Mitchell, Kendal- 
ville, Ind. 


Item 25 


Weed killers and lawn food 


An improved lawn and plant food 
and three new powerful weed kill- 
ers are now available. These Sea- 
board clean, safe, 
non-burning and _ pack- 
aged in easy-carry handled paper 
bags. The Lawn and Plant Food 
is an all-purpose fertilizer. Weeds 
are killed and grass fed with the 
Lawn Feeding Weed Killer. The 
Crabgrass Seed Killer also controls 
lawn insects and crabgrass plants 
with 


products are 


odorless, 


are destroyed Crabgrass 


Lown Feeding CRABGRASS 


» WEED ~ SEED 
cd KILLER KILLER 


- A 


Killer. All items come with instruc 
tions. Seaboard Seed Co., Dept. 
HA, 701 S. Front St., Philadelphia 
47, Pa. 


Item 26 


Grass cutter merchandiser 
Stanley’s grass cutter merchan- 
diser, MD-6015 floor stand secure- 
ly holds 10 grass and weed cutters. 
Metal merchandiser is free with 
purchase of five GW60 and ten 
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GW61 cutters. A similar grass cut- 
ter merchandiser, MD-6215 floor 
stand, comes with purchase of five 
GW60 and ten GW62 cutters. The 


MD-6015 retails for $31.25 and the 
MD-6215 for $33.25. Stanley Tools 
Div., Stanley Works, Dept. HA, 
111 Elm St., New Britain, Conn. 


Item 27 


Sandpaper selection chart 
Recommending the proper coated 
abrasive item and grit sequence is 
simplified with this Homecraft 
sandpaper selection chart. The 
best sanding method and the most 
suitable abrasive to use in finish- 
ing wood, metal, plastic, plywood, 
composition, ceramic and 
surfaces are outlined. 


stone 
Recommen- 
dations include grit sequences for 
rough, intermediate and finish 
sanding for hand and portable ma- 
chine sanding. The chart is printed 
on an 11 x 17 in. yellow card. Behr- 
Manning Co., Dept. HA, 
N.Y. 


Troy, 


Item 28 


Porcelain stove repairer 
Tilette’s porcelain stove repairer 
is guaranteed to withstand tem- 
peratures of up to 400 deg F. It 
will do a lasting repair job on 
chipped porcelain without flaking 
off. It will not discolor and is wa- 
terproof making it useful for 
plumbing fixtures, washing ma- 
chines and dryers. It is applied di- 
rectly from the tube. Each tube is 
individually packaged in an attrac- 
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tive bubble-pack self-selling display 
ecard. Tilette Cement Co., Dept. 
HA, 401 Lafayette St., New York 
3, N.Y. 


Item 29 


15 in. flower garden fence 
Wright’s Flower Fence has wide 
openings for a clear view and can 
be used as a trellis and plant sup- 
port as well as for flower garden 
protection. It adjusts to up-and- 
aown hill levels and irregular gar- 
den shapes. It is easily installed 
and removed. Flower Fence is a 
galvanized welded fabric that is 15 


in. high with 4 in. built-in stakes 
and comes in 50 ft rolls. G. F. 
Wright Steel & Wire Co., Dept. 
HA, 243 Stafford St., Worcester, 
Mass. 


Item 30 


Rotary mower with 6 speeds 
Poweramic full-range, disc-type 
drive on the self-propelled Thun- 
derbird rotary mower has no gears 
and eliminates speed confinement. 
The operator can select one of six 
forward speeds from the control 
on the front of the mower. A 
three-piece Swing-a-way Flexor 
blade prevents crankshaft damage 





A great Meisselbach fly reel design 
brought to rugged perfection by 
Airex ...in five handsome versions, 
each the finest fly reel . . . the finest 
buy reel in its price range. 


ABLETTE No. 370 $4.95 


Rugged but light, the spool and housing 
are constructed of lightweight aluminum. 
Quick one - handed take - apart feature. 
Easily adaptable to either left or right 
handed use. Click is steady: heavy against 
fish, light on retrieve. Durable enamel 
finish. 272”’ spool holds 50 yds. G level line. 


ABLETTE No. 371 $5.95 
3%” spool holds 50 yds. D level line. 


*” SERRE AS iat <a gee . Pie eth es wes. SOS Pacem 


ABLETTE No. 373 $6.95 


Added to the fine features of the Ablette 
370 are the double hardened click pawl 
and stainless steel line guide. Non- 
corrosive hard enamel finish gives added 
long-lasting ruggedness. 27%” spool holds 
50 yds. G level line. 


ABLETTE No. 375 $7.95 
3'2”" spool; 50 yds. D level line capacity. 


ABLETTE No. 377 $12.95 


Only the finest custom-mace fly reels boast 
such features as are found on this deluxe 
model of the Ablette. Micro-set drag with 
knurled control on rim of the housing. . . 
chromed line guide . . . quick take-apart 
feature . . . double hardened click pawls 

. . adaptable to left or right handed use 
... non-corrosive epoxolite finish. A beau- 
tifully designed, beautifully made reel for 
the truly discriminating fisherman. 3%” 


spool holds 50 yds. D level line. 


AIREX CORPORATION 
Division of The Lionel Corporation 


‘ 411 Fourth Avenue - New York 16, N. Y. 
Want more facts? Circle 128, p. 59 
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from striking an object. Comes 
with a 3 hp Briggs & Stratton 
lightweight gas engine and a large 


chute for ejecting clippings. West- 
ern Tool and Stamping Co., Dept. 
HA, 2725 Second Ave., Des Moines 
13, lowa. 


Item 31 


Flush, louver bi-fold doors 


Leigh Full-Vu bi-fold doors come 
in flush and louver styles and are 
quick and easy to install. Features 
of the new design are factory-in- 
stalled spring-loaded pivots and 
guides and a traverse which is 
used instead of a top track. A 
new bottom pivot bracket has been 
added which can be mounted on 
the floor or jamb and is adjustable 
to correct for jambs as much as 1 
in. out of parallel. Flush panel and 
louver styles come in beige baked 
enamel. Leigh Building Products 
Div., Atr Control Products, Inc.., 
Dept. HA, Coopersville, Mich. 


Item 32 
Unbreakable flashlight 


An unbreakable polyethylene 
lighthead is featured in the new 
Vanguard two-cell flashlight. It 
has a recessed, shatterproof lens 
and its seamless steel barrel is fin- 
ished in baked enamel and chrome. 
The light’s translucent lenshead 
glows red. <A_ point-of-purchase 
counter display holding four Van- 
guard lights is available. One flash- 
light is offered free to dealers with 
purchase of six lights. Suggested 
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BURGESS (ZZ 
UNG OARD 


retail price per light is $1.29 with- 
out batteries. Burgess Battery Co.., 
Dept. HA, Freeport, Ill. 


Item 33 


Gun, reel lubrication oil 


Lubriplate’s reel and gun oil can 
be used fur motors, tools, sports 


equipment and lubrication needs at 
the waterfront or home. It has an 
extreme film strength which lasts 
and flows freely to 50 deg. below 
zero. The oil does not thin out. 
Comes packaged in a clear plastic 
squeeze-type vial, 12 to a counter 
display card. Suggested retail price 
is 59¢ a vial. Lubriplate Dvuv., 
Fiske Brothers Refining Co., Dept. 
HA, 129 Rockwood St., Newark, 
N. J. 


Item 34 


Tray tables storage unit 

Four Cal-Dak folded King-Size 
tray tables will fit this compact 
decorative storage unit called the 
Roll-A-Rack. The rack is mounted 


on swivel wheels and takes 7% x 
2034 in. of floor space. The rack is 
welded tubular steel with weather- 
resistant baked enamel finish in 
black modern, Venetian bronze or 
Florentine brass. Also available is 
a Queen-Size Space-Saver rack. 
Sets will retail from $11.95 to 
$29.95 including four trays. Set 
shown sells for $19.95, individ- 
ually at $4.45. Cal-Dak Co., Dept. 
HA, 1726 S. Del Mar Ave., PO Box 
234, San Gabriel, Calif. 


Item 35 


Goose, crow calls of wood 


Hunters who prefer wooden calls 
for goose and crow hunting will be 
attracted to these two pre-tested 
models. The No. 300 goose call 
imitates the deep-throated sound 
of the wild goose and will retail 
for $2.75. The No. 400 crow call 
projects a raucous tone over great 


distance and will retail for $1.95. 
Philip S. Olt Co., Dept. HA, PO 
Box 350, Pekin, Ill. 


Item 36 


Toilet seat color cards 

Color cards, reproducing six 
marble designs of Puritan Venetian 
Marble 800 toilet seats are now 
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for electric dritis 1/4" and targer 





GREENLEE 
ZIP Bir 


with exclusive nonslip hex shank 


THE GREATEST VALUE IN SPADE-TYPE 
ELECTRIC DRILL BITS... PRICED TO SELL AT 


60¢, 65¢, and 7O¢. Your customers will be quick to 
see and buy the extra value, the extra features that only the 
GREENLEE ZIP BIT can give them: 








@ Hex shank gives positive, non- @ Cutting edges easily resharp- 
slip drive...added strength ened by filing or grinding 


@ Hex shank chucks quickly, @® Entire ZIP BIT heat-treated, 
accurately in any 1/4” or larger tempered for long life 
electric drill 


@ ZIP BIT bores in any wood, any angle, any speed 


packed with consumer buy appeal 


Choice of sets in permanent metal storage rack or plastic roll. Also 
individually carded. Metal rack sets are packaged in colorful display 
carton with clear acetate cover. 


6-piece Z4/P BIT set | ll-piece Z/P BIT set | 6-pieceZ/P BIT set 
in metal rack in metal rack in plastic roll 


No. 33M-6 ... contains six No. 33M-11 ... contains 11 No. 33R-6 ... contains six 
ZIP BITS .. . one each, 3/8”, ZIP BITS ... one each 3/8”, ZIP BITS .. . one each 3/8”, 
i/a . of10- oe, Fie. 7/16”, 1/2”, 9/16", 5/8”, 1/2, ale 1a street e 
v 11/16”, 3/4”, 13/16”, 7/8”, 


$390 15/16”, 1”. $71 5 


List price: $390 


List price: 








List price: 


OPEN STOCK...ALL SIZES INDIVIDUALLY CARDED...NO. 33 





SIZE | 1/4” 5/16"| 3/8” 7/16" | 1/2"| 9/16") 5/8"|11/16"13 4°|13 16”|7/8") 15/16") 1” 











1. 


| | 
LIST 60 | 60 | .60| .60 | .60| .60 | .65| .65 | .65| .70 | 70! .70 |.70 
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available. Decorators’ marble colors 
shown on the cards are white, 
black, blue, green, pink and gray. 
Cards also stress outstanding Puri- 
tan features. Century Products, 
Inc., Dept. HA, 3510 Chatham Ave., 
Cleveland 13, Ohio. 


Item 37 


Circular saw blade rack 
Twenty-two Diss-Chrome hard 

chrome plated circular saw blades 

to fit over 62 circular portable or 


D:iSSTON 


piSS-CHROME 


CHROME PLATEL 
CIRCULAR SAW BLADES 


bench type saws are contained in 
this display unit. The wire rack 
is 14 x 11 x 10 in. and can be hung 
from wall, perforated panels or set 
on counters. The display holds 
Disston’s 6 to 10 in. planers, cross 
Each 
packaged and 
marked with the type of saw it will 
fit. The assortment retails for 
$73.02 and the dealer cost is $48.62. 
Disston Div., H. K. Porter Co., 
Dept. HA, Unruh and Milnor Sts.. 
Philadelphia 35, Pa. 


cuts, rips and combinations. 
blade is colorfully 


Item 38 


Poplin station wagon tent 
Wenzel’s station wagon tent, is 
an umbrella tent with a back door 
and canvas panel which fits over 
the rear of station wagons. The 
tent is made of water and mildew- 
resistant poplin with a sewed-in 
floor and nylon zippered screened 
door. The nylon screened zippered 
windows have storm flaps. The rear 
opening is equipped with rope for 
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tving to door handles. This bug- 
proof tent comes with telescoping 
aluminum corner pole assembly, 
telescoping aluminum awning poles, 
guys and steel stakes. H. Wenzel 
Tent & Duck Co., Dept. HA, 2200 
S. Hanley Rd., St. Louis 17, Mo. 


Item 39 
New style fishing reels 


Called the Centennial, this new 
reel bridges the gap between the 
spinning reel and the casting reel. 
The smo th, easy cast of the spin- 
ning reel with the full power re- 
trieve of the direct drive bait cast- 
incorporated in this 
It comes equipped with ap- 


ing reel is 
model. 


proximately 100 yd of 10 lb mono- 
filament line. Denison-Johnson 
Corp., Dept. HA, 325 
Rd., Mankato, Minn. 


Minneapa 


Item 40 


Do-it-yourself tool rack 


Your do-it-yourself department 
can be expanded with this selfsell 


Black Panther 


& 


tool display for painters, homeown- 
ers and hobbyists. The counter or 
table top display holds putty knives, 
wall scrapers, linoleum knives, glass 
cutters, wood scrapers and sanding 
blocks. All tools are marked and 
priced. Black Panther Tool Co., 
Div., E Z Paintr Corp., Dept. HA, 
4051 S. lowa Ave., Milwaukee 7 
Wis. 


, 


Item 41 


Gun-care display package 


A gold, black and day-glow- 
orange self-merchandising display 


package holds one doz 3 oz aerosol 
cans of AIM, an all purpose gun- 
care product. Descriptive folders, 
included in each display box, out- 
line why the product lubricates, re- 
moves lead and fouling and pro- 
vides long-lasting protection from 
rust in one application. LeFevre 
Laboratories, Inc., Dept. HA, 3211 
W. 117 St., Cleveland 11, Ohio. 


Item 42 


Slotted steel angle kits 
Do-it-yourself traffic will be at- 
tracted to this slotted steel angle 
kit. These angles can be cut up 
and bolted together to form shelves, 
tables, benches and a multipurpose 





How To Sell “Bolt Borrowers!” 


Chances are most of your customers are “bolt 
borrowers.” ‘They take chances on borrowing bolts from 
one machine to :ix another machine. 


You can save them a lot of time and trouble and sell 
more bolts. How? Simply lay out an assortment of 
bolts most apt to be needed by different types of cus- 
tomers. Put a price on the assortment that will return 
you a good profit. Sheffield dealers who have tried it 
were surprised to see how many customers bought an 
assortment instead of a bolt. 


You'll need to replenish your bolt stocks 
quicker than you thought. Your Shef- 
field distributor can supply your 
full line needs fast thanks to 
Sheffield’s new fully _inte- 
grated bolt making plant. It 
is one of the world’s largest 
and equipped with the 
finest in quality bolt 

making machinery. 


Bolt Makers Since 1888 


; sept POPE —_— * 


SHEFFIELD DIVISION 








ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division «+ The National Supply Company «+ Armco Drainage & Metal 
Products, Inc. « The Armco International Corporation +» Union Wire Rope Corporation +» Southwest Steel Products 
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trailer. Metal Lumber is supplied 
in kits of 100 ft, cut into 10 ft 
pieces, with a bag of plated bolts 
and self-locking nuts. An angle 
cutter for the material is available 
so that the dealer can cut the mate- 
rial to size in the store or add it 


to his rental tool department. 
Berger Div., Republic Steel Corp., 
Dept. HA, 1441 Republic Bldg., 
Cleveland 1, Ohio. 
Item 43 
Household glove display 

This household glove display 


offers $8.66 profit to dealers. Offer 


PUNTER: Wardrobe 





No. 1572 includes a counter-top 
glove rack with display card. The 
rack holds 10 pairs of cotton-lined 
Bluettes neoprene gloves selling 
for $1.49 a pair and 12 pairs of 
soilproof Ebonettes neoprene gloves 
retailing at 79¢ a pair. All gloves 
come in assorted sizes packed in 
poly bags. This display, replacing 
Pioneer Display No. 1476 wholc- 
sales for $14.52. Pioneer Rubber 
Co., Dept. HA, 196 Tiffin Rd., Wil- 
lard, Ohio. 
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Item 44 


Insulated vinyl picnic bags 
Three eye-catching motifs, shapes 
and sizes are featured in Hamilton- 
Skotch’s line of heavy gauge, vinyl 
insulated picnic bags. The Double 
Decker model (shown) has two 
zippered compartments. All three 
models have Sanitized liners which 








inhibit bacteria, retard odors and 
resist mildew. The Double Decker 
bag has a suggested retail price of 
$5.95, the Oval, $3.98; and the 
Ship-Mate, $2.79. Hamilton-Skotch 
Corp., Dept. HA, 11 E. 36th St., 
New York 16, N. Y. 


Item 45 


Portable barbecue grills 

The Royal Chef line of camp- 
ers’ portables, round braziers, bar- 
rel braziers, patio wagon grills and 





deluxe patio braziers covers a wide 
range of styles with prices from 
$5.50 to $299.95. Shown here is 
one of the barrel braziers that are 
built on an angle to provide easy 
access to the fire without grid ad- 
justments. Five barrel  brazier 


models, including one motorized 
unit, are priced from $7.95 to 
$34.95. Comes in blue, coppertone 
black and red enamel. Chattanooga 
Royal Co., Dept. HA, First and 
Delmar St., Chattanooga, Tenn. 


Item 46 


Portable kerosene heater 
Campers, picnickers, hunters, 
fishermen and cottagers will be 
traffic for this portable, self-con- 
tained kerosene heater, called the 
Sportsman. This sturdy, compact 
and lightweight heater provides 
hours of heating and cooking con- 
venience with 1 gal of kerosene. It 
has its own built-in fuel reservoir. 
Safe for indoors use as well as out- 
doors. Only 17 in. high, it is easy 


9 ’ 
g 
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to carry and simple to use. Lists 
for $27.45 fob Cleveland. Perfec- 
tion Industries, Dept. HA, 1135 
ivanhoe Rd., Cleveland 10, Ohio. 


Item 47 


Sliding glass door closer 


A patio sliding glass door closer 
that eliminates manual closings is 
designed to reduce air conditioning 
or heating costs. Installation is a 
do-it-yourself job that requires two 
screws. Since closer is spring-pow- 
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if you missed us at the show, our 
representative would be pieased 
to call and give you all the details. 
Just send coupon to: 
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ered the door speed can be set so 
it will glide shut with quick and 
firm or slow and gentle action. The 
closer will operate doors up to 4 
ft wide and 6 ft. 8 in. high, moving 
from right to left. Blends with all 
metal door styles. List price is 
$6.60. Shelby Spring Hinge Co., 
Dept. HA, Shelby, Ohio. 


Item 48 
Polystyrene utility box 


Here’s a 24-compartment poly 
styrene utility box. This injection- 
molded box is 13!, x 9 x 25/16 in. 


It can be used to hold tacks, nails, 
screws, washers, fish hooks, but- 
tons and rock samples. It has an 
easy-acting hinged top operating 
on three heavy-duty heat-sealed 
hinges. A pocket size catalog de- 
scribing Vichek’s complete tool and 
plastic line is available. Vichel 
Tool Co., Dept. HA, 3000 E. 87th 
St., Cleveland, Ohio. 


Item 49 


Oven-proof twin casseroles 
These milk white’ oven-proof 
glass casseroles with crystal covers 
provide triple-duty service for 
cooking, serving and keeping foods 
hot. Sparkling brass-plated gold 
tone double warmer is designed to 
glamorize table, buffet or patio 
service. Two 2-qt casseroles retail 
for $7 including four 8 hr candles. 
Also available is a single casserole 
with warmer for $4 including two 
8 hr candles. J/nland Glass Div., 
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Club Aluminum Products  Co.., 
Dept. HA, 825 26th St., La Grange 
Park, Til. 


Item 50 


Portable transistor radios 
Three miniature radios have been 
added to the Westinghouse line. A 
low-priced five-transistor portable 
radio selling at about $27.50 is be- 
ing introduced. An eight-transistor 
miniature, priced at $54.95, has a 
shatterproof case with a _ built-in 
antenna and plays up to 200 hours. 
A seven-transistor portable has a 
combination carrying handle and 


tilt stand and 
Westinghouse, 


sells for $39.95. 
Dept. HA, Tele- 
vision and Radio Div., Metuchen, 
N. J. 


Item 51 


Carded rachet repair kits 
Separate, four-pack merchandis- 

ing cards hold Proto ratchet repair 

kits for 44, %, ™ in. ratchets. 


Each kit contains a_ wheel-plug, 


two dogs, lever, cam, two springs, 
cover plate with two screws, and 
small diagram. These 111% x 8 in. 
cards can be hung on perforated 
wall panels or rotating hooks. This 
new kit-packaging eliminates stock- 
ing and display problems as only a 
minimum inventory and display 
space is needed. Proto Tool Co., 
Div. Pendleton Tool Industries, 
Inc., Dept. HA, Box 3519, Termi- 
nal Annex, Los Angeles 54, Calif. 


Item 52 
7 |b auto-loading shot gun 


Remington’s newest all around 
weapon is this gas operated auto- 
loading 12 gauge shotgun that 
weighs 7 lb. The well balanced 
gun offers fast pointing qualities 
and rapid loading. It is designed 
for fast take-down and _ quick 
change of barrels (without tools) 
to meet every field requirement. 
Full load is three shells, two in 
magazine, with single loading 
through ejection port. The barrel 
of this $109.95 (retail) gun han- 
dles modern heavy loads, including 
standard length (2°%4 In.) mag- 
nums. Stock is made of American 
walnut. Remington Arms Co., Inc., 
Dept. HA, Park, 
Bridgeport, Conn. 


Remington 


Item 53 


Non-skid rubber welcome mat 

This new design in Superior 
tubber’s series of mats features a 
raised “welcome” in white on tex- 
tured black rubber. It measures 
18 x 30 in. The mat has a deep 
grid pattern on the surface to wipe 
shoes clean of dirt and moisture. A 
non-skid design on the back keeps 
it firmly in place. A molded border 
prevents water leakage. Retail 
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Complete Line now available 
through D & M Wholesalers 


This quality-made line of MacGregor golf equipment is 
exclusive — available only through D & M wholesalers. 

More golf tournaments today—local, regional and na- 
tional—are won by players using MacGregor equipment 
than any other make. As in every year since MacGregor 
started manufacturing golf equipment in 1896, the Mac- 


Gregor trade mark is recognized as truly—‘The Greatest 
Name In Golf.” 

Simplify your ordering and stocking of sports equip- 
ment. Boost turnover and profits. Sell the Draper-Maynard 
line that now includes MacGregor Golf Equipment! 


DRAPER-MAYNARD Sports Equipment ¢ 4861 Spring Grove Ave., Cincinnati 32, Ohio 


Plus a full line of MacGregor Putters, Utility Woods and Irons, Balls, Golf Bags 


and Accessories. 
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Chicago 39. lilinois 
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5841 West Dickens Ave., 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 59 


price is $2.98. 
Products Co., Dept. HA, Lafayette 
Bldg., 418 W. Ontario St., Phila- 
delphia 6, Pa. 


Item 54 


Cutter for wood trimming 
Dosch’s custom cutter for wood 
trimming operations uses a shear- 
ing action to produce smooth fin- 
ishes on miters, chamfers, rounds, 


undercuts, bevels and square cuts. 
Cutter trims both hard and soft 
woods quickly and precisely (no 
sanding required after cutting) to 
angles from 40 to 90 deg. Costs 
$74.50. Dosch Mfg. Co., Dept. HA. 
Thornton, Delaware Co., Pa. 


Item 55 


Glazing compound packaging 
Dealers will 
packaged 


welcome this re 
glazing product which 
saves shelf space and cuts inven- 
tories of 1, 2 and 5 lb cans. Now 
the tip or corner of the bag can be 
cut to size. A messy job is avoided 
by opening only as many packs as 
are needed. Paint can be _ used 
over the glaze immediately. Comes 


Superior Rubber 


in a 1 lb package and will still 
retail for 29¢. De Witt Products, 
Dept. HA, 5860 Plumer St., De- 
troit, Mich. 


Item 56 


New paint brush catalog 

Fight new brushes are described 
in this paint brush catalog just 
published. The complete line ‘of 
Bentzinger brushes, featuring 
tipped walnut handles with string 
hole, is detailed in the publication. 
Bentzinger Bros., Inc., Dept. HA, 
317 N. 3rd St., St. Louis 2, Mo. 


Item 57 
High profit adhesive rack 


LePage’s free 24-carat Gold Mine 
Rack with a pre-packed hardware 
assortment keyed to a 48.5 percent 
profit is offered through March. 
The assortment includes: Plasti- 
Pak cellophane tape dispensers, 
plastic electrical tape, all - purpose 
tape, contact cement, household ce- 
ment, original glue, all-purpose glue 
and liquid solder. Each rack can 





be used as a single unit or as two 
separate units. Extra plastic legs 
are included. A refill bonus offers 
simulated gold certificates worth 
$3 each to dealers. LePage’s Inc., 
Dent. HA, Metuchen, N. J. 


Item 63 


50 tools in merchandiser 


Only 114 sq ft of floor space is 
needed for this 5 ft tall tool mer- 


chandiser designed to stimulate im- 
pulse sales for 50 popular tools. 
The self service display has auto- 
matic inventory control. All tools 
in the Tool-A-Mat are carded and 
pre-priced. Fuller Tool Co., Dept. 
HA, 3522 Webster Ave., New 
York 67, N. Be 


Item 64 


Concrete anchor kit display 


Here’s a counter-top display that 
holds a complete selection of Red 
Head concrete anchor kits, plus a 
generous back-up stock in a few 
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square inches. It is made of heavy 
duty perforated paneling with a 
header card featuring Phillips’ red- 
headed woodpecker trademark. The 
display includes five K-40 anchor 





Ten Dealer-Tested 
Anchor Brand 
Profit-Makers 


vf’ Check your stock on all 10 now. 





























| No. 437 snap, 

%"’ swivel eye 
THE SNAP OF 100 USES — on 
chains, rope, leather, webbing. 


| | No. 225 snap, 

sizes 12°’ through 1” swivel eye 
A SNAP FOR WORK, SPORT, 
- useful for farm and home, 
on sporting gear. 


__| Display Box No. 1 
“SILENT SALESMAN” holds six 


dozen snaps in assortment of 
four kinds, sizes. 








5. 


























|_| No. 30 Display Box 


PACKAGED FOR PROFIT: Col- 
orful counter merchandiser 
holds selection of 44 rivet, pivot 
links in three sizes. 


| No. 2530 Pivot Link | | No. 2531 Rivet Link 


CHAIN REPAIR LINKS make quick work of repair jobs. 
Sizes */4° through %”. 





























|_| No. 3300 Wire Rope 
Clip iron base, steel 
u-bolt. Suited for any weather. 


__| No. 0174 Pulley 


galvanized gray iron. One of 
many styles and sizes. Pro- 
tected against corrosion. 


|_| No. 4015 Line Cleat 
furnished in galvanized gray 
iron. Others in iron or bronze. 
For indoor or outdoor uses. 





You'll rate high with your customers when you 
meet their needs with North & Judd Anchor 
Brand products. All are quality made, quality 
finished. Packaged to appeal, priced to sell. 


If your quick check shows you there are gaps 
in your stock, get in touch with your North & 
Judd representative. Let him help you fill in 
your line of North & Judd Anchor Brand and 














Wilcox-Crittenden hardware. 
| |] No. 421 Oarlock 


standard regular socket a a Q 
steady boating season seller. ad oO RT hd \& J U D Cc 


Manufacturing Company 


New Britain 





Connecticut 


New York e¢ Boston -« £Philadeiphia « Atlanta « Jackson(Miss.) °* Buffalo -« Detroit 
Chicago * Minneapolis « St.Louis * Dallas * Los Angeles * Sanfrancisco * Seattle * Montreal 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 59 


kits, three each of K-56, and K-38 
anchor kits, five extra bags of %4 in. 
Red Heads, three extra bags each 
of 5/16 in. and *%% in. Red Heads. 
The salestarter sells to dealers for 
$19.74. Phillips Drill Co., Dept. 
HA, Michigan City, Ind. 


Item 65 
Cutlery set and holder 


For the convenience of home- 
makers a kitchen thermometer has 


been combined in a Robeson maple 
magnetic cutlery holder. The 5 pe 
set and holder retails for $16.95. 
The set includes four of the com- 
pany’s most popular Frozen Heat 
knives. Robeson Cutlery Co., Dept. 
HA, 500 Main St., Perry, N. Y. 


Item 66 


Cold weather roof cement 
Quick-sealing adhesion and easy 
application on wet days makes this 
plastic asbestos roof cement handy 
for repairing roof leaks during cold 
weather. It is smooth spreading 


78 © HARDWARE AGE, February 26, 1959 


during the coldest temperature and 
adheres to metal, brick and com- 
position. An application becomes a 
permanent roof repair. The prod- 
uct has a long wearing asphalt 
base, reinforced with long Cana- 
dian Asbestos Fibre. Gibson- Ho- 
mans Co., Dept. HA, 2366 Woodhill 
Rd., Cleveland 6, Ohio. 


Item 67 


Catalog on soldering tips 


Long-Life soldering iron tips in 
81 shapes and sizes are detailed in 
this catalog. Included are plug tips, 
from 1/16 to 11% in. diameter and 
screw tips from 7/16 to 1%4 in. di- 
ameter. Various tip shapes are il- 
lustrated, complete dimensions are 
given and advice provided on uses 
and care. List price are included. 
Detailed specifications on Xtradur 
tips are provided. Hexacon Electric 
Co., Dept. HA, 622 W. Clay Ave., 
Roselle Park, N. J. 


Item 68 


Gas heating equipment line 
Temco’s Citation line of gas 
heating equipment has a new low 
silhouette and is finished in a high- 
temperature silicone enamel. Con- 


trol centers on these new models 
are located out front. Temperature 
control knobs are within easy reach 
through a front access door. Heat- 
ing chambers in these new units 
have been designed to eliminate 
noises. Temco, Inc., Dept. HA, 4101 
Charlotte Ave., Nashville, Tenn. 


Item 69 


10 in. metal cutting lathe 


This all new Delta 10 in. metal 
cutting lathe for home craftsmen, 
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is a safe, low-cost unit with heavy 
duty capacity. Exclusive features 
are variable speed drive, °4 in. col- 
let capacity and a drive that can 
be pre-set on the job for both high 
and low speed limits in direct or 
gear drive. Price, without optional 
bench, motor and switch, is less 
than $700. Rockwell Mfg. Co., Delta 
Power Tool Div., Dept. HA, 452 N. 
Lexington Ave., Pittsburgh 8, Pa. 


ae 


Item 70 


24 in. rotary lawn mower 
No tools are required to change 
cutting heights from 1 to 3 in. on 


the 24 in. Diamond Quality Brand 
lawn mower. Adjustment can be 
completed on the outside of the ma- 
chine within seconds. This model 
uses an enlarged front-end dlis- 
charge-chute which allows finer 
cutting and more even dispersion of 
the grass eliminating windrows. It 
has a 3 hp vertical engine and fea- 
tures stand-up starting and single 
engine control. Great Lakes Tractor 
Co., Dept. HA, Suite 510 Hanna 
Bldg., Cleveland 15, Ohio. 





SWING-A-WAY HAS EVERYTHING YOU WANT! 


The quality you want: SWING-A-WAY is rated first in quality and value by America’s foremost 
testing laboratory. 7he style you want: SWING-A-WAY is as fresh as tomorrow...today. Dra- 
matic, new styling assures sales success. 7he price you want: SWING-A-WAY is priced right 
for fast turnover. It’s the worth-more product that costs less. 7he protection you want: 
SWING-A-WAY is backed by a 5-year guarantee that protects both your customers and you. 


Why not put these selling advantages to work for you? ‘A (ij 
You can sell more, make more with SWING-A-WAY! WING y 


TABLE : Vee) AUTOMATIC 
ICE CRUSHER from $9.96 N OPENER from $1.91 CAN OPENER from $4.49 


ICE CRUSHER from $7.96 


a 


AUTOMATIC ELECTRIC CAN OPENER AND KNIFE SHARPENER $27.95 | 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. @ IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
Want more facts? Circle 135, p. 59 
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eaders Digest 


LARGEST MAGAZINE CIRCULATION IN U. S. 
OVER 11,750,000 COPIES BOUGHT MONTHLY 
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Coming your way 


in Readers Digest / 


New product, new profits for you 


More than a third of your top customers (those earn- 
ing over $5000 per year) will see this important 
product announcement—a truly effective fire re- 
tardant finish that looks, wears and applies like 
regular flat wall paint. 

They will see it in color in the March issue of 
Reader's Digest, the magazine that reaches more 
people than any other. One out of every four fam- 
ilies in the U. S. buys a copy of the Digest every 
single month of the year. 


With its 35 million readers and a circulation 


Sell the paint that’s worth the work . . . the beauty lasts! 


REG. u. s. pat. OFF. 


Better Things for Better Living 
... through Chemistry 


from Du Pont Research 


figure of 12 million, the success of the Reader’s 
Digest in launching new products has been proven 
time and again. The reason: people have faith in 
the Reader’s Digest. And that, too, is why Du Pont 
chose the Digest to introduce its new Fire Retardant 


Paint to your customers. 


For you this means an unequaled opportunity to 
build bigger sales, higher profits by ordering—and 
featuring—Du Pont Fire Retardant Paint now! If 
you haven't already contacted your Du Pont repre- 


sentative, clip and mail the coupon today. 


@®eeeoeeeeee@ee@e@ec@ee7eneeseess® 
E. |. du Pont de Nemours & Co. (Inc.) 
Dept. HA92, Finishes Division 


Wilmington 98, Delaware 


| would like to have a Du Pont Paint representative call 


on me as soon as possible. 
Vame 
Street 


City Zone State 
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Bassick’s new white wheel, brass fin- 
ished casters lend themselves to peg 
board or glass bin display. 

The new look will stop store traffic. 
Diagrammed instructions and sug- 
gested applications let customers see 
how well suited they are for modern, 
light-colored cribs, bassinettes, toy 
boxes, hampers, dressers, cabinets, play 
pens and other furniture. 

Bassick opaque white Atlasite com- 
position wheels are sturdy, not brittle 
...can’t leave black marks on the floor. 
Modern, attractive brass finish adds 
eye appeal to these inexpensive, single 
ball bearing, light duty casters. 

They come with 1%, 15% or 2” diam- 
eter wheels in either gripneck stem or 
plate construction. Stock and display 
the Bassick “white line’—and you'll 
sell them. Write for new bulletin 
WWC-58. THE BASSICK COMPANY; 
Bridgeport 5, Conn. Jn Canada; Belle- 
ville, Ont. 9.57 
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Get a horse 


a real necessity for 


pioneer hardware salesmen 





| M. R. Calloway recalls the early days 
of selling hardware in the territory 


around Knoxville, Tennessee 





Principal mode of transportation for hardware salesmen in 
That's M. R. Calloway covering his territory. 


the early 1900s. 


Salesmen who get miffed when stayed over night at the home of 

their car breaks down out in the a customer. 
country or a confirmed hotel res- Such a hardwareman is M. R. 
ervation is not honored should re- Calloway, with House - Hasson 
member there still are hardware- Hardware Co., wholesaler in Knox- 

_ men around who covered their ville, Tenn. 
_ territory with a horse and took pot Mention the good old days to 
| luck in any backwoods hotel or Mr. Calloway and he recalls mak- 











NEw! 
RUST-OLEUM 


CONTAINERS 


16 ATTRACTIVE 
COLORS 


Now! Famous Rust-Oleum colors in handy 16-ounce spray 
containers — ready to bring you even more Rust-Oleum 
profit! Our introductory assortment features thirty cans 
and includes sixteen popular colors—plus Rust-Oleum 
Clear-Sele. Your cost—only $34.20; your profit—$22.50... 
a full 40%! It'll be spearheaded by powerful local adver- 
tising in television, newspaper, billboard, and radio—and 
topped off with dramatic national advertising in Time 
Magazine, Newsweek, and over fifty other big magazines! 
Be sure that you're ready with Rust-Oleum in spray con- 
tainers — your customers will ask you for this household 
name in metal coatings! Check with your Rust-Oleum dis- 
tributor —today! Insist upon genuine Rust-Oleum—accept 
no substitute! 


Wi 


Ui 





\\\Y\)) 


“Rigid Economy, Mon” 


RUST-OLEUM SPRAY RUST-OLEUM SPRAY 
COUNTER MERCHANDISER ADAPTER SHELF 


- , Perfect for counter, table, or win- Features complete thirty-can as- 
; dow — spotlights Rust-Oleum spray sortment — fits atop your present 
assortment. Full-color metal sign. Rust-Oleum metal display. No in- 

e 3 Compact, all-metal—28” high, crease in floor space—boosts your 


222" wide, 1342” deep. return per square foot. 


RUST-OLEUM CORPORATION 
2562 Oakton Street + Evanston, Illinois 


\\\\ 
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EASY 
LOCKING 
COVERS 


just one of many 
features that make 




















POLYETHYLENE 
REFUSE-TAINERS 
outsell all others 
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Just flip up metal handles to 
LOCK COVER...no awkword 
twisting of turning 
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c-124CS 


BIG 24 GAL. SIZE 


Retails only $9.95 


WI JJ 


tutaniou UNBREAKABLE 


Comparison instantly shows why colorful 
Lustro-Ware REFUSE-TAINERS invite more 
sales. Customers appreciate their 

versatile utility, better value, 

superior design that’s GUARANTEED to 
provide complete customer satisfaction. 
Can't leak, dent nor rust—quiet, clatter-proof 
handling . . . so easy to keep clean. 





Steen 
ee ee 


for 


Choice of colors for indoor or outdoor 
glamour, Wonderful, too, for boats, 
vegetable bins, etc. Order from 
your supplier with FREE sales aids. 


C-112CS ALL-PURPOSE 12 gal. 
TAINER with easy to corry metal 
bail. A flip of metal lift latch 
seals cover—no twisting or 


turning Retail $ 5.95 


_ G-108C8 COMPACT 
8 gal. RECTANGULAR 

ot ™ —-TAINER and HAMPER. 
Cover fits for odor-free 
closure and metal boil is 
designed for easy carry- 
ing. Perfect for picnic 
cooler . . . also in white 
and nursery colors for 


diapers, etc $4.95 





~ 


COLUMBUS PLASTIC PRODUCTS, INC. Columbus, Ohio 


Soles offices in principal cities of U.S.A. and Canada 


SSS 
= 






Sihltio: Wane 


Nationally Advertised 
and Guaranteed by 


WORLD'S LARGEST manufacturer 
of Plastic Housewares 


Want more facts? Circle 140, p. 59 
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Get a horse 





ing the rounds with his horse. 
When roads were good the horse 
pulled Mr. Calloway’s carriage. 
When the roads were bad, that’s 
dirt roads churned up by rain or 
snow, he rode the horse. 

Incidentally, furnishing a horse, 
carriage and stable expenses out 
on the territory were part of the 
deal the salesman had with the 
house when he took the job. 

Sometimes Mr. Calloway used 
the railroad. Railroad transporta- 
tion in those days was not a high- 
speed luxury train with private 
bedrooms. Railroad transportation 
then was riding a logging train 
down the mountain to a stream. 
You rode on the logs, and braced 
yourself to compensate for the 
downhill slant. 

Mr. Calloway now is executive 
vice-president and assistant gen- 
eral manager of House-Hasson. He 
became a hardware salesman Sept. 
4, 1904, with the McClung hard- 
ware house in Knoxville. In Janu- 
ary, 1907, he joined the House- 
Hasson organization. 

For the next 18 years he sold 
hardware in southeastern Ken- 
tucky, Virginia and Tennessee. 


(Continued) 


years he was in 
and western 


Then for four 
northern Georgia 
North Carolina. 

In 1929 Mr. Calloway came to 
the home office as the company’s 
first sales manager with that title. 
He was on the 8 a. m. to 5 p. m. 
schedule until 1954 when he eased 
off. Mr. Calloway still is at his 
desk each day, keeping in touch 
with details of the company, espe- 
cially with the flow of orders com- 
ing in from the field. 

Mr. Calloway has many memories 
of triumphs, and tribulations, too, 
in selling hardware. And he had 
many unexpected experiences. 

There was the time he was 
traveling, on horseback, along a 
mountain back road. He noticed a 
trail off into the woods. Mr. Callo- 
way sensed the possibility of a cus- 
tomer back in the woods so he 
turned off the road, even though it 
was late in the day. 

Then he came across a general 
store back in a clearing. Mr. Callo- 
way cautiously went into his sales 
pitch, only to find the store owner 
just waiting for a hardware sales- 
man to come along so he could place 
his order for the next season. 

Mr. Calloway warmed up to his 


Additions to original warehouse give House-Hasson two docks. 


ae 
% 


ON HAR 


cere AO ie 
ee 


pw ‘A 
eng, 








A MIGHTY 
ONSUMER 
AD 


CAMPAIGN 


SELLING AMERICA’S 
FASTEST-MOVING 
FLOOR APPLIANCES — 











> & 
. ’ ! . ! 
Look House & Garden House Beautiful’s by far the best ever made! the most raved-about vacuum! 
March 3 (out Feb. 17) May, June Building Manual | 
ring-Summer | Torn Baw 
Ladies Home Journal House Beautiful Spring-Summer issue 
~—_ May, June Living’s New Guide to Home POLISHER and SCRUBBER Flector 
Better Homes & Gardens Planning & Remodeling ) | | —_ 
March. April unset | more heavily advertised sweeping the country! 
AD May, June Spring issue than all other polishers combined! aos siteariaaaiiaeaiindtahs anilies 
American Home . Customers know Regina is tripled. The record shows 
March Home Modernizing Guide Bride's Magazine the best polisher made! Heavy customers quickly buy this 
McCall’ Spring Summer issue Spring, Summer issues advertising year after year unique, lightweight vacuum 
C a! S has made it the biggest name that works wonders 
April New Homes Guide Modern Bride in polishers. Known, wanted, without attachments. It 
, Summer-Fall issue IC asked for by name. Proven even sells people who have 
Living for Young Early Spring, Spring ISSUES _ in performance almost 30 — = a vacuum. To speed up your 
Homemakers—April, May House & Garden’s years. No wonder successful »%, \ \ selling, concentrate on : 
: ty dealers feature qe Regina Electrikbroom, 
Woman s Day Book of Building Bride & Home Regina, America’s ; * America’s most sensational 
April Spring-Summer issue Spring, Summer issues #1 polisher! ae ae vacuum cleaner’ = 
all-season selling: January through June! 
g y g THE REGINA CORDP., 67 Regina Avenue, Rahway, N. J. 
I am interested in the Custom 400 Polisher and Scrubber 
the 600 Electrikbroom 
Please send me: 
— -_ address of distributor for my territory 
. . egina dealer helps 
Mail this coupon today an 
for free promotion helps! ADDRESS 
CITY ZONE __ STATE 











IN CANADA: Send coupon to Switson Industries, Ltd., Welland, Ont. 
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Get a horse 





(Continued) 


| work. A big order was in sight. 
| The store owner kept buying. Line 
after line in the order book was 
| filling up. 
| Mr. Calloway thought the order 
| was getting just a bit too big and 
finally mentioned that all the mer- 
chandise would have to be paid for 
and how was the store owner fixed 
for that. Well, the store owner just 
casually mentioned his uncle. All 


Cleaner Sharper that Mr. Calloway had to do was 


go over the mountain and get the 
®) 
Chem-Clean 


hard cash from uncle. Uncle was 
NAILS 


the local big wig financier. Mr. 
Calloway recognized the name im- 
mediately, relaxed and kept writ- 
ing up the order, realizing he had 
All Sterling Nails are come across a real sleeper—a store 
cleaned by a special washing owner with impeccable credit stand- 
in a chemical vapor bath. ing just waiting for a salesman to 
This results in a cleaner nail 
that eliminates unsightly 
smudges — a sharper nail 
that drives much easier 


come along. @ End 
without splitting the wood. 
Available in 1-lb., 5-lb., and 
10-lb. boxes — 25-lb. and 50-lb. 








Shelf-warmers move from 





on-the-floor locations 


What do you do with shelf 
warmers to get them out of your 
store? 

A Southern firm places them in 
the aisle across from the cash reg- 
ister. The shelf warmers are not 
neatly arranged. They are stacked 
so that customers have to move 
around them when going to and 
from the store. 

Some customers are annoyed, 
others are interested. Regardless 
of their feelings they are forced 
to look at the items and some cus- 
tomers will buy several items. 









® Registered Trade Mark 


Sterling Poultry Netting 


Sterling Poultry Netting is made of 
electrically refined copper alloy steel for 
greater rust resistance and longer life. Lock 
twist construction assures uniform mesh. 
Galvanized either before or after weaving. 
Sterling netting unrolls flat, stretches 
easily without distortion. 







terling Lawn Fence 


Sterling Ornamental Lawn Fence offers better 
privacy and protection. Available in both 
welded and woven types in double and single 
picket in all standard heights. Heavy, bright 
galvanized finish assures long life. 

Standard rolls — 100 lineal feet. 





Renovating? You can 
make it pay its way 

When Pence Cash Hardware, 
Aurora, Neb., renovated its store 


front, it decided to make a promo- 
tion of the event. 







Field Fence @ Barbed Wire @ Baling Wire © Smooth Wire 
Ornamental Lawn Fence and Gates @ Fabri-Cloth 
Stucco Netting ¢ Corn Cribs and Cribbing @ Nails and Staples At the entrance to the store a 
regular house door was _ installed 
as part of the wooden partition 
that blocked off construction work. 
The door was painted green. And 
the “Green Door” became the focal 


point of a series of ads. 





NORTHWESTERN 
STEEL AND WIRE COMPANY 


STERLING, ILLINOIS 
1corporated Northwestern Barb Wire Company 1879 
Want more facts? Circle 142, p. 59 
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The ads invited customers to be- 
come sidewalk engineers, and to 
check on the secrets behind the 




















Mien who know pipe point to 
WHEATLAND 





Quauity ©, 


a 





~~ 


 # pipe of unvarying high quality— Wheatland Steel 
Pipe—is singled out by more knowing men every day. 
They know that the “pipe with the yearmark”’ is long- 
lasting and easy-working on any application... that 
it’s backed by Wheatland’s sincere desire for complete 
customer satisfaction. Yes, for quality and all-around 
service, you can point to Wheatland with confidence! 


.. foffee wilh The yeaumark / 







For Black or Galvanized Pipe, contact your distributor or 


WHEATLAND TUBE CoO. 


BANKERS SECURITIES BUILDING, PHILA. 7, PA. © MILLS: WHEATLAND, PA. © DELAIR, N.J, 





ties 
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OT 
2 IF If HAS A THUMB 


CONTROL, THESE 
REPLACEMENTS FIT: 


. 


DISH-QUIK: deluxe replace- 
ment, attaches to existing 
hose in place of any auto- 
matic spray. Dish-Quik suds, 
scrubs and rinses. 


RINSE-QUIK: standard re- 
placement, for rinsing only. 
Also replaces any automatic 
spray. Packed separately or 
with 4-foot hose. 


REPLACEMENT HOSES: 4-foot 
for deck-mount faucets, 30- 
inch for wall-mount faucets. 
All have universal adapter 
to fit all faucet connections. 


NOW HERE’S THE BIG NEWS... 


SPECIAL OFFER TO RETAILERS: 
Order this Bonus Display 
Pack! You get one extra 
Dish-Quik Replacement Unit 
free —an extra $9.95 profit! 
Includes Dish-Quik, Rinse- 
Quik and universal hoses, 
plus hose guides, Dish-Quik 
brushes and handy kit of 
automatic diverter replace- 
ments. Retail value: $51.10 
14. p. 59 


ORDER NOW FROM YOUR REGULAR 
SUPPLIER OF PLUMBING BRASS GOODS 


AUTOMATIC SPRAY SERVICE CENTER 
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“Green Door.” The door was up 
for a month, and traffic swelled as 
renovations went on to completion. 

The final “Green Door” ad said: 
“Green Door days are over — our 
new front is completed.” This ad 
was followed by a highly successful 
modernization and open house sale. 
More traffic during repairs led to 
more traffic following repairs, all 
because of the excitement stirred 
up by painting an old wooden door 
yreen. 


You can cut costs while 


building store traffic 

Even large department stores 
look for ways to pull more traffic 
and cut operating costs. 

Some of them do it with conces- 
sion departments. 

Some hardware stores use the 
same idea to pull traffic. 

An Eastern dealer who opened 
au new and large store, invited con- 
cession departments for their traf- 
fic pulling power. One was a toy 
shop, the other a greeting card 
shop. 

Both concessions paid a_ fixed 
sum each month for rent, light, 
heat, phone service and a portion 
of the hardware firm’s newspaper 
ad space. 

A Southern dealer did the same 
thing with a watch repair firm. 
His store is in a shopping center 
with no watch repair service. The 
watch repair service is in an up- 
front location which means that 
one person in the store is always 
near the entrance. This helps pre- 
vent shoplifting. 


Soda from refrigerator 


helps appliance sales 

All refrigerators displayed in a 
Southern store are hooked up so 
customers will note how cold they 
are. 

Another bit of showmanship is 
bottles of soda in each refrigerator. 
As the door is opened the salesman 
asks what flavor the customer 
wants. The salesman quickly opens 
the bottle, inserts a straw and 
hands the beverage to the cus- 
tomer. 

While the customer sips the bev- 
erage the salesman tells the fea- 
tures of the unit. 











PREDICTABLE! 
Linseed Ot Outside Frouse Patut 


You see your way clear from the start when you choose a 

good linseed oil paint to beautify and protect your property. 
Your painter will know exactly how to apply it. 

It will spread easily, level smoothly and dry promptly to form 


a glossy, durable coating true to the color you specified. 






You also see your way clear when you make and 


merchandise a high quality linseed oil paint. The materials 


—€ 


s 






are compatible; the processes are predictable; the product is 


|_— | 


trustworthy; the demand is dependable. The quality you 


put into the product will be there when it is used. 





The satisfaction the user enjoys will bring him back regularly 


to the same merchant for the same brand. 


Customer compliments, no complaints 


When Linseed Oil is in your paints ! 
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NEW 
A RED HOT SELLER 


Rea . TEPER 


Ready fo Use 





Easy to Replace 








for for 
OUTDOOR INSECT 
LIGHTING KILLING 
A The first and only 
FAST-SELLING DISPOSABLE 
HIGH-PROFIT OUTDOOR TORCH 
impulse Your Customers Get This 
item 


TERRIFIC BUY. Better than 
TWICE AS MUCH for their 
money. 2 Torches each with 
up to 18 hours fuel supply. 
Each torch head burns up to 
6 hours — easily discarded 
and replaced. This means 
plenty of REPEAT BUSINESS. 
Entire package includes 2 Torch 
>" plus 6-Pack 
of Torch Heads 
with 6 Wicks to 


RETAIL AT 
—— 


Every Redi Torch burning in a 
neighbor's yard is a dramatic silent 











salesman... for YOU! 
f f 
SELF-SERVICE . 


POINT OF SALE | 
DISPLAY | 


Can be used front 
or back. Permits 
actual display of 2 
torches on stand- 
ards. 


plus 


NATIONAL ADVERTISING 
in SATURDAY EVENING POST 
BETTER HOMES & GARDENS 
SUNSET — selling for YOU! 








Write for complete details or see your supplier.. 
¢ 4 f / 
4, 4 a 





HARRISON OIL SPECIALTIES CO. 


EXCLUSIVE SALES AGENT 
MILWAUKEE 12, WISCONSIN 


Want more facts? Circle 146, p. 59 
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L ottore from Hardware Age readers 











Editor’s note: The editorial, 


“Back door leakage, 


Who wants inflation? Dealers seek 
reprints of HA editorial on balancing 
the budget to tell Congressmen 


to vote against inflation 


9 


in the Jan. 29 


issue (p. 7) on the need for a balanced national budget, has brought 


many letters to Hardware Age. 
below. 


Some typical letters are published 


Many readers asked for extra copies of the editorial to send to 


their Congressional representatives. 


To encourage this work, Hard- 


ware Age has made reprints of this editorial and will mail up to 


five copies without charge to any reader. 


to Editor, Hardware Age, 
When you get the 
own handwriting. 


reprints, 
Perhaps 


you are in favor 
expenses and not raising taxes. 


Chestnut & 56th Sts 
write 
could 
the editorial expresses your thoughts on a balanced budget, 
of a balanced budget, 


you 


Just write your request 
., Philadelphia 39, Pa. 
some notes on them in your 
write a saying that 
that 
cutting 


note 


that you favor 


Then send copies to your Senators 


and each Representative from your state. 
Be sure to include a personal note on each reprint; perhaps you 


could say that you expect your representative 
anced budget and that you will watch his 


to fight for a bal- 
voting record closely. 


Be sure to sign your name and address. 


Every little bit will help in this fight against inflation. 


do your share? 


. My sentiments 
exactly” 
Dear Editor: 

The editorial, “‘Back door leak- 
age,’ in the Jan. 29 issue of HARD- 
WARE AGE is just about the best 
I’ve read in a long time. It bears 
out my sentiments exactly. 

Don’t you feel that if all your 
subscribers received a few extra 
reprints they could be put to a 
great and useful purpose? In my 
case, I would be happy to send our 
Representatives and Senator a 
copy. 

Yours most sincerely, 

James F. McLean 
Feasterville Hdwe. 
Feasterville, Pa. 


Everyone should write 
Dear Editor: 

The editorial in the Jan. 29th is- 
sue, “Back door 


leakage,’ is cer- 


Will you 


tainly most timely and very much 
to the point. I hope every hard- 
wareman will read it and act upon 
it. 

Are reprints available? I would 
like to send a copy to all our cus- 
tomers. Also, I happen to be presi- 
dent of the Chamber of Commerce 
in our city and I would like to send 
it to all our members. 

I am going to recommend to our 
Chamber Board of Directors that 
we reprint it as an ad in our local 
paper as a service to our mer- 
chants. Do you have any objec- 
tions ? 

Sincerely yours, 
BE. D. Stites 
Manager 
KE. Rabinowe & Co. 
Middletown, Conn. 


‘Help us with letters” 
Dear Editor: 


Your editorial, ‘““Back door leak- 








SELL BENTZINGER 
remeicas Best 
Gruask Value 


preferred by 
HOMEMAKER . . . MASTER PAINTER / 


Bentzinger offers a full line of 
Wall, Sash, and Varnish-Enamel 
Brushes. Imported Bristle, Tynex 
Nylon and good selection of 
Pure Chinese Bristle Brushes. 
Master Painter Approved. Type 
and size range make selection 
easy. 


Now in a new brush package,de- 
signed to protect the bristle and 
help in the overall sale of brushes. 














PROFITS! 
¢8 6 
Dealers and Jobbers fa, 
are sure of = full 
profit’ when they BENTZINGER BROS Inc 
sell Bentzinger Paint . 
Brushes. Write for o——s 
Rusnt 
catalog & price list. 





317 NORTH THIRD, ST. LOUIS 2, MISSOURI 
Want more facts? Circle 147, p. 59 











for the free-spending 
do-it-yourself crowd 


New 


SWIVEL 





ALWAYS 
ON THE 
LEVEL 


bi 2 i eS ee | 
FOR TAPERED WOOD FURNITURE LEGS 
New accessory of high style and utility appeal. 
Advertised in Popular Mechanics and other national 
magazines. Swivel-based GLIDE always stands flat. 
High impact Styrene base glides smoothly, will not 
mar floor. Brass plated, lacquered, steel. Two popu- 
lar sizes; 4 to display box with plastic sleeve. Smaller 
size retails for $1.00; Order from your wholesaler! 





Chicago 8, Illinois 
Subsidiary of United-Carr Fastener Corporation _ 


7 Want more facts? Circle 148, p. 59 
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You’re in Business 
with 





“37> 


CONSISTING OF KEY (a 
DUPLICATING MACHINE, 
MOTOR, ROTARY KEY- 
BOARD plus 1020 of the most popular KEY 
BLANKS. YOU CAN CUT CYLINDER AND CAR 
KEYS QUICKLY AND ACCURATELY. 


FREE 


THIS SIGN WITH YOUR ORDER 
TO HELP YOU SELL KEYS 





KEIL LOCK CO., INC. | 
Charlestown, New Hampshire 


Please send complete information on your 
R 42 x PKA-3 “Package”’ Deal plus FREE Key 


sign. 
Name 
PLEASE PRINT 
Address 
City..____... Zone State 
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(Continued from page 90) 





age,” in the Jan. 29 issue (p. 7) 


helping us with a suitable letter to 
send to our Representatives and to 
our Senators. What do you think? 


Yours truly, 


L. E. Harmon 


L. E. Harmon Hardware 
La Jolla, Calif. 


wary of deals that seem too good.” 
(see HA Jan. 1, p. 10) My warning 
is to beware of some sales promo- 
tion outfits. 


I checked with a local man who 
had used the services of one such 


firm to close out his business. He 
reported he was well pleased, so 
I hired the .. . Sales Co. to put on 
a sale for me, from Nov. 24 until 
Dec. 20. 


This outfit sold at from 20 per- 
cent off of retail down to actual 
cost and less on some merchandise. 

1 They sold just about enough more 
_ merchandise than I sold last year 
| (1957) to pay their fee. 


During the Fall of ’57 and until 
August of ’58 the street was torn 
up in front of my store for install- 
ing utilities and paving, so their 
literature was a downright lie. 

“We will sell, sell your merchan- 
dise at enough above your cost to 
pay our fee, etc.,” they said. Well, 
they didn’t. 

Yours very truly, 
a dealer 
(name withheld) 


interests me and should interest 
every hardware dealer in the coun- 
try. 

While many of us may be classed 
as good hardware merchandisers, 
very few of us will ever be noted 
as good letter writers. How about 


Another warning 
Dear Editor: 


May I add another warning to 
your article, “Swindlers active: Be 











..., Lexas 


This is progress? 
Dear Editor: 


Your editorial “Sailors are every- 
where” (HA Jan. 1, p. 8) leads me 
to think we had no depression or 
recession in 1958. 

A long time ago I was in the 
livery stable business and doing a 
real nice business. Along came the 
railroad and took most of my busi- 
ness away. 

That hurt me, but that was no 
depression it was progress. 

The railroads then thought they 
had everything they wanted and 
got careless. Along came _ the 
trucks and automobiles and took 
their business, and the railroads 
went to Congress and cried on 
their shoulders. 

Then, last year the automobile 
people thought they could give the 
people just any old car at any 
price. 

The people thought better, put 
their money in small cars and 
boats and trailers. This left the 
car manufacturers with the bag to 
hold. So they went to Congress 
and cried on their shoulders. 

That was also progress. One 
nice thing was that most of the la- 




























Hardware men know that in every product 
one quality brand stands out. In hose 
clamps that brand is AERO-SEAL — 
often copied, never matched. AERO-SEAL 
JET clamps have an exclusive patented 
quick-attach feature, plus the famous 
AERO-SEAL precision worm drive screw 
that tightens evenly all around, never 
shakes loose or snaps open. Bands and 
housings are of 302-18-8 stainless steel — 
won't corrode. There’s more profit and 
more customer satisfaction in AERO- 
SEAL JET OR REGULAR AT 
THE SAME PRICE. 





QUICK-ATTACH HOSE CLAMPS 





BREEZE CORPORATIONS, INC., 700 LIBERTY AVENUE. 
Want more facts? Circle 150, p. 59 
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B.EGoodrich 





Here is the 1959 line of B.F.Goodrich garden 
hose. Use this guide to order from your 
B.F.Goodrich distributor now. All prices 
shown are for 50-foot lengths. 
B.F.Goodrich garden hose will be fea- 
tured in the NRHA’s big Hardware Week 
promotion this spring, and there are plenty 


Dealer's Guide to B.F.Goodrich 
garden hose for 1959 


of local sales helps for you. Among these are 
the B.F.Goodrich lawn-care merchandising 
rack. The National Retail Hardware Assn. has 
approved and helped design this rack. Made 
of tubular steel, holds up to 200 lbs. Holds 
hose and other items, too. Light, weighs only 
22 lbs. Low price! 








PROFESSIONAL 


GARDENER'S $4 195 


Consumer price 


WING SIZE $Q)95 


Consumer price 


: —— — *795 


Consumer price 


O00 


GARDEN CLUB $675 GARDEN CLUB ¢ 


e., 970 


Consumer price 








%’’ green opaque 
Consumer price 


4”’ green opaque 
Consumer price 


495 oaoen cue 5995 
Ribber 


\4"" green opaque 
Consumer price 


conan ge sagg 


Consumer price 





MAXECON 


Neon $9750 “UNCON $4995 


SIGNAL 
oe" black 
Consumer price 


B.EGoodrich garden hose 
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9785 coco $905 


Consumer price 
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Were Lottore 
Advertising (sox 


To every 





(Continued from page 92) 


bor that went into the manufac- 

ture of boats and trailers was 

southern labor. So round and 

around we go. Your intellectual ef- 
forts are usually rewarded. 
Yours very truly, 

J. B. Whitten 






Sherman, Texas 





In America®? A 


BEST WAY 
TO MAKE 


Two promotions help to 
sell laundry equipment 


A New Orleans store recently 
played up two novel sales ideas in 
its advertising and in-store promo- 
tions of laundry appliances. Traffic 
responded, and sales, mostly time- 
pay, jumped overnight. 

Window displays showed an au- 
| tomatic washer and dryer, side- 
| by-side. A short piece of clothes- 
| line linked the units, from porthole 
_ to porthole. Above the appliances a 
large sign appealed to tired house- 
wives, saying: “Here’s the short- 
est clothesline in the world!” 

The window promotion was cou- 











Ride the crest of the greatest 





Here is the famous MOULI trend in history to “Better , ian 

SUPER SALAD MAKER. It has Health” promotion. We're telling | pled with a newspaper ad that of- 
5 interchangeable blades for every American that MOULI- | fered homemakers $1 for each old 
ot agin 9s mn tg MADE SALADS ARE NA. wooden or plastic clothespin to- 
Te ahha td emoe TURE’S NATURAL HEALTH ward the purchase of a clothes 
legs...won‘’t scratch. Breaking BUILDERS...EAT SALADS dryer. The amount of pins pur- 
all sales records at $4.98! EVERY DAY. 


chased from customers varied from 


Make - » SALAD HEALTH $15 to $70, depending on which 
Write today to Dept. HA-2 for your FREE , —— = weN ; si A 
Mouli ‘'Profit Calculator’’ and a host of CENTER display today—feature model of dry er was selected. 


selling tips. the MOU LI line of lad making 


Friendly signs can pull 


tHe MOULI raminy oF FAST SELLERS | cadget fans into store 


Window displays of gadgets will 
stop many customers every time 
they pass your store. 

A western firm uses friendly 
signs with its displays. 












JULIENNE SHREDDER “TRIUMPH” BASKET PARSLEY MINCER ROTARY GRATER One reads, “Kitchen gadgets. 
TV sensation! With 4 in- Original French Design. Minces nuts, parsley, Grates anything from Ny thing - ‘lever novelties 
terchangeable discs for Exclusive miracle-mesh mint, herbs or garlic, “soap to nuts.’’ Remov- In eryth ng from cle | 
shredding, chopping, links change shape in- without flavor loss. No able drum for easy | to absolute necessities. Hundreds 
slicing ............ $2.98 stantly at a touch. Safe more danger from old cleaning...drum re- of helpful little items to make 
for all foods _ $1.49 fashioned knife chop- verses for left or right il cuaaitial _— 
sine... O00 Send een Se housekeeping easier. 
Another smaller one says, “We 
Order the complete line of MOULI salad-making products from have the most complete and varied 
your jobber. Cash in on this tremendous movement to “Better stock ji own! Co in and see 
Health.” Feature MOULI products and enjoy real sales action! ck in t 1: Come 1 
em 


The signs supplement a series of 
15% x 18-in. panels finished in sev- 
eral shades of green plus seven 
91 Broadway, Jersey City 6, N.J. © Phone: HEnderson 5-7267 | other shades for showing gadgets. 

Want more facts? Circle 152, p. 59 | 
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Exclusive off-center cover handle on this 
Cream City refuse can prevents jam- 
ming or sticking. A real sales feature! 








CREAM CITY WARE 


...complete line, priced to sell! 


Cream City ware is a top seller across the country. Customers recognize the name; appreciate 
the modern design, sturdy construction, long life under hard use. And Cream City is now 
produced by J&L, a major integrated steel company, with complete quality control from 
ore to finished ware. It pays to stock and sell Cream City galvanized ware. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division 





STEEL Lebanon, Indiana 
Want more facts? Circle 153, p. 59 
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The Most Advanced Line 
in Fishing Equipment 


Fishermen ask for Old Pal because 
of its quality . . . you should fea- 
ture Old Pal because it’s the most 
up-to-date line with new and 
exclusive items. 


New! 
Hand-E-Fioater 


No. 14G10 Designed for 
use both as a carrier and 
a floater. Galvanized, one- 
piece, round. Capacity 
equal to standard 10-qt. 
2-piece floaters. 


Tow -Bucket 


No. 34G10 Kait can be 
towed without drowning. 
Cone-shaped lid reduces 
drag. (an also be used as 
a marker buoy. ‘Two- 
piece, galvanized floater. 
10-qt. capacity. 


Oxy-Charger 
No. 22G10 A bubbler type 
bucket with a perforated 
eg ~ air pressure cham- 
ver. Minnows keep alive 
for days. Galvanized; 10- 
qt. capacity 


Molded Fiber Bucket 


No. 806 ‘he ideal econ- 
omy bucket for minnows, 
crawfish and other live 
bait; waxed rim and 
bottom. Fiber buckets 4 
to 20-qt. capacities. 


Old Pal 
Plastic Spin Kit 


No. 370 New, exclusive de- 
sign. Can be used for spin 
kit or tackle box. Opens 
from both sides. 16 compartments—9 on one 
side, 7 on the other. Equipped with belt loop. 


; 


Measures 914" x 4” x 2”. 
Order the complete line of OLD PAL Metal 
and Air Feeder Minnow Buckets, Bait Boxes, 


Worm Cans, Minnow Traps and Plastic Lure 
Boxes from your wholesaler. 


Write for free illustrated catalog 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America ¢ Lititz, Pa. 
Pascagoula, Miss. e Fenton, Mich. e Niagara Falls, Ontario 

Want more facts? Circle 154, p. 59 
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To sell mowers: 
demonstrate them 


Here’s how a Houston dealer who services 


and demonstrates power mowers builds customer 


satisfaction and lengthens the selling season 


> RE CR oo 


Hardwareman uses customer's lawn for power mower sales floor. 


“When I sell a power lawn 
mower I service it,” says John S&S. 
Houston, buyer of hardware for 
Thompson’s at 208 W. Broadway 
in Hobbs, N. M. 

“I fill the machine with oil, 
lubricate it and service it just like 
I would a car. When the sale is 
made I take the mower to the cus- 
tomer’s lawn and start it. It takes 
only a few minutes. Then I don’t 
have any trouble later due to in- 
correct operation or faulty main- 
tenance.” 

Mr. Houston points out that the 
more attention you give to show- 
ing the customer the mechanical 


and quality features of a machine 
the greater interest you create in 
the mower. This, in turn, builds 
customer satisfaction because the 
customer has been given a prac- 
tical demonstration on its proper 
care and operation. 

The power mower season is 
lengthened at Thompson’s by a 
60-day display period. 

Mowers are placed in the win- 
dow March 15 and kept there for 
the next 60 days. An oval-shaped 
corner window is used. Kept 
lighted at night after store hours 
this display constantly reminds 
eustomers of power mowers. 





~ EAS Y to SEE... 
SS m5) FASY to SELL 


SHELF HARDWARE 


Shelf hardware complete 
with screws packed in poly- 
ethelyne bags with slotted 
labels for wire rack or peg 
board eg We call it 

poser WALL | Rack-Pack . . . you'll call it 
terrific. It's the modern, 
practical way to display 
and sell shelf hardware. 
Ask your jobber about 
Rack-Pack, or write for in- 
formation. 


Weir ielaainsel by 


JOSEPH HALL co. a 


2121 W. CLEARFIELD STREET 
PHILADELPHIA 32, PA. 








the BIG name 
in Gun Cleaning 


GUN CLEANING 
ESSENTIALS 


HOPPE’S products walk off with 
the top scores in both sales and 
profits in every state in the 
nation! Long-established user 
acceptance and trust . . . plus 
consistent national advertising 
.. Keeps HOPPE the BIG name 
in gun cleaning. Display HOPPE 
products “up top” and “out 
front’ . . . watch your sales 


scores go up! € sii 
FRANK A. HOPPE, we. a , 


2314-A N. 8th St., Phila. 33, Pa. 
ASK YOUR JOBBER 








| FOR HOPPE’S 


Want more facts? Circle 156, p. 59 








| SUPERIOR QUALITY. SUPERIOR SELLING STRENGTH 


Arvin 


IRONING TABLES 
MET-L-TOP ¢ CURVALITE © GLIDE-EASY 











x “infinitely 
\, Adjustable 


MET-L-TOP Roll-Away 
with patented 
“PAD-LOCK” SURFACE 


Model 391. Top surface locks pad and cover 
securely in place — prevents slipping and 
bunching. Height adjusts anywhere between 
26” and 36”. Blue top, chrome legs $15.95*. 


Model 389. Same, without wheels and with 
gold enameled legs instead of chrome, $13.95*. 


Other Arvin Volume Leaders 


Glide Easy—Three 11-height adjustables incl ud- 
ing a sturdy, 4-leg model for full-profit retailing 
under $10.00; and 2 popular T-leg models. Also a 
promotionally priced, T-leg fixed position table. 
All with pink tops, bronze enameled legs. 


Curvalite—Arvin’s revolutionary new design that 
cuts ironing time up to 1/3. Infinitely adjustable. 
Gold enamel finish. Complete with pad and 
cover, $24.95"*. 


*Slightly higher west of Rockies 
NATIONALLY ADVERTISED 


SOLD ONLY THROUGH DISTRIBUTORS 


Furniture and Housewares Division 
Arvin INDUSTRIES, Inc., Columbus, Indiana 
Arvin also manufactures Leisure Furniture, 
Outdoor Grills, Radios, Phonographs, Portable Electric Heaters, 
Electric Fans and Car Heaters. 
Want more facts? Circle 157, p. 59 
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303-6 ‘ 4 314-8 245-5 


YL 








** stenderd a 


Mata 


In this new a 
any plier your customers want 











Here is a catalog with 16 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 101A, listing and describing scores of Klein 
Pliers, will be sent on request. 


my ‘Since 1857” 


KLEIN com 


7200 McCORMICK ROAD + CHICAGO 45, ILLINOIS 
Want more facts? Circle 158, p. 59 
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Sports bulletin board 
builds store traffic 


Sports fans listen to radio and 
TV commentators and read the 
sports columns. 

Even so, up-to-date clippings on 
both local and nationally known 
teams will add atmosphere to your 
sporting goods department. Tell on 
that board which local teams are 
starting practice and when and 
where. 

When the season is on keep this 
board up-to-the-minute by listing 
last minute news as to batteries of 
teams, order or starting in local 
golf or tennis tournaments, etc. 

As soon as possible, post the 
dates for all games of local teams. 


Black and white signs 
can make eye-catchers 


A black sign is used on the cano- 
pied outside display of a western 
hardware store to advertise one sea- 
sonal item. Lettering is in white 
chalk. 

Just below it by way of contrast 
is a white board on which are 
painted black letters. The lower 
sign usually features an item hav- 
ing a market at all times. 

The black sign recently offered 
grass seed by the pound, the lower 
unit listed plywood cut to size. 
Some customers can be sold both 
items during the same visit. 





HARDWARE AGE 











“| want one without the red signal 
you can see for a mile!" 





il 


eed op Tustenes business SELF-SERVICE 


meets today’s demands | 
. . . and brings you big- , | 
ger sales and profits. | 
for Faultless Casters 


used ate: Faultless 
Faultless CAS —- 


- Ts 
Casters PROTECT YOUR Ft OORS AND CARPE 


NEW STYLES FOR ALL -_ Removable 
Caster and 


L. PERMANF™T FINISHES 


CONTINENTAL [ilies 
HOLTITE FASTENERS Rae Carded Casters 
WOOD : MACHINE * TADPNNG © THREAD-PORMING ° BOLTS Se ls C A S$ Té a AY a A S$ TER I 
Want more facts? Circle 159, p. 59 ° 

os : Reinier seit mules .»» ON A COLUMN... ISLAND ‘'FEATURE END”’ 


DISPLAY RIGHT... PEG-BOARD WALL...DISPLAY BINS ON SHELVES 
-»ON THE COUNTER 








Colorful Carded Casters show uses— 
suggest a variety of do-it-yourself 
projects—sell companion hardware, 
tools and materials. 





$ castens S 
— - . - - 








4 E I L = R | with BIG S$ DEAL of Carded Casters 
This three-color, enameled wood display, designed for 


PRE-ENGINEERED FIXTURES counter or wall use, free with your initial order for 


Faultless Carded Casters and Glides. Every one of these 
Display space is your “‘selling space.’’ So . . . display items is a ‘best-seller’ based 
right, sell more — and profit more from Heller sales- on national retail experience 


planned fixtures. Islands, gondolas, wall fixtures, dis- and popular consumer de- 


: ; . Ce od Casters in Car- 
play stands and accessories — all immediately avail- F'au tless mand: CA6GES S.aesens tm ne 


: ton quantities also available 
able to meet your needs and suit your budget. Casters without display board. Ask 
Don't wait — write, wire or phone for the new ane your Faultless Jobber. 
Heller display planning guide no. “JA” FAULTLESS CASTER CORPORATION 
MONTPELIER OFFICES IN PRINCIPAL CITIES 


W.C. HELLER & CO. OHIO EVANSVILLE 7, INDIANA 
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more they ( 


bake... 


C 


more you 
aakel ses 


—selling low-price 


EKCO pans for every baking need... all with exclusive EKCOLOY finish 
A> — AA 
a ra Co Ee 
~ we : ae 


KNIFE BLADE 
PIE PLATE 





LOAF PAN CAKE PAN SQUARE PAN 


EKCO-AUTOYRE DIVISION EKCO PRODUCTS COMPANY CHICAGO 39, ILL, 
Want more facts? Circle 162, p. 59 
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EKCOLOY bakeware 


... the finest product for the money — backed by a 
nationally advertised name known by every homemaker! 


Never before have homemakers baked so much 
. required so many baking sheets and pans. 
To help you make the most of this trend, Ekco- 
Autoyre makes sure you have everything work- 
ing in your favor. Look at these selling features: 
PRICE: Quality EKCOLOY bakeware is priced 
low to help you make multiple unit sales. 
QUALITY: EKCOLOY bakeware features ex- 
clusive Pull-N-Hang handles plus exclusive 
EKCOLOY finish for faster, more even baking. 


©1959 EKCO PRODUCTS COMPANY 


The EKCOLOY finish, tested and retested, is 
preferred by women two to one. 


DISPLAY: EKCOLOY bakeware can be dis- 
played by hanging each item by its exclusive 
Pull-N-Hang handle—thus keeping all products 
off the floor, compact and at eye level all the 


time. Eye-catching full color labels on every 
EKCOLOY item help boost sales. 


Get your share of this profitable growing market. 
See your Ekco-Autoyre salesman right away. 
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High-Quality Door Knobs 
in the modern, new 


VUE-PACK 
INVITE MORE WYVNay 


Attractive, easily displayed, and durably made, 
Taylor Vue-Pack supplies sales punch to three popu- 
lar models of Taylor Door Knobs. 


No. 410 
TAYLOR BRASS PLATED DOOR KNOBS 


No. 402P 


TAYLOR SOLID BRASS DOOR KNOBS 
Satin, Polished or Chrome Finished 


po it 
YOURSEL? 






No. 400 
TAYLOR FLUTED GLASS DOOR KNOBS 


v 2 
. 
Fic 


Taylor brings you modern merchandising at its best! 
Here are fine, high quality door knobs, packaged to 
permit easy inspection, and to invite more sales. In 
addition—and this is important—the knobs are pro- 
tected from dust and dirt so that you have no spoilage. 
Stock only the fast moving knobs—Taylor Door Knobs in 
Taylor's exclusive Vue-Pack. 


Contact your wholesaler today! 


ON BF. Aho) aa Kole 





TAYLOR LOCK COMPANY, Philadelphia 32, Pa. 


Manufacturer of Locks, Key Blanks, Door Knobs 
and Builders’ Hardware Since 1920 
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When you win arguments 
you may lose customers 


It doesn’t pay to argue with cus- 
tomers, even if you know they are 
wrong. The way you handle a com- 
plaint or make an adjustment can 
win or lose customers for your 
store. 

A western dealer says, “It is 
usually easy to size up a complaint 
and decide whether replacement or 
other adjustment is justified. 

“If the complaint seems justi- 
fied, we quickly make the adjust- 
ment, tell the customer he is right. 
When we think the complaint is 
not justified we tell the customer 
we will refer the matter to the 
manufacturer. We try to get the 
customer to agree to accepting the 
manufacturer’s verdict before we 
know what it is.” 


Mezzanine light display 
can be seen downstairs 


In effect, a Southern  store’s 
lighting fixture display on the mez- 
zanine is a two-floor department. 

Here’s how: 

Fixtures may be seen plainly 
from the main floor. 

Most of the time, during busi- 
ness hours, a majority of the fix- 
tures are lighted. 

Large house numbers above the 
ceiling units let architects visiting 
with a person buying a home indi- 
cate quickly a specific unit that 
interests the customer. This idea 
makes the customer think that his 
architect has given the lighting 
problem advance thought. 


When ads feature price— 
display quality as well 

Aggressive merchandisers always 
display advertised items where all 
customers will see them. Window 
and in-store displays are advisable. 

If a price special is offered, show 
it with easy-to-see signs, but be 
sure you also show some of your 
top quality numbers near the price 
items. Be sure, too, that the quality 
line has large price cards. 

Many customers attracted by 
the price item will look at the qual- 
ity number. Some of them will buy 
the quality number on which you 
make higher profit, 














Vichek. is 100% 
in compliance with 
recommendations of the 


| (ED Turnover Handbook! 


In cooperation with the NRHA and leading wholesalers, 
Vichek has revised its entire tool line to exactly match basic 
stock suggestions in the new ‘““Turnover Handbook’. 




















Asa result: 


Vichek offers the finest tools ever made available to the 
hardware trade. 


v/ New assortments meet every need of every user. 
/ New displays attract more impulse sales. 


/ You can buy with assurance that tools will sell promptly. 
No guesswork. 


y You eliminate slow-moving products. 


v4 You reduce your inventory investment. 


YOU DOUBLE YOUR TURNOVER... greatly 
increase your profits. 


AA-9026 


See our next advertisement for a full listing of 


Vichek Turnover Values. 


The Vichek Tool Co. 


Cleveland 4, Ohio 
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How to double sreeting card sales The owners of Grayson-Brown 


Hardware Co. took their greeting 
cards out of the corner—and more 
than doubled sales. 

“My partner, Henry Peterson, 
and I decided that greeting cards, 
with their excellent mark-up, were 
too good an item to place in a 
mediocre location,” explains Arthur 
G. Anderson, co-owner of the 
Seattle firm. 

“So we put a new card display 
rack in a specially built section 
between general hardware and 
giftwares where there is plenty of 
foot traffic. Placing cards next to 
the gift department makes them 
convenient to gift purchasers. Sales 
picked up almost immediately and 
from present indications will run 
more than twice their former 
volume.” 

The new fixture is 11 ft long, 
and accommodates 12. horizontal 
rows. Stock is maintained on a 
perpetual inventory system. @ End 






















No. 2-T Chopper 
only *495 


MEDIUM (Reg. Retail $5.50) 


The original Food Chopper—and still the finest! 
—with these famous features. Extra-long handle. 
Clean, shear-like action. Self-sharpening cutters. 
Strong one-piece frame. Special price for a 
limited time only! 








felieiegené 


Your cost: Single—$3.30 Case lots (6)—$3.13 each 























LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Now there are 5 Stanley SURFORM® Tools 


No. 295 Stanley SURFORM File 
with regular cut, flat blade 
$2.69 retail 


No. 399 Stanley Pocket SURFORM 
with fine cut, flat blade 
$1.49 retail 

e ." 












No. 296 Stanley SURFORM Plane 
with regular cut, flat blade 
$3.69 retail 


No. 295HR Stanley SURFORM File 
with regular cut, half-round blade 
$2.89 retail 







No. 295FC Stanley SURFORM File 
with fine cut, flat blade 
$2.69 retail 


and a full line of replacement blades for all tools 


WITH A MERCHANDISER TO SHOW AND SELL THEM ALL 
AND THIS IS THE STANLEY 

















| 
MIRACLE SURFACE FORMING TOOLS... SURFORM ADVERTISING 
oD ee ee arene meunees 
lane ——— 
9 6 BS = =—— | —-] = Full page in March 
. ox | << sasamaes: « eh <-teies 
roe mare, . a Insert in March, 
— ea Zz full page in May 
ae Half page in March, 
a oy EC full page in April 
| : Half page in March 
4 : Full page in March 
cnces One a (Western Edition) 





ewe me 


Get in the parade. March is coming in like 
a lion. Be ready with a complete stock of 
SURFORM tools and blades. Your wholesaler 
is ready to supply you. 





No. 2910D Merchandiser 
11 Tools, 22 Extra Blades, Dealer Cost—$32.36 Retail Value—$48.17 Stanley Tools, Division of The Stanley Works, New Britain, Conn. 


EVERYBODY BUILDS BETTER AND Lives BETTER with STANLEY 
STAN LEY This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn. — hand tools « electric 
tools « builders hardware ¢ industrial hardware « drapery hardware « automatic door controls « aluminum windows « stampings 


* springs © coatings @ strip steel © steel strapping — made in 24 plants in the United States, Canada, England and Germany, 
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Live game birds in window 


WO pull sport goods traffic 
Color, motion, and merchandise can be com- 
bined to make sportsmen stop, look at your 
windows and enter your store. 


: George F. Bailey, Jr., vice-president of Parker- 
Fesbenonng Reprunpess Rianes Peyetgane Sledge Hardware Co., Montgomery, Ala., and 
HOUSEHOLD MAT manager of the sporting goods department, and 
with 1001 indoor and outdoor uses! his father enjoy hunting. They raise Bob White 
and Cortounic quail for restocking purposes. 

One of the store’s windows was decorated with 
quail from the Bailey farm. 

Twelve quail were placed in the window. A 
thick log toward the front of the window pro- 
vided a natural perch. Feeding pans concealed in 
the front of the window kept the birds in view 
part of the time. 

To make sure that coloring of the birds and 
the foliage would not prevent people from seeing 
the quail, signs called attention to the birds. 

The Baileys have had a special license from the 
Alabama Fishing & Game Commission for the 


BIG 9 ft. x 30 in. ae past three years for raising the birds. @ End 
_ 2.95 retail - 
6 ft. x 30 in. 


1.98 retail My , 
gy 


: 12 ft. x 30 in. 
> 3.89 retail 





ADVERTISED IN 


LIFE 











- vtm 
“tary? Woes 


Free Colorful Display 
Carton! Adapts to island, 


Now in New Soft-tone Colors Too! «= ena counter, window 


orf mass displays. Re- 


Everything's new but the top-quality product!  "”#'* °° boars. 


Household Mat is all dressed up in a brand new, 

4-color package . . . comes in a choice of three 

sizes ... and there’s the ever-popular transparent! 

Watch this hot item move... just display and see! 

e@ 1001 USES! Carpet protectors, door mats, out- 
door table covering, beach throw, more! 

@ TRANSPARENT PLUS NEW COLORS! Pearl Gray, 
Sea-foam Green, Sand! 

@ MIRACLE POLYETHYLENE! Trims with scissors, 
cleans with damp cloth! 

@ BIG PROMOTIONAL BACK-UP! National advertis- 
ing, free sales aids! 

@ CHOICE OF PACKAGING! Pre-packaged, pre- 
priced in the popular 6 foot rolls or new as- 
sorted size cartons ... 12 or 24 to case; handy 
50-ft. roll or 100-ft. rolls in dispensing carton. 





Lower cost hot water theme 
pulls store traffic 


Suggest an item to help housewives cut house- 
Profit BIG — Order From Your Distributor Today! hold operating costs and you have a store traffic 
Samples and literature upon request, write | Promotion. 


This window display at the Arrowbrook Hard- 
i ware in Flushing, Long Island, N. Y., promoted 
faucet aerators for saving water and cutting 








water heating bills. The firm used a cash-wrap 

unit display with manufacturers’ sales aids in- 

Gering Products, Inc., Department No. HA-226, Kenilworth, N. J. side the store to further promote the $1.25 item. 

GARDEN ond SPRINKLER HOSE * SUPER MAT © TIDY COV'R © TIDY-MAT SHELF LINER Mike Feldman, owner of the store, took the 
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The dealer's own sign and manufacturers’ sales aids 
helped make customers visit the store to learn how 
to cut water and water heating costs. 


manufacturers’ main theme that the aerator will 
Save water, and emphasized that you can also 
cut water heating bills with it. 

The double appeal pulled traffic to sell more 
aerators and other impulse items. @ nd 


Customers name prices 
at store’s clearance 


A clean-up sale in an eastern store offered a 
number of long-time shelf warmers for sale on 
1 “buy at your own price” plan. 

Each sale item had a price tag to indicate its 
regular price. 

Much of the merchandise had already been 
written off, and so the price at which it sold 
represented extra money. 

The store manager said, “When you offer 
someone a piece of merchandise that formerly 
sold for $5 and smile when they offer you as 
little as a penny for it they will long talk about 
your sale and your store. 

“We worked on the fair-mindedness of people 
in making this offer, placing high values on 
some of the items so that customers would not 
offer too low a price. Had some of this mer- 
chandise not sold, we would probably have 
junked it.” 

The sale cleaned out many odds and ends, 
built traffic and helped sell some big-ticket items 
to customers who came to look for low-priced 
bargains. 














| SHELF LINER: 
's el) ae 
; 





Fast Mover Made Faster! 


GERING 


Tidy Mot 


ADVERTISED IN 


F Gemeceed by % 
Good Housekeeping 


ws 
W245 aovenrisen HOS 


Now 


for permanent hygienic protection . . lasting freshness! 


Retards bacteria, germ growth - Prevents 
odor development - Resists mold, mildew 


First polyethylene shelf liner to offer this unmatched 
protection! Famous Sanitized process — with over- 
whelming consumer acceptance — gives you new 
sales power! Non-toxic . . . stays effective no 
matter how often Shelf Liner wiped clean! 


NEW QUILTED DESIGN 


e@ Adds strength, draping quality, consumer appeal! 
e 5 Sales-winning Colors! Red, yellow, pink, 
turquoise, white! @ Scores of Uses! For drawer 
liner, shelf liner, closet liner, more! @ Convenient 
Size! Standard 1134” shelf width in choice of pre- 
packaged 9-ft. take-home roll (12, 24 or 48 case) or 
50-yd. bulk roll! e Stays New-looking! Washable, 
won't fade, won't stain! @ Nationally Advertised! 


VERSATILE 24-Pack NEW DISPLAY-SHIPPER! 
Shows 80% more product in half the space usually 
needed! Also available in 48 pack Display-Shipper 


Profit BIG — Order From Your Distributor Today! 
Samples and literature upon request, write 


GER 


ry 











Gering Products, Inc., Kenilworth, N. J., Dept. HA-2 
Garden and Sprinkler Hose * Super Mat ¢ Tidy-Cov’r «© Tidy-Mat Household Mat 
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Best twine to buy because it's 
SURE TO SELL! 
Shuford’s Polished and Unpolished Twine and Cable Cord 
in the exclusive STAY CLEAN package is a sure seller 
at a popular price. 
Shuford’s STAY CLEAN Twine has eye-appeal and buy- 
appeal because it stays wrapped until the last inch is used 
. saves time and twine! 
Order Shuford’s STAY 
CLEAN Twine ... high 
acon we quality, extra value, strong 
ae by . ideal for office, indus- 
reheegees eeping trial, farm, store and home 
4s aovrarsee HS use, 
Nationally Advertised! 
CLOTHES LINES « TWINES Shuforg @=), 
PRESSURE-SENSITIVE PAPER TAPES tet <u 
SASH CORDS + WEATHER STRIPPING Mills 1, 
COTION & RAYON YARNS « EXTRUDED PLASTICS mM iCK ORy. N e 
3528 World’s Largest Manufacturer of Cotton Cordage 
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Convention 
Calendar 


Convention Check List 


For complete details about the conven- 

tions and shows listed below, see the 

alphabetical listing starting on p. 196 

Feb. 12 issue. The next complete listing 
will be in the Mar. 12 issue 








March 
1-3 J. M. Warren & Co. Spring 
Show, Troy, N. Y. 
8-10 Pacific Southwest Hardware & 
Housewares Show, Phoenix 
8-12 Gift Show, Boston 
9-14 American Toy Fair, New York 
15 Whitlock Corp., Silver Anniver- 
sary Show, White Plains, N. Y. 
15-17 Florida & Georgia Retail 
Hardware Assns., Jacksonville 
15-17 South Dakota Retail Hardware 
Assn., Sioux Falls 


April 
12-16 Southern Hardware Conven- 
tion, Palm Beach, Fla. 


May 
13-15 Triple Industrial Supply Con- 
vention, Dallas 


June 
11-13 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Austin 


July 
13-17 National Housewares Exhibit, 
Atlantic City 
19-23 National Retail Hardware Assn. 
Congress, Los Angeles 


August 


2-7 Associated Fishing Tackle Man- 
ufacturers Trade Show, Chicago 


September 
13-15 Midwest Hardware & House 
wares Show, Chicago 
28-30 National Hardware Show, New 


York 
October 
1-2 National Hardware Show, New 
York 


4-7 Mid-American Lawn, Garden & 
Cutdoor Living Show, Chicago 
8-10 Mid-America Lawn, Garden & 
Outdoor Living Show, Chicago 


For complete details about conventions 
and shows listed above see the Feb. 12 
issue of Hardware Age 











Separate displays will 
sometimes build profit 


Related line displays are the rule 
in a mid-west store. 

The one exception is its cutlery 
stocks. 

To encourage women to visit all 
parts of the store, cutlery lines are 
shown in several separated areas. 
Women browse when they start to 
go from one cutlery display to an- 
other, and see many impulse items 
which they will buy. 
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NEWLY DESIGNED 


Sales-tested ...and overwhelmingly approved 
by housewives from coast to coast! 


Rubbermaid 
drainer trays 


e Fresh, new styling accents kitchen beauty 
e Especially designed for easy cleaning 
e New, improved slope for quicker drainage 
e Deeper side rims eliminate spill-overs 


PLUS ALL SALES FEATURES THAT 
HAVE MADE RUBBERMAID DRAINER 
TRAYS BIG SELLERS! 





e Rubber-cushioned protection to counter tops 








Description Retail Std. Shp. nate e Ideal area for draining utensils... 
an ize ac ac , ° ° ° 

thawing and draining frozen foods 
Drainer Tray $2.69 3 8 Ibs. 


























16h" x 16K" oS e Companion for Rubbermaid Dish Drainer 
Drainer Tray $3.29 3 11 Ibs. Turquoise aa Aie ; ‘ 
8% x 21h" as dish drying team 





Rubbermaid 
stove mats 


e Fresh, new styling accents kitchen beauty 





e Especially designed for easy cleaning 





e Raised edges help prevent spill-overs 


PLUS ALL SALES FEATURES THAT 
HAVE MADE RUBBERMAID STOVE 
MATS BIG SELLERS! 


aa. fA | 


e Protect stove tops... save enameled surfaces 
e Give extra cushioned work-space while 
preparing meals 





e Mat resists sliding on stove top 





Description Retail Std. Shp. Colors 
and Size Each Pack Wt. e Resists oven heat and hot utensils 
Stove Mat $2.29 3 6 Ibs. 





























139%" x 19%’ Red, Black, 
Yellow, Pink, 
os $2.49 3 7 Ibs. Turquoise SEE OTHER SIDE FOR MORE NEWLY DESIGNED ITEMS! 
x 

















Rubbermaid 


sink mats 





e Fresh, new styling accents kitchen beauty 


NON e Especially designed for easy cleaning 
-—s- se © © © =e @ = @ » PLUS ALL SALES FEATURES THAT 
-_—-—_ 2 = =e 2 © = @ » HAVE MADE RUBBERMAID SINK 
- = = © el = 2 me = » 2 MATS BIG SELLERS! 
| e Protects sink bowl against nicks, scratches 
e Provides ideal cushioned area for 





scrubbing pots and pans 















































No i oy Pack we Colors e Cushioned protection for china, glassware 
1291 Sink Mat $1.29 3 3 Ibs 

10%" x 12%" Red, White, 

Yellow, Pink, 

1292 Sink Mat $1.69 3 4 bs Turquoise 

12%" x 16° 

e 
Rubbermaid 
e » * 

; > Yay © 
sink divider mat 
| 

4 
| e Fresh, new styling accents kitchen beauty 
e Especially designed for easy cleaning 
a PLUS ALL SALES FEATURES THAT 
Was) HAVE MADE RUBBERMAID’S SINK 
_ DIVIDER MAT A BIG SELLER! 
‘4 f f ‘4 4 _ 4 r la - A 
e Fits all sink dividers 
ee ane = ov — e Protects china and glassware against 
iptl al 
a and Size Each Pack wt Colors hard knocks 
_ on nae _ , —_ ne tg e Gives ideal cushioned work-space for 
q vanquense scrubbing heavy pots and pans 























CHECK THESE BIG ADDED SALES FEATURES FOR ALL 
NEWLY- DESIGNED RUBBERMAID ITEMS! 





$449) = 
ee », 0 

\/ Bee \ 

7 = eel 

ALL PRODUCTS STANDARD 3 PACKS 

ALL ITEMS NEWLY PACKAGED = CLEARLY PRE-PRICED FOR YOUR CONVENIENCE... 
IN POLYETHYLENE BAGS .. . means less broken carton handling, ALL ITEMS ARE BEING BACKED 
with new labels printed on bags! more profit for dealer WITH NATIONAL ADVERTISING 


in Better Homes & Gardens, Reader's Digest, 


* McCall’s, Ladies’ Home Journal 
’ RUBBERMAID INC., WOOSTER, OHIO 





How's the Hardware Business? 





Hardware store business loans approved by SBA 
in December range from $2500 up to $40,000 


A number of hardware stores, 
garden supply stores and a whole- 
saler were among firms which had 
business loans approved in Decem- 
ber by the Small Business Admin- 
istration. 

Each month SBA reports on de- 
tails of loans that have been ap- 
proved with final disbursement 
awaiting closing of the loans. For 
a breakdown of loans approved in 





Power mower sales seen 
100% higher by 1969 

A 100 percent increase in the 
sale of power lawn mowers is fore- 
cast in the next 10 vears by Detroit 
Harvester Co., Oak Park, Mich. 

The rising tide of suburban liv- 
ing will account for the increase, 
and there will be fewer manufac- 
turers, the firm said. 

Only 13 million homes have 
power mowers now, as compared 
with 43 million that have tele- 
vision. Mower saturation is a long 
way off, Harvester said. 


Dietz lowers price of 
Comet electric lantern 

A retail price reduction of 33 
percent to $1.98 has been effected 
on Comet electric lanterns by R. E. 
Dietz Co., Syracuse, N. Y. 

The substantial cut, the com- 
pany said, is through 
manufacturing and distribution re- 


finements. 


possible 


Toro boosts production 

Heavy and _ continuous’ early 
snows over much of the country 
have prompted an increase in pro- 
duction of Snowhound units for 
the Toro Power Handle of Toro 
Mfg. Corp... Minneapolis. The 
extra production run will meet dis- 
tributor demands, the company 
said, 


November as to size of loans and 
number of employees see HA, Feb. 
12 issue, p. 204. 

Here are some examples of loans 
approved from the December re- 
port which was released to the 
public as SBA press release No. 
450: 

A Massachusetts garden sup- 
ply store, 1 employee, $2500. 

. A hardware store in Porto 
Rico, 10 employees, $12,000. 

. A lawn mower sales and ser- 
vice shop in Florida, 1 em- 
ployee, $2500. 

. A hardware store in Tennes- 

see, 2 employees, $10,000. 
A hardware wholesaler in 
Ohio, 52 employees, $400,000. 
A garden supplies store in 
Rhode Island, 3 employees, 
$12,000. 

. A hardware store in Iowa, 3 
employees, $16,000. 

. A hardware and grain store 
in Kansas, 1 employee, $2800. 

. A hardware and variety store 
in Arkansas, 5 employees, 
$20,000. 

A hardware store in Wyo- 
ming, 3 employees, $13,500. 

These are examples of some of 
the 438 business loans approved 
by SBA in December. Other hard- 
ware, garden supply, and _ retail 
marine supply stores had loans ap- 
proved for amounts up to $40,000. 








Meyer mailer features 
coupons to get traffic 

Four coupon specials are fea- 
tures of a Spring broadside from 
Meyer Merchandising Service, Inc., 
Chicago. 

The mailer is scheduled for dis- 
tribution in May. Circulation is ex- 





Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


‘58 retail sales down; 
December sales up 1.7% 

Retail hardware store sales in 
1958 were 3 percent under 1957 
sales, the Commerce Dept. esti- 
mates. 

Final figures placed last year’s 
volume at $2,653,000,000 against 
$2,736,000,000 for 1957. 

The year ended on an optimistic 
note, however, with December 
sales $5,000,000, or 1.77 percent, 
over December 1957 sales. 

The pattern of 1958 sales, 
against the same months for 1957, 
was uneven. Each month of the 
first quarter was below the same 
1957 month. Then sales were up 
for the two big Spring months, 
and down over the Summer. Sales 
were the same for September of 
each year. There was a slight rise 
in October sales, a drop in No- 
vember, and then the 1.77 percent 
gain for December. 

Here are the Commerce Dept. 
unadjusted estimates of retail 
hardware store sales for the last 
three years: 


(millions of dollars) 


1958 1957 1956 
January $172 $163 $175 
February 154 174 171 
March 178 208 207 
April 224 221 227 
May 257 253 266 
June 23 248 275 
July 227 238 250 
August 223 234 251 
September 225 225 245 
October 242 240 258 
November 225 229 254 
December 288 283 314 
Total 2,653 2,736 2,893 








pected to be about 2 million copies. 

The following wholesalers will 
distribute the circular: 

Midwest Issue: Boetticher & Kel- 
logg Co., Ine., Evansville, Ind.; 
Canton Hardware Co., Canton, 
Ohio; Wm. H. Cole & Sons, Balti- 
more; W. W. Conde Hardware Co., 
Watertown, N. Y.; Conron, Ince., 
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The NEW TAYLOR CHAIN salesmaker New Wholesalers’ Aids 


ROLLS OUT CHAIN SALES mn 


Danville, Ill.; Corpus Christi 


Hardware Co., Corpus Christi, 
Texas. 


Also, Fulton, Mehring & Hauser 
Co., Inec., York, Pa.; Hassco, Ince., 
=~ Bs Denver; C. M. McClung & Co., Inc., 

me a Knoxville; McGowin-Lyons Hard- 

aa” : , | ware & Supply Co., Mobile; Na- 

tional Hardware & Supply Co., 

Paris, Texas; Ogilvie Hardware 
Co., Inc., Shreveport, La. 

And The Schafer Co., Inc., De- 
eatur, Ind.; Sheffield Hardware 
Co., Americus, Ga.; Townley Metal 
& Hardware Co., Kansas City; Zork 
Hardware Co. of New Mexico, 
Albuquerque, N. M.; Zork Hard- 
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ware Co., El Paso, Texas, and 
Sterling Material Supply Co., Chi- 
= = “= ; Vest oer Dunham, aed 

ee ee cE rigan & Hayden Co., San Fran- 
cisco; Harper & Reynolds Co., Los 
Angeles; Geo. A. Lowe Co., Ogden, 
Utah, and Seattle Hardware Co., 





Taylor’s mew store-tested chain salesmaker creates a dramatic Seattle. 

display ... speeds selection of any of 32 types and sizes of chain 

and attachments .. . stimulates the best chain profits in the hardware 

business! All on /ess than 2 sq. ft. of floor area. Put this new cost- Belknap picks 113 items 
cutting, profit-making, chain sales for Spring mailer use 







tool to work in your store right away. Out of 80,000 items that it sells, 


i Long leverage chain cutter included. Belknap Hardware and Mfg. Co., 
ayior Louisville, Ky., has picked 113 
d Call your jobber or write today. items for use in its 8-page spring 
ade circular. 
S. G. TAYLOR CHAIN CO., INC. ; 
Hammond, Indiana These 113 items were picked be- 
CHAIN 1873 3505 Smaliman St., Pittsburgh, Pa. cause Belknap believes them to be 








Want more facts? Circle 171, p. 59 
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THIS 


FREE 


=Tele} 
OPENS UP A NEW 


HIGH-PROFIT 
OPPORTUNITY 


When the L-O-F label is seen—it sells. 


Qunbity winoow GLASS Don’t keep your glass in the basement 
or back room! This booklet tells you 


as come” 


Gt 
eoR OD 
ev owen’® rore oe? 
~+e8 


anv 


7 onio 


ale)’m Cone it-)9)(- hai ielmdal-a-> aae- md -laallalel =i 
Sales that make the BIG difference 


WHEN YOU REORDER...SPECIFY L:-O-F 


The big glass-selling season 1s coming 
up—put your L:‘O:F glass where 
people can see it. Send for this free 
idea-jammed booklet that tells you 
how to build a space-thrifty window 
glass selling center—how to merchan- 
dise the world’s best-known glass 
label—how to sell the glass that’s 
easiest of all to cut—with the least 
waste and resulting higher profits. 

Try this new modern way to sell 
L-O-F . . . where your customer 
traffic is. Send for the book that tells 


you how. It’s FREE. 








LIBBEY- OWENS -FORD 


a Great Name in Glass 





SHOW THE LABEL PEOPLE KNOW 
JUST IN TIME FOR THE SPRING CLEAN-UP SELLING! 


EASIER TO CUT 
EASIER TO MERCHANDISE 
MUCH EASIER TO SELL! 


Libbey’OQwens‘Ford Glass Co.. Dept. 6729 
O08 Madison Ave.. loledo 4. Ohio 


Please send me a copy of ‘“‘For Greater Profits’’. 
| 


Name aa 
PLEASE PRINT 

Street 

City Zone State 


Want mere facts? Circle 172, p. 59 
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ATTENTION DEALERS | New Wholesalers’ Aids 


\ don’t miss this...the most sensational 
SF extra profit...introductory offer 
Mag ic for Hardware Week, 1959 
PLASTIC ALUMINUM = gil 
and MAGIC RUBBER 


AMERICA’S FASTEST SELLING “DO-IT-YOURSELF” 
REPAIR PRODUCTS. PACKAGED IN SELF-SELLING 
PLASTIC BUBBLE CARDS \ 


(Continued ) 
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Available Jan. 1 — Apr. 30, 1959 a 
BIG FREE GOODS OFFER! : 


Boker's Dozen — 13 for 12 — ) 
Retail — 


8 — $1.00 size tubes MAGIC PLASTIC ALUMINUM—amazing metal 

Magic Plastic Aluminum ......$8.00 mender! It's real metal in paste form, 

: sticks fast to all metals. wood, concrete. 

5 — $1.00 size tubes glass. No heat or tools needed. Hardens 

Magic Rubber ........ 5.00 into real metal. It's waterproof and heat- 
proof. 1001 uses. 


HERE IT IS...DEAL #Hw 59 / @)) a. 
J — : 100) JF 


Plus Free Wire Display Rack 


: ‘NEW APPLICATOR CAP FOR EASY 
Tota! Retail Value — $13.00 A \ SPREADING ! 
DEALER COST ONLY .......... $7.20 AY) PLUNGER ELIMINATES CLOGGING 
YOUR PROFIT ........ a MAGIC RUBBER — tough. elastic rubber in : 
paste form. Dries to real rubber. Repairs | among the best sellers that it han- 
A HUGE 801, % PROFIT FOR YOU! all rubber or fabrics without heat or tools. 





Stops leaks. repairs. seals. insulates. wa- | dles. 


fs. 1001 . 
i — Dealers who use the circular may 


NATIONALLY 
E> ' 
ee apvertiseo! ORDER FROM YOUR JOBBER NOW! | also take advantage of Belknap’s 
Neen eee Vane Wee conehetent Magic IRON CEMENT CO., INC. | mailing service and have the cir- 
7 


odvertising ond promotion on 

TELEVISION, newspapers, and | eplare sile irec PS 

mee: vel ep. rman | culars mailed direct to consumers 
in any area designated. 


Want more facts? Circle 173, p. 59 Also available is an_ interior 
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5403 Bower Avenue Cleveland. Ohio 











: , decorative kit, newspaper mats, 
CHAIR-LOC and window posters. 


Amazing New Liquid 
NOT S-W-E-L-L-S Wood , , 
Penetrat d fiber 
* Cee te Se sree Special prices to spark 
permanentiy. a e 
Quickest and easiest way Cosgrave Spring mailer 
to fix loose chair rungs, ‘ ; : . - 
legs, handles, dowels, A four color “Spring Sale Days 
dove-tails, ete. : n 
A Fast-Selling Impulse item Circular has been prepared by Cos- 
Write for vate ané =6grave & Associates, Larchmont, 
CHAIR-LOC CO. N.Y. for April distributi 
ee eb. N. Y. for April distribution. 


Want more facts? Circle 175, p. 59 








The circular advertises special 





IMPRINT SPACE 
DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 57 


Sandvik! 








yh? 





* 
— 
. 
a 
fame 
~ 
-~ 
- 
ane 
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GIBSON 
GRIPPER 
CLIPS 


STEEL INC. 




















KEEP 
Saw & Too! Division THINGS 
1702 Nevins Road, Fair Lawn, N. J. IN PLACE 
BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 
GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 
Want more facts? Circle 174, p. 59 Want more facts? Circle 176, p. 59 
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Don't /et 
customers worry 
youa bit’ with 
demands for out 
of stock items. 
Get ’em fast... 





IT’S THERE IN HOURS... 
| AND COSTS YOU LESS! 


Your packages go anywhere Greyhound goes...and  —F@S™@=@ 3322S See S222 2 = 45 

Greyhound goes over a million miles a day! That MAIL COUPON TODAY! 
means faster, more direct service to more areas, i 
including many, many places not reached by other H 
public transportation. j 
What’s more, Greyhound Package Express offers J 
this service seven days a week...twenty-four hours Jj 
a day...even on week-ends and holidays! Packages | 

get the same care and consideration as Greyhound § Name 

passengers...riding on dependable Greyhound buses i Title 

i 

i 

: 

i 

i 

~ 





The Greyhound Corporation 
Dept. PE L2 

5600 Jarvis Ave 

Chicago 48, Illinois 


Please send me complete informaticy on 
how Greyhound Package Express can hel; 
soive my shipping problems 


on their regular runs. And you can specify C.O.D., 
Collect, or Prepaid. 

So remember—anything from bits to barbed wire 
can be sent Greyhound Package Express. 
Call your nearest Greyhound bus station or write to 
Greyhound, Dept. L2, 5600 Jarvis Ave., Chicago, Ill. 


Want more facts? Circle 177, p. 59 
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IT’S A DRILL! 


Two new reasons why B&D 


% Ss 


‘ TWIST! It’s a Screwdriver! 


NEW B&D SCRU-DRILL 


You sell two-in-one when you sell the new 
Black & Decker Scru-Drill! Set the adjustable 
collar at ““DRILL” and you have a Black & 
Decker *%” Drill. Twist the collar to “SCREW” 
and presto! With a screwdriving bit in the 
chuck, the Scru-Drill is now ready to drive 
either slotted or Phillips Head screws... the 
spindle clutch does not engage until pressure 


SPECIAL INTRODUCTORY 


is applied, disengages when screw is “home.” 

Handles up to #10 x 1%” wood screws, 
#12 machine screws and nuts. Drives them 
in seconds, too! Now the same tool drills 
lead holes and drives screws... handy for 
home owners, builders, craftsmen. Ask your 
B&D supplier now about the new Black & 
Decker Scru-Drill. 


OFFER! Packed with each Scru-Drill is a new 


Screw Pilot Assortment, including five Screw Pilots and Adjustable 
Stop. These pieces drill a pilot and shank hole and countersink in one 
operation for No. 4 to No. 12 size screws. You can offer your customers 
this $3.95 value FREE with every new Black & Decker Scru-Drill! 


Want more facts? Circle 178, p. 59 
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leads in electric tool sales! 


NEW BLACK & DECKER 
DUST-LESS FINISHING SANDER 


Here’s the answer to those sanding jobs 
that require fast, clean performance! 


The Black & Decker Dust-Less Fin- 
ishing Sander gives a fine satin-smooth 
surface without objectionable dust! And 
truly efficient, healthier dustless opera- 
tion! You can even remodel in an 
occupied home! 


BUILDERS = (se. | 
BEST BUY @ 


BLACK 4&2 DECKER TOOLS 


This new unit connects to a vacuum 
cleaner to whisk away dust as it forms, 
leaves a clean working surface. 


Your customers can even sand and 
paint in the same area! Your Black & 
Decker supplier has the new Black & 
Decker Dust-Less Finishing Sander now 
...ask him about it. 


Yok & Deckehs 


Towson 4, Md. World's Largest Maker of Electric Tools 


Want more facts? Circle 178, p. 59 
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a INSTANT WIPE-ON 
SEND FOR gio (Continued) 


/ CATALOG AND | & 
JOBBER’S NAME ese m 
priced merchandise in housewares, 
tools, and seasonal lawn care equip- . 


ment. Dealers using the circular 
NAME ; ‘ | g le < reulat 
vn pare ; may back their promotion with a 





a!) a store trim kit and newspaper ad 


———______— , : 
COMPANY |" | mats available from Cosgrave & | adin Stores 
sani Associates. | 
& 


The following hardware whole- 
CITY/STATE ee 
es percent salers are participating: 


Buhl Sons Co., Detroit: Decatur | 
& Hopkins Co., Boston; F. W. Heit- Check these 
mann Co., Houston: Charles Ilfeld 


Co., Albuquerque; May Hardware 
Co., Washington; I. W. Phillips * Lasting beauty for floors, 


& Co., Tampa; Rose Kimball & furniture, woodwork. 
Baxter, Inc., Elmira, N. Y. The 
Schoellkopf Co., Dallas; Seller 
Bros. & Co., San Francisco; P. A. * Repairs scratches and worn 
& S. Small Co., Inc., York, Pa.; places. 

Wickliffe Wholesale, Youngstown; 
V. Tausche Hardware Co., La- Restores, resurfaces, pro- 
Crosse; W. A. L. Thompson Hard- tects. 

ware Co., Topeka, Kan.; Whitlock 
Corp., Yonkers, N. Y.; M.S. Young 
& Co, Allentown, Pa.; and ZCMI Not a wax—not “cut” 











ONE-PIECE NON- 
PINCH HANDLE 


VISE 


HARDENED STEEL 
JAW INSERTS 


FEATURES 


* Dries in 15 minutes! 


HARDENED STEEL 
CUT-OFF TOOL 











Saves scrubbing and waxing. 


Wholesale Distributors, Salt Lake full profits. 
City. 
‘3 


lastant Wipe-On has more and better 
ingredients, costs more to make, sells for 
Worth's “Spring Sale" more, and does more for your customers. 


Women see the difference immediately. | 


RED FINISH mailer pulls traffic They like it—come back for more. 


are en More traffic is available to deal- Saves women work because it actually lasts 


, eae ai . - “a many times longer than shoddy, cheap 
ers using the “Spring Sale” maile: wens chudiedl with emma ddne 


offered by Worth Hardware Co., and sold at cut prices everywhere. 
New York City wholesaler. _—y 


PIPE JAWS 


THAT 


hard-hitting local co-op ads and 
The S-page circular features a promotion will bring you the business. 


coupon special on a plastic pail for 





STEEL CHANNEL SLIDE 


PROTECTS SCREW Order a case—try a quart at our expense 


(send postal—we will credit you at once) 
Prove it on your own floors at home. 


BUILD PROFITS 


its a big 

apRING 

SPRUCE UP 
item! 


Well-made, well-finished Simplex 
vises bring you higher profits be- 
cause your customers see value. 
All 5 vises in the line feature 
quality for fast turnover. Attrac- 
tive discount schedule. Get top 
profits by selling the best. 


GLEAMING | 


el allie “1 Order at once from 
os es mon ad : - ee) ‘st me weer oe § <YOur distributor or direct 





40% discount 

Desmond-Stephan Mtg. Co. 

Urbana, Ohio EMBREE MANUFACTURING COMPANY © ELIZABETH 4, NEW JERSEY 

RES AS A BO ER 

Want more facts? Circle 179, p. 59 Want more facts? Circle 180, p. 59 
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Ads like this produce customers for you! 
...theyre part of Libbeys big I959 program 


im Libbey sl 
CGCK ¢ 


aSS 





ri PAK AG ALA lec . : 
q 


Libbey’s big 1959 advertising 
program appears in these 
leading national magazines— 





building customers for you. 


‘Cariobeen Cruise” 

— 

Pilsner ® *’ gay vith ook 

res in brid 
n A have 
didy set at 


d set w th 


<< £ 
MBC pattern Sef Ca 
er Deautifully Zift- boxe 


Ss only about $9.95 


nh golden leave« 


Cotden Foliage Caddy Set. § on.) 
CKS lisse nd match 
’ ! - 
And each trik 


Lage gessees 


a 
Louse Beaulifa 


“Cocktails for Two” Set. § 
elegant with Its distinctive ‘Drun ‘ 
Cutting! In every set are 2 by 
shining little glasses* n 
’ server 1 


“Con 
a tinental Cups.” \ 2K gold Creci 
tes. ‘rkling glass and : ‘ , an Key fesign hands 
ier ale letachable foes @ in the ha tsorne oide 
S-Ge a A g, eeUps. Beautiful — yer 
gly gift-boxed « 


epeate 
hout $7.80 
LIBBEY SAFEDCE GLASSWARE 


AN (I) Propucr Owens-Ituinors 


CPENERAI a 
Un ; 


5 FULL-PAGE, FULL-COLOR AD appears in the May issue of BETTER 
Homes & GARDENS, reaching more than 4% million homemakers across 
the country .. . telling them of the many exciting new gift ideas avail- 
able from Libbey. 

They Il come to your store to get this lovely glassware—so pertect for 
gifts... so needed at home. Every set is gift-boxed for easy handling, 
and every glass is backed by the famous Libbey guarantee: “A new 
class if the rim of a Libbey Safedge” Glass ever chips.” 

Be sure to have ample stock on hand to provide every customer 
with the patterns she wants. See your Libbey Distributor now, or write 


to Libbey Glass, Division of Owens-Illinois. Toledo 1. Ohio. 


LIBBEY SAFEDGE GLASSWARE Owens-ILLINOoIS 


AN (I) PRODUCT GENERAL OFFICES » TOLEDO 1, OHIO 


Want more facts? Circle 181, p. 59 
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H&G’s Completely Merchandised 


FULL LINE of BRUSHES 


e@ An An Assortment for Every Budget 
eo FREE Racks of All Sizes 

e Famous H&G Quality 

e Sparkling FOIL Protect-a-Wrap 














See your Distributor or write 


HANLON & GOODMAN CO. 
2-12 MAIN STREET + BELLEVILLE 9, N. J. 
Want more facts? Circle 182, p. 59 
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New Wholesalers’ Aids 


(Continued ) 





o9¢. The coupon must be brought 
to the store by the customer to get 
the savings. Since the pail appeals 
to both the man of the house and 
wife, good traffic is expected. 

The mailer builds a bargain at- 
mosphere for the consumer and 
gives the dealer a full margin of 
profit on more than 95 percent of 
the items listed. 


66 low-price items in 
Schelly's Spring mailer 

C. Y. Schelly & Bro., Inc., Allen- 
town, Pa., wholesaler, has issued a 
Spring circular with 66 items of 


oe — — 














general Spring interest at prices 
that do not reduce dealers’ profits. 
The circular has four pages, in 
four colors. 

A store trim kit and ad mats are 
available for participating dealers. 








Promotions 


Manufacturers’ New 
Merchandising Plans 


Plastic Wood pushed in 
promotional campaign 


A series of 12 advertisements 
reaching 40 million homes will soon 
be started as a promotional cam- 











STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


STAR'S | 


FAST SELLING 


mera 


a 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 

#519 

Flush Type 

2516 

Semi- Concealed : 


yee ye %", Yr”, 


7518 
Offset Type in %"° 


OVAL HINGE 


#522 
Flush Type 
#520 
semi-Concealed 

> te i ee 
fee gh 


7521 
Offset Type in %" 


V-PULLS (with concave center) 


3595 
3'' Centers 
(not avail- 


able in Nickel) 


KNOBS & BASES 


#597—1'/."" Knob 
##597—2"' Knob 
##510-B—2'/,"" Base 
#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 


ALWAY MAGNET 
CATCH 
#232 


Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 


Ask for complete 
catalog & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
P12" x151/2"* x V2" 


available upon 
request. 


ET 
ST R ah Brookly 


380 But! 


Sold through wholesalers only 
Want more facts? Circle 183, p. 59 





Manufacturers’ Promotions 


staal Build Bigger Sales 
paign for Plastic Wood by Boyle- Volume in LEVELS 


Midway Div., American Home 


Products Corp., New York City. Te 1) ht La 


The do-it-yourself campaign will 
pinpoint specific jobs that the 
product does best, from home and 
garden repairs to mending boats. World’s Most Complete Line 


The ads are scheduled for some gives you a Streamlined 
18 national consumer magazines, Assortment of Fastest-Selling 
including: Life, Saturday Evening Levels...PLUS Exc/usive New Levels 
Post Family Weekly American Destined to Leadership in Industry 
Home, Better Homes and Gardens, Carpenters, plumbers, bricklayers, 
and Farm Journal. masons, sheetmetal workers, 
engineers, home hobbyists — 
they're all your steady customers 
when you offer them “Extreme 


Accuracy” EMPIRE Levels that 
Horrocks-Ibbotson has fit their needs exactly! Show 


. them all sizes and types from 
a fisherman's contest 


slim pocket “torpedoes” to great 
Dealers are offered a traffic build- A: gg sll er pan - 
ing display in conjunction with a Magnesium in special models 
fisherman’s conservation contest aoe eS work. 
by Horrocks-Ibbotson Co. Utiea, | _ For ereater sales volume and profits in Levels. 
Me Bs prices and catalog — including the new 

This counter display has a free SLIMLINE Levels. 
consumer booklet called “Fishin’ 
Facts,” contest entry blanks, and 
details on 53 prizes. Counter dis- 
plays are free. First prize is an 
equipped trailer for sportsmen. 


Contest will be advertised in | BURO: HARDWARE WEER SPECIAL NS-tS9 


Pall @ Steeon ant ove Lic, YOU get 12 tubes of PLASTIC ALUMINUM 
A tie-in kit of display cards, 


streamers, ad mats and other mate- plus 2 FREE “SURPRISE” TUBES in this 


rials is available. 

Contest is supported by some | om CUD: _— 
10,000 sportsmen’s clubs and con- | a aon AC — 
servation groups. May 30 is con- | ten ; . | 
test deadline. | ) \ = Ceasure yest 

| S| a) ' . —a <i” 


YOUR PROFIT MARGIN NEARLY 50°% 


M P +i | - xe You get 12 big 5% oz. $1.00 tubes of DURO 

‘ PLASTIC ALUMINUM, the original metal in putty 
yers umps promo ion J form . . . the fastest selling fix-it item on the 
° . : market today. DURO PLASTIC ALUMINUM can be 
includes co-op money | | = | AB Wep, : imitated, but not duplicated. 


. ' PLUS 2 FREE TUBES OF EITHER: 
Dealers who sell wate systems | | DURO PLASTIC RUBBER, chemically vulcanizes to repair 
will be interested in a sales pro- | , ~s most everything made of rubber or canvas. Big 4 oz. tube 


; only $1.00 OR 

motion package, including coopera- DURO PLASTIC PORCELAIN, just the trick for a chip or 
. * s . . ¥, , 

tive advertising, offered by F. E. nick. Repairs chipped or worn down porcelain. 134 oz. tube 
Myers & Bro. Co., Ashland, Ohio. 


ae only $1.00 OR 
DURO PLASTIC ALUMINUM, The 2 surprise tubes are packed 
, ; in your Treasure Chest carton. You're a winner with any 
The promotion backs Myers combination. 
Olympian line of pumps and water 
systems. Myers, through distribu- 
tors, will pay for a portion of 
dealer ads in newspapers and on 
radio. 





EMPIRE LEVEL MFG. CO. 
10926 West Potter Road, Milwaukee 13, Wis. 
Want more facts? Circle 184, p. 59 
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Retail Value | FREE UPON REQUEST 
‘| Self-Selling Wire Display Rack 
. $] 4.00 | 9) Display Card [] Window Banners 
= .% | } Ad Mats | | Envelope Stuffers 
gg eo ' } Sample Applications 
e- | POpry.* Dealer Cost | Fill in and return the postpaid card 
LMECHANIES | $7 20 | included in your Treasure Chest carton. 
ANIC: ‘ 4 

includes posters, various other dis- ORDER STOCK NO. HS-159 FROM YOUR JOBBER 


play aids, ad mats, and direct mail | The WOO DHILL Chemical Co. - 1390 East 34th St., Cleveland 14, Ohio 


pieces. “Originators and World's Largest Manufacturers of Plastic Aluminum" 
Want more facts? Circle 185, p. 59 
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The dealer promotion packages 




















JEFFERSON 


is your 
ONE-STOP SOURCE 
for 


— SCREWS, NUTS 
| AND BOLTS 


for Every Industry! 





| STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL ¢ ALUMINUM 





Industry's Easiest-to- 

Use Catalog places all 
your Fastening needs at 
your fingertips! Large, 
clear listings, helpful 
illustrations. Use your 
Jefferson catalog today | 


and every day. Additional 
copies free on request. 


v7 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 


after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 
S$Pring 7-8400 











Want more facts? Circle 186, p. 59 
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How to upgrade a sale 
(Continued from page 54) 


“If this merchandise isn’t satis- 
factory,” he might (but al- 
ways with a smile), “just return it 
end try to get your money back.” 
Homespun humor, maybe, but it 
makes for better business relations 
in Mr. Weber’s opinion. 

“We don’t have the heavy traffic 
that big-city stores do,” he says. 
“If we did we might not be able to 
operate this way. As it is, if I so 
much someone looking in 
the front windows I'll go out to 
the sidewalk and start talking with 
him. It never hurts to be friendly.”’ 


Say 


aS see 


By such means, Mr. Weber con- 
verts those just visiting into cus- 
tomers, and 10¢ customers into big- 
ticket buyers. If you drop in for a 
snack at Weber’s hardware cafe- 
teria, you’re likely not to leave be- 
fore you’ve had a 10-course dinner. 

@ End 


Brief application form 
attracts credit sales 
(Continued from page 56) 

Shearer Hardware has had even 
better results than originally ex- 
pected. 

Sales volume increased 12 
cent in 1957 over 1956. 


per- 


“We found that we were getting 
a new flow of customers, who cus- 
tomarily buy everything on time 
payment plans and who refuse to 
consider cash purchasing,” Mr. 
Shearer said. 

“Since the 12 percent added sales 
represented for the most part full 
list price sales, we naturally feel 
that credit has been a fine thing. 
It has helped us to meet competi- 
tion, to sell big-ticket items which 
were difficult to move before, and, 
finally, is the sort of convenience 
which today’s customers really ap- 
preciate.”’ 

Time payment sales have done 
the job because Shearer Hardware 
is selling mowers, power 
tools, expensive toys, electrical ap- 


power 


pliances, and big orders of paint 
and hardware to people who would 
go elsewhere otherwise. Unit sales 
have been much greater, and cus- 
tomers don’t haggle over prices 
when they can adjust time pay- 
ments to their incomes. @® Lnd 





_ COMPACT 
| WORK FAST 





YOU GET 


GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 














CLEAN-OUT AUGERS 
WORK WHERE CHEMICALS FAIL 
For clogged drains and closets; equipped with 


adjustable rotary handle; individually packaged 
in attractive counter display carton. 


STEEL TUBE CLOSET AUGER 


The most practical and sanitary device for 
removing obstructions from closets. Ideal for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 





LOW COST 


EFFICIENT 
SANITARY 


’ 
. 
+ 
+ 
. 
5 . 
: . 


PREVENTS 
MESSY FLOORS 


For most home waste 
lines; easy to use. Bulb 
shape Boring Gimlet; with 15’ or 25’ of \”’ 


snake. 
FLAT STEEL 
SEWER 
RODS 


A sturdy tool for 
cleaning waste 
pipe and sewers. 
Equipped with 
combined roller ball spear head and adjustable 
metal grip handle. 


~ 








Send for complete information. Distributors 
throughout the United States and Canada. 


GENERAL WIRE SPRING 


COMPANY 
904 Ene Sarah Street, Pittsburgh 3, Pa. 
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Talcott’s Flexible Financing Plans 


FOR...SOUND BUSINESS GROWTH, 
EXPANSION OF SALES, SEASONAL 
INVENTORIES, MODERNIZING EQUIPMENT 


Steady growth through the years reflects the suc- 
cess with which many clients have used the 
Financing Services of James Talcott, Inc. These 
plans are personalized .. . flexible . . . made to 
order to suit your industry's special 
requirements. 


Remember: talk to Talcott whenever you need 
working capital. You'll get time-saving and profit- 
able assistance from the man from Talcott. 





Talcott’s Special Financing .. . 
e Accounts Receivable (Non-Notification) @ Inventories 
@ Machinery & Equipment e Instaliment & Lease Sales 


JAMES TALCOTT. INC. 


FOUNDED 1854 


CHICAGO 


209 South LaSalle Street 
Financial 6-1444 


NEW YORK 


221 Fourth Avenue 
ORegon 7-3000 
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DETROIT 


1870 National Bank Bidg. 
WOodward 2-4563 








NOW—A TOP NAME 
IN HARDWARE 
PRESENTS— 


GOLD 
SEAL 


DALTON POWER TOOLS 


A Spectacular New Line of Portable Electric Tools with Professional Quality 
Features and Rugged Styling—AT PRICES THAT BEAT COMPETITION! 
8 BEST-SELLING POWER TOOLS Moot Ne. 2250-2. 


Va" ELEC. 
For Builders, Maintenance Men, DRILL 
Home Owners and Industry 


% Heavy-Duty, Precision-Made, Plenty 
of Reserve Power 4" Jacob 
= % Lustrous Mirror Finish ILD. thrust ball bearings. 2- 
*% Sturdy, Attractive Display Boxes No. 0250-3, S-wire cord and adaptor 
% Prices that Insure Fast Turnover and ‘ius we Bist 28% 
full Profit Margins 

MODEL No. D44 SABRE SAW. Cuts 2x4s, ply- 
115 volts “AC. DM 3500 Ai/18" vesehes bes ae 


Adjustable base for bevel cuts to > deg. angle. 
Complete with mitre gauge and 3 blades 











4%” capacity in 
steel; %” in 
wood. Full load 





Ss 

~Z ars 

MODEL No. D88 
| 7" POWER SAW 


Powerful 144 H.P. motor, 110-120 


gy 


volts AC-DC,. Cuts up to 2 7/16”: 
2%” at 45 deg. Combination blade 
Rip guide included. List $48.95 
No. D7B—7” Power Saw. Rall 


List 
Bearing. List $58.95 $34.95 








D500-2 


Va" ELEC. ga spoom 
DRILL "ete 


%” capacity in steel; 1” 

in wood. Full load speed 

100 rp.m Powerful 115. volt 
AC-DC motor. %” Jacobs geared 
chuck and key. H.D. multiple 
thrust ball bearings. Top han 
dle 2-wire cord List $44.95 
Model No. 0500-3. 3-wire cord 
and adaptor for heavy duty in 


dustrial use List $48.95 


ALL U.L. APPROVED 
* FULLY GUARANTEED 


°. eit 


ORDER NOW 
FOR 
PROFITABLE 


MODEL No. D380 
Ye" ELEC. DRILL 


Perfect for the professional 


user Powerful 115 volt Af 
ID° motor Full load speed 600 

%” Jacobs geared chuck and 
ey. H.D. multiple thrust ball bear 
‘-wire cord and adaptor Auto- 
trigger switch. List .. $32.95 


SPRING 
PROMOTIONS! 


~ 3 

of woe fly 

: 2 ASE 
AL 











matic 


Your Jobber Stocks, or 
Can Get for You! 


DALTON MFG. CO. 


30 S. Central Ave. 
St. Louis 5, Mo. 





Other Top Quality DALTON Products 
Dalton and Spee-Dee Sawhorse Brackets 
Dalton Fully-Mechanical Sawhorse Legs 

Dalton Portable Electric Jig Saws 

Dalton and Spee-Dee Garden Hose Hangers 

Spee-Dee Tool & Parts Holder 
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NOW... FROM WESTINGHOUSE—THE GREATEST ADVANCE IN LIGHT BULBS & 


86” applauded 
its New Shape! 





18% preferred — 
its  SUDETOT ight: 





...and it pays up to 21.7% extra soft’ 


Want more facts? Circle 190, p. 59 
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EST/NGAOY? 


IN 34 YEARS! 





The New Shape Westinghouse Eye Saving White bulb is the most thoroughly tested light 
bulb in history! Housewives all over the country tried this great new bulb and the results were 
overwhelming! Millions of other housewives will see New Shape in almost every major 
magazine. They'll see it year-round on the “Westinghouse Desilu Playhouse’’—one of TV's 
biggest network shows. And they'll be asking for it. So stock up now. Call your authorized 
Westinghouse lamp agent, or write—Westinchouse Lamp Division, Bloomfield, N. J. 


«: " you CAN BE SURE...IF as We Sti nghouse 


WATCH “WESTINGHOUSE L LUCILLE BALL—DESI ARNAZ SHOWS” CBS-TV MONDAYS 


Want more facts? Circle 190, p. 59 
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Read it in 


HARDWARE 


EWS OF 





HARDWARE AGE FOR 





News About Dealers: Kansas City Store 
Moves Across The Street Into New Building 





Kansas City, Mo.— A-1 
HARDWARE & RENTAL, an af- 
filiated S & Q store, has built 
a new 5,000 sq ft store 
across the street from the 
former store. Grand opening 
of the new building was held 
in late December. The store 
operates as two sections with 
the rental division separate 
from the hardware end, ac- 
cording to owner Max Chap- 
man. Al Hardware was one 
of 18 Rich-Con Red Circle 
Stores in Kansas City that 
merged with S & Q Hard- 


ware Stores program of Jan- 
ney, Semple Hill & Co., Min- 
neapolis wholesaler, in 1958. 


Des Moines, lowa—MEUSEI. 
HARDWARE has moved into a 
newly remodeled building at 
Nashua. 


Madisonville, Ky. — Fox 
HARDWARE suffered an esti- 
mated $80,000 to $100,000 
loss when fire gutted the 
store’s second floor. Despite 
a five-hour battle extensive 

(Continued on page 128) 





Fred Leventhal Heads 
National Broom Assn. 


Fred R. Leventhal, secre- 
tary-treasurer and _ general 
manager, Vining Broom Co., 
has been elected president of 
the National Broom Manu- 
facturers’ and Allied Indus- 
tries Association for 1959. 

Mr. Leventhal, formerly 
first vice-president of the as- 
sociation, was elected at the 
group’s annual meeting held 
recently in Chicago, IIl. 





FRED R. LEVENTHAL 





Pump Men Accept Certification Seal: Plan 
Series of State-Wide Water Use Workshops 


A certification seal to be 
attached to electric water 
systems was adopted at the 
Feb. 4 and 5 winter meeting 
of the National Association 
of Domestic & Farm Pump 
Manufacturers in Chicago. 

The group also saw the 
industry’s film “Think About 
Water” and heard plans for 
a series of three-day state- 
wide water use conferences. 

The seal illustrated with 
this article, will be the cus- 
tomer’s assurance that a 
pump’s capacity is properly 
given. Standards which 
pumps must meet to merit 
the seal were approved by 
the association last June. 





Certification seal to be attached 
to water pumps by manufacturers 
stating pump's capacity. 
The seal will be attached 
to pumps July 1, and is now 
(Continued on page 130) 
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Sinks Manages Sales 
At Century Products 


M. H. Sinks, former sales 
agency head, has been ap- 
pointed as sales manager, 
Century Products, Inc., 
Cleveland, Ohio. 

Mr. Sinks will direct sales 
of the company’s complete 
line of Puritan toilet seats. 





M. H. SINKS 


Federal Scores Gains, 
Promotes J. R. Bellamy 


Federal Tool Corp., Chi 
cago, has named a new 
housewares sales manager in 
its report of record sales for 
L9DS. 

Ross Bellamy has been pro 
moted from sales manager, 


national accounts, to sales 





J. ROSS BELLAMY 


housewares sales. 

In its year-end report, Fed- 
eral sales were quoted at $8 
million, a 6 percent gain for 
the year. The firm predicts 
$9 million for 1959. 

Federal also announced 
new sales managers 
sistants for four specialty 
divisions. 


manager, 


Or as- 


Boyle-Midway Elects 
Robert Wheeler V-P 


Robert S. Wheeler, for- 
merly advertising director, 
has been elected vice-presi- 
dent, Boyle- Midway Div., 
American Home Products 
Corp. 

Mr. Wheeler joined the 
company in 1950 as national 
sales promotion manager. 





Cass S. Hough Heads 
Daisy; Others Elected 


Cass S. Hough was elected 
president and treasurer of 
the Daisy Mfg. Co. following 
the recent death of his 
father Edward C. Hough. 
(See page 136.) 

Robert C. Wesley was elec- 
ted executive vice-president 
and C. R. Sealingi, vice- 
president (operations). Roy 
M. Tolleson, Jr., was elected 
secretary and Anson Beaver 
became assistant secretary, 
assistant treasurer and comp- 
troller. 

Mr. Hough has been a 
Daisy executive since 1926. 





CASS 8S. HOUGH 


He was twice president of 
the Toy Manufacturers Assn. 
of the U. S. A. 
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ROBERT U. CLEMENCE 


Robert U. Clemence 
Elected Hyde President 


Robert U. Clemence, for- 
mer vice-president, has been 
elected president of Hyde 
Mfg. Co., Southbridge, Mass. 
He succeeds Arthur J. La- 
Croix, who was elected chair- 
man of the board. 

Mr. LaCroix has been with 





BARTH 


H. G. 


Hyde for 55 years and served 
as president for 30 years. 

In other changes at Hyde 
the following officers were 
elected: 

KF. A. Skinner, 
and comptroller, 
Barth, vice-president of 
sales; Alan C. Ferguson, 
vice - president manufactur- 
ing. Russell A. Burton was 
named director of marketing. 


treasurer 


H. G. 





White Bag Co. Buys 
Control of Hall & Co. 


White Bag Co. has acquired 
a controlling interest in Hall 
& Co., wholesale hardware 
and mill supply firm, Spar- 
tanburg, S. C. Hall & Co., 


will continue to operate as 


a wholesale distributing firm. 

Newly elected officers are 
John B. White, president 
and treasurer; Margaret W. 
O’Connell, vice-president; 
Robert L. White, executive 
vice-president and_ general 
manager; and Floyd A. 
Alley, secretary and assis- 
tant treasurer. 





Program Dealers’ Sixth Annual Meeting 
Hears Hibbard Promotion Plans For 1959 


First quarter promotion 
plans were reviewed at the 
sixth annual meeting of pro- 
gram stores of Hibbard, 
Spencer, Bartlett & Co., 
Evanston, Ill., wholesaler. 

The convention was at- 
tended by True Value, As- 
sociated Hardware and Au- 
burn Associate dealers at the 
wholesaler’s headquarters. 
There were 533 stores repre- 
sented by more than 1500 
people. Buying ran_ well 
ahead of 1958 according to 
exhibiting manufacturers. 


O. W. Ahl, president of 
Hibbard, made the annual re- 
port and commented that they 
were looking ahead to fast 
progress. 

George F. McIntyre, vice- 
president of sales, reviewed 
progress in 1958 and went 
over future promotion plans. 
This included the Big Niner 
Sale Circular, Spring Home 
& Garden Book, and Spring 
True Value Week Sale. It is 
expected that 600 stores par- 
ticipate in the True Value 
program with consumer cir- 
culation of 2% million copies. 


120 Stores Join Janney’s § & Q Group; 
Now Totals 600 With $70 Million Volume 


Addition of 120 stores to 
its group of owner-operated 
franchised stores was _ re- 
ported at a recent dealer 
meeting sponsored by Jan- 
ney, Semple, Hill & Co., 
Minneapolis wholesaler. 

The new stores bring to 
approximately 600 the num- 
ber of units franchised 
under the Janney S & Q 
stores program. These 
stores are located in 21 
states. 


The volume of retail busi- 
ness done by these stores Is 
estimated at $70,000,000 a 
vear. 

This year’s dealer meet- 
ing was limited to members 
of the S & Q group and was 
the largest conference ever 
held by the firm, according 


to L. M. Hatfield, Janney 
president. (See photograph 
on page 154.) 


Among the new S & Q 
stores at the meeting were 
a number previously 
ciated with Rich-Con 
Marshall-Wells. 

A number of distributors 
from other areas, including 
the East and West Coasts, 
also attended the meeting as 
guests of Janney. 

Dealer sessions at the 
meeting put emphasis on 
standardization, better man- 
agement, and inventory con- 
trol as keys to better profits. 
The meetings, under the 
chairmanship of Harold 
Dungan, Janney stores divi- 
sion manager, featured talks 
on management by various 5S 
& Q store owners, including 


asso- 


and 


Don Lee of Portage, Wis., 
and John Breen of Blue 
Earth, Minn. 

(Continued on page 134) 





Kenneth Ryder Elected 
Nutmeggers President 
Kenneth Ryder, Southing- 


ton Hardware Co., was re- 
cently elected to succeed 
James Hirst, Church & 


Morse, as president of the 
Nutmeggers, hardware trav- 
eling salesmens’ group. 

New first and second vice- 
presidents are Windsor Hol- 
lis, Simonds Saw & Steel Co., 
and Vincent J. Nesci, L. L. 
Ensworth & Sons Co. 

Earle J. Hopwood, Com- 
stock Ferre & Co., was re- 
elected secretary - treasurer. 
E. C. Sullivan, Sullivan Tool 
& Supply, Inc., is ass*stant 
secretary-treasurer. 

New directors are James 
Hirst and F. Douglas Arn- 
out, Clemson Bros., Inc. 


Raymer Hardware Co. 
Promotes Ralph Oslin 
Ralph Oslin has been pro- 
moted to supervisor of con- 
tract hardware sales for the 


Raymer Hardware Co., St. 
Paul, Minn. wholesaler. Mr. 
Oslin was a member of the 
sales staff. 

Before joining Raymer, 
Mr. Oslin was with Warner 
Hardware Co., Minneapolis 
wholesaler. He joined that 
firm in 1953 as a retail sales- 
man and later moved to the 
wholesale staff in the con- 
tract hardware department. 


Grocery Chain Offers 
Mowers Plus Stamps 


Kroger Grocery stores of 
St. Louis recently offered, 
through newspaper advertise- 
ments, a 25-in. rotary mower 
at $49.95. 

The store also offered 500 


trading stamps with each 
mower. Layaway and easy 
payment plans were also 


promoted. 

The machine was listed as 
having a four cycle B&S 
3-h.p. engine, staggered 
wheels and steel deck. 
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from the makers of sx/zsaw products 





new sander-plane 


another fast-selling 


Perma-Grit product 


Just out and a real profit maker. Versatile 
handyman’s tool works 5 ways—sands, 
planes, files, shapes, notches. Wonderful for 
wood, compositions, plastics, laminates. 
Retails for just $3.95. 


mw works twice as fast 


Blade has thousands of sharp, tough tungsten 
carbide cutting grits. Removes stock on 
forward and back strokes—twice as fast as 
any wood file or rasp. Coarse grit on one 
blade side, fine grit on the other. 


w lasts a lifetime 


Grit permanently bonded to steel blade. Can 
last a lifetime of ordinary workshop use 

with occasional cleaning by wire brush or 
solvent. Wide grit spacing resists clogging. 


complete line of Perma-Grit products: 


Mi Hand Sanders @ Straight or 
curved files 


Mi Sanding sheets for 
electric sanders 





Mi Wheels for table 
or radial saws 


*A Trade Mark of SKIL Corporation 


Famous SKIL and SKILSAW prod- 
ucts, made only by SKIL Corporation, 
$033 Elston Avenue, Chicago 30, fil. 
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News About Dealers: 





(Continued from page 126) 


of the building and stock. 
Cause of the fire is unknown. 
E. P. Fox and his son James 
Edgar own the company. 


Plankinton, S. D.—GROEBER 
HARDWARE was opened here 
late last month by Leo 
Groeber. 


Manufacturers Assn. 
Registration Deadline 


The American Hardware 
Mfg. Assn., has set Monday, 
Mar. 16 as advance registra- 
tion deadline for the Southern 
Hardware Convention sched- 
uled Apr. 12-16 in Palm 
Beach, Fla. 

Registratious received be- 
fore the deadline will be in- 
cluded in the advance direc- 
tory and all others will be 
included in a supplement is- 
sued at the convention. 


News of the Trade — 





Stambaugh Names Kindig 
Abrasives Specialist 


Robert A. Kindig, Jr., has 
been named abrasives spe- 





ROBERT A. KINDIG 


cialist of Stambaugh Supply, 
industrial and contractor 
supply division, Stambaugh- 
Thompson Co., Youngstown, 
Ohio, wholesaler. 

Mr. Kindig has served in 
similar capacities for Carbo- 
rundum Co., Boyd-Wagner 
Co., and other abrasives 
manufacturers. 





“Be tea 
pos hea 





The Ohio Architectural 
Hardware Institute spon- 
sored by the American Soci- 
ety of Architectural Hard- 
ware Consultants will begin 
classes at Ohio State Uni- 
versity June 15. More stu- 
dents will be admitted to this 
builder’s hardware training 
course than ever before 
(150). This is the seventh 
year for the institute, which 
opens officially June 14, and 
the third year it has been 
held at Ohio State Univer- 
sity. George P. Merrill, 
A.H.C., executive secre- 
tary of the Society, will co- 
ordinate the program and 
Dr. William B. Logan, direc- 
tor of distributive education 


Builders’ Hardware Clas 


x 


ses Set For June 15 


% 

Re 
s 
= 


and associate professor of 
education at the university, 
will direct the institute. 


John Stodder Retires 
From American Steel 


John D. Stodder has re- 
tired from the Cyclone Fence 
Dept., American Steel & 
Wire Div., U. S. Steel, Chi- 
cago, after 27 years. 

Mr. Stodder, who was 
product manager, hardware 
product sales, joined the firm 
as a salesman in 1931. He 
has held his most recent po- 
sition since 1956. 

Mr. Stodder is a member 
of a number of national and 
local hardware associations. 








- News of the Trade—— 
brief reports of 


MANUFACTURERS SALESMEN 


@ Butcher Polish Co., Boston, Mass.—John Snow, Jr., from 
merchandising manager to cover the West Coast, with head- 
quarters in San Francisco; George Sandberg from New 
York territory to western Pennsylvania, West Virginia and 
eastern Ohio, with headquarters in Pittsburgh; and William 
Wallis from Massachusetts, New Hampshire and Maine ter- 
ritory to Michigan, Indiana, Kentucky and western Ohio. 
James Maun, western sales supervisor, in addition to his 
regular duties will be responsible for Denver. 








@ Chase Brass & Copper Co., Waterbury, Conn.—Wallace 
l.. Brown, Chicago district manager since 1951, to midwest- 
ern regional manager. He replaces Paul M. Thomas who 
has been named manager of mill sales. Alfred M. Johnson, 
Dallas district manager, will succeed Mr. Brown as Chicago 
district manager. 


@ Clinton Engine Corp., Maquoketa, lowa—Vince Benton, 
formerly western division sales manager to sales manager, 
eastern division; Hobson B. Carroll from territory sales 
manager to western division sales manager covering 23 
states and western Canada; Roland W. Sandell, formerly 
with General Motors Institute, United Motors Service, to 
territory sales manager in Illinois and Indiana. 


@ Marksman Products, Div., Morton H. Harris, Inc., Los 
Angeles, Calif.—Dick Mernit to east coast sales manager, 
with headquarters in Valley Stream, Long Island, N. Y. 


@ Turner Brass Works, Sycamore, I1l.—James H. Sims to 
direct factory representative in North and South Carolina, 
Virginia and Georgia, with headquarters in Hickory, N. C. 


@ Salmanson & Co., New York—Joe Gorski to a newly cre- 
ated position as field sales promotion coordinator for the 
company’s national sales force. 





@ Risdon Mfg. Co., Naugatuck, Conn.—Richard P. Pearson 
to assistant sales manager of the Wire Goods Div. 





Illinois Dealers Elect Wylde President 


Taal ie | 
Vil jihad el ! 














- 


i 
i 





ti 7 


The Illinois 


convention in Peoria (left to right): seated, A. R. Stroot, Stroot 
Hardware Co., Quincy, past president; J. R. Wylde, Wylde & Son, 
Sycamore, president, A. O. Jahr, Jahr Hardware, Mahomet, vice- 
president; standing, W. F. Ewert, Illinois Retail Hardware Assn., 
managing director; new director Edward Johnson, Village Hard- 


Retail 


Hardware Assn. elected 


at 


officers its recent 


ware of Western Springs, Western Springs; holdover directors: 
R. G. Bucher, Bucher Hardware, Bradford; J. D. Gehl, Henry Gehl 
Hardware, Mattoon; G. J. Hahn, C. Hahn & Co., Chicago; S. M. 
Getz, Get: Hardware & Electric, Greenville; E. L. Cox, Cox Hard- 


ware & Furniture, Marion. 



























TULIP design 
Cylinder Entrance Lockset 








ATTRACTIVE 
DEALER DISPLAYS 
AVAILABLE 





TULIP design | 
interior Lockset } 


STANDARD design 
Cylinder Entrance Lockset 
(Also, matching interior sets) 


\the 
complete 


quality 
line 








: 





Apartment — Sectional Entrance 


Entrance Set Cylinder Lockset 






Screen & Combination 
Door Lockset 


NATIONAL HARDWARE 


CORPORATION 


NEW YORK O: syne Pork a ae lia Tele jit, | Woacke 
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—News of the Trade 


A New Precision Instrument 
for Leveling and Incline 
Measurement 


| 
_ Brownell Relinquishes 
Lockwood Company Post 


Adon H. Brownell has re- 
linquished his post as man- 


—HOPDY 











Accurate, 
inexpensive, 
Simple to Operate 


Easy as a camera to operate! One man—ALONE— 
can do leveling and incline measuring. Accurate to 
a fraction of an inch. Many uses on the job and 


Optional — 
also 
available 
for the 
thousands 
of Hoppy 
Transits 
now in use— 
sturdy carry- 
ing case $3.25 





around the house. Guaranteed Product Satisfaction 





ADON H. BROWNELL 





MURRAY FORSYTH 


ager of the New York office 
of Lockwood Hardware Mfg. 
Co., Fitchburg, Mass. He 
will devote his time to spe- 
cial assignments and _ will 
take charge of the firm’s 
sales training program. 
Murray Forsyth, former 
sales manager and district 
representative in Indian- 
apolis and Detroit for Aetna 
Steel Products, has _ been 
named regional contract 





RALPH MOORE 


Moore, Ruberry Get 
Lander's Promotions 


Ralph Moore and B. J. 
Ruberry have been promoted 
in sales divisions at Landers, 
‘rary & Clark, New Britain, 
(Conn. 

Mr. Moore, for three years 
the sales manager at Elec 
tric Steam Radiator Corp., 
au Landers. subsidiary, is 
sales manager of hardware 
and vacuum goods division. 

Mr. Ruberry, former Phil- 
adelphia area sales manager 
of the home cleaning equip- 
ment division, replaces Mr. 
Moore at Electric Steam. 


Certification Seal 
Accepted By Pump Men 
(Continued from page 126) 


used in printed material by 
association members. Delay 
in putting the seal on pumps 
is to allow all members to 
make equal use of the new 
program. 

The “Think About Water’”’ 
film gives reasons for having’ 
the seal on pumps. The 
movie will be shown on TV, 
to civic and social groups 
and schools. 

Water-Use Workshops 


Carpentry Leveling Contour Plowing Guttering sales manager in Lockwood’s have been scheduled for nine 
Patio & Terracing _Brick Laying Drainage New York office. Before go- states. The first workshop 
Duct Installation Yard Grading Masonry ing to Aetna, he had served ctarted Feb. 24. These non- 
Foundation Work irrigation ETC. 











If not available at your Building Supply or 
Hardware Dealer, write directly to: 


HOPKINS MANUFACTURING CORP. 


Dept.HA|! 


Another Quality Product hy HOPPY 
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Emporia, Kansas 


as Lockwood’s contract sales 
manager in Chicago and at 
the home office. 

Mr. Brownell is the author 
of the HARDWARE AGE Build- 
ers’ Hardware Handbook. 


Mid-Year Exhibit Set 
For Housewares Show 


The 3lst National House- 
wares Exhibit sponsored by 
the National Housewares 
Mfg. Assn., is scheduled 
Monday through Friday, 
July 13-17 in the Atlantic 
City Auditorium, according 
to Dolph Zapfel, the associ- 
ation’s secretary. 


commercial sessions will help 
those who attend to hold 
water-use sessions in their 
own communities. 

Water systems, water con- 
ditioning and water heater 
dealers and wholesalers will 
be invited to take an active 
part in local workshops. 

Workshops will study 
water sources. Reciprocating, 
jet and submersible pumps 
and water conditioning units 
will be studied. 

F. B. Hout, president, 
Barnes Mfg. Co., Mansfield, 
Ohio, president of the asso- 
ciation, presided over the 
two-day convention. 
































‘“‘We don’t bother with oil—we’re making more 
money suggesting ‘SCOTCH’ BRAND 33 Plastic 
Electrical Tape with every electrical sale.” 


“SCOTCH” ond the plaid design are registered trademarks of 3M Co., St. Paul 6, Minn. 


oo -- - --— — 








se 
Tiienesora Miiaine AND fanvracrurine comed 
«++ WHERE RESEARCH IS THE KEY TO TOMORROW “SN 

>> 
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“BIGGER PROFITS 
WITH 


e Stops running toilets 
Saves money 
Nationally advertised 


Easy to install (no special tools) 


TANK BALL ( aon aaepeonoiibin 
Fc] 0] | >) |< 


Completely corrosion resistant 











MORE THAN 
7,000,000 
SATISFIED USERS 


Any home keeper 
who has been a 
‘bathroom jiggler’’ 
is a customer for 
“Alert” because 
it eliminates 
worrisome old type 
tank balls and 
lift wires... ends 
water waste and 
annoying gurgles 
once and for all. 
Put “Alert’’ on 
REPLACEMENT RUBBER BALL your counter and 

Round ball, chain and profit. 

attachment hook are 

available. Packed 6 to 
a box, 6 boxes 

to a carton. 





or 4 Ge £018) 

WHOLESALER NOW 

Tela a temiamacliclalL 

Taleihateltie) reiki olichy eles ae ialehi 

sells on sight. 12 boxes to a carton 


ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 
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OVER- COUNTER DISPLAYS — 
WALL SECTIONS 


ISLAND DISPLAYS 
AT LOWEST COSTS 


More Sales for Your 
GARDEN AND HORTICULTURE DEPARTMENTS 


Prepare for this spring’s Garden and Horticulture 
business with the MAGIC OF KASON’S MOD- 
ERN DISPLAYS. Whether you require an island 
display for seasonal expansion or a complete mod- 
ernization of your Garden-Horticulture Depart- 
ment, you can achieve these at LOWEST COSTS 
with KASON STRUCTURAL UNITS. 


WRITE FOR CATALOG 


BRANCHES: 


CHICAGO 
28 NO. HALSTED ST 


DETROIT 
8607 GRAND RIVER 


BOSTON 
265 CAMBRIDGE ST., 
ALLSTON, MASS. 


LOS ANGELES 
3410 W. WASHINGTON BLVD 


KASON HARDWARE 


CORPORATION 


71 WALLABOUT STREET 
BROOKLYN I1I, N. Y. 
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NEW LOW COST POWER 





ee hc 
ee 2 J * 
Cop eS, 


P-34%2 — One of the finest workshop 
vises made for the lower price field. 
Ruggedly constructed and designed to 
PARKER’S highest specifications. This 
vise is shell-mould cast for fine finish, 
has renewable steel jaws and a single 


workshop 


GRIP PARKER VISES TO HELP BOOST YOUR HARDWA 





SSR RS SPR: 


RE SALES 


Parker enters home workshop field with new line! 


Heavy duty shell-moulded vises in- 
clude all Parker Quality Features! 


These all-around home workshop 
vises are now available with all the 
quality features of workmanship and 
materials traditionally found for over 


125 years in PARKER Vises. 
Such famous PARKER features as 


renewable steel jaws (screwed on for 
easy replacement), one piece cold 
rolled steel handle, extra heavy chan- 
nel steel slide, pipe jaws cast right into 
the vise and positive locking (360°) 
swivel base make these PARKER Vises 
a welcome addition that will surely 
boost your hardware sales! 





7032 — Available with replaceable 
steel jaws and many of the famous 
PARKER features or with smooth jaws 
not renewable (71344). 


piece handle assembly with balls forged 
from handle stock. Includes such other 
standard PARKER features as positive 
locking full swivel base and an extra | 
heavy channel-steel slide to protect the 

screw. Finished in bright red bonded 

color . . . a customer attraction. | 


P-4 and P-5 — Larger jaw width vises 
i Want more facts? Circle 137, Pp. 59 


[YOUR CUSTOMERS WANT PARKER VISES! | 


YOUR CUSTOMERS WANT PARKER VISES! 


Your local distributor can fill your needs. Call on him TODAY! 


The CHARLES PARKER CO. | 


50 HANOVER STREET, MERIDEN, CONN., Established 1832 


are available in these sizes. 


















NEW DISPLAY ZOOMS SALE 


Our Policy: | | Hag mony 
to protect 4 


Ss) 

our profit <a 

° Poe 
es : nm 
Bee # hoe 
+ sage Ms ws 














DAYTON BAIT COMPANY 
Manufacturer of 
Rod-Tip Action Green Cap Floats 
is pledged 








¢ To manufacture the best in fishing floats. 


e To continue expanding our line of new prod- 
ucts—with greater sales appeal for you. 


Amazing blind 
fastener grips any 
material up to °44," 
thick, needs only 
To sell Dayton Green Cap Rod-Tip Action a. SaReeeees 

; space. Designe< 
Floats through recognized channels only. | especially to hold 
fixtures on flush 
doors. 


e To maintain one schedule of prices and | 
trade discounts with maximum profit pro- ae | 


tection for Jobbers and Retailers. ‘ | Cash in on sky-rocketing 


¢ To maintain Dayton’s aggressive National : S| 
Advertising in leading magazines. | | 


for 


demand 
advertised Molly Jack Nuts with this tested and proved 


nationally- 


merchandise display. Sturdy, colorful box is compact 
(only 5”x 4”x 6”). Contains 225 Jack Nuts, 10 friction 


e To provi ffectiv int-of-sal n- gehe La! | : 
© provide effective point-of-sale mercha hk wrenches, descriptive folders. Net dealer price: $8.80. 


dising aids. Rie 


Lraglon BAIT COMPANY | 


2701 S. Dixie Drive © Dayton 9, Ohio | | 






ASK YOUR JOBBER OR WRITE 


=@ 
= MOLLY CORP. 2305 W. Sth St., Reading, Pa. 
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ce penne —News of the Trade - re eeemenmeeee hs ite 
news in brief of 


MANUFACTURERS’ AGENTS | iw /'m glad / saw these...\ 
@ Harrison Oil Specialties, Milwaukee—Eastern Pennsyl- WRAP THEM UP, 70 se s 


vania, Maryland and Virginia to Ardlee Associates; Wis- 
consin to Burkett Sales Co.; Ohio, Indiana, Kentucky and 
eastern Tennessee to Clark Housewares Sales Co.; North 
and South Carolina, Georgia, Florida, Alabama, Mississippi 
and western Tennessee to Reid H. Cox Co.; Texas, Okla- 
homa, Arkansas and Louisiana to Claude F. Fulton Co.; 
southern California and Arizona to George Gutnik Co.; 
New England to M. M. Hirshberg Co.; metropolitan New 
York to Bernie Leinoff Co.; northern California to Erik 
Louis Associates; Minnesota, North and South Dakota to 
Minn-Kotas Co.; New Mexico, Colorado, Utah, Wyoming, 
Idaho and Montana to Harry C. Owens Co.; Michigan to 
Don Rose Associates; western Pennsylvania to David 
Scharf Associates; Missouri, Iowa, Kansas and Nebraska 


to the Soden Co.; and Washington and Oregon to Woodlee- 
Jones Co. 


,, 





@ Clifford-Sether Co., St. Paul, Minn.—John F. Clifford 
and Donald W. Sether have formed a partnership as manu- 
facturers’ representatives for housewares, sporting goods 
and toys. They will cover Minnesota, Wisconsin, North and 
South Dakota with offices at 2651 University Ave., St. Paul. 
Mr. Clifford has been an independent agent. Mr. Sether 
was with Rubbermaid, Inc., Wooster, Ohio, for the past 
three years and before that sold for Ekco Products Co., Chi- 
cago, for four and a half years. 


@ Hardware Agency Co., Boston, Mass. has moved to EXTRA SALES 
larger quarters at 20 Simmons St., from 38 Plympton St. When you display these handy 


AGS Lubricants near the register 








@ Yard-Man, Inc., Jackson, Mich.—North and South Caro- 


lina to Fred A. Barnette with headquarters in Jackson, 
Mich. 



























LOCK-EASE” 

Graphited LOCK FLUID 

For lock lubrication and all-season maintenance of all 
types of locks. Best protection against freezing, sticking, 
rusting . . . of car locks, garage locks, padlocks, combina- 


tion locks, etc. “Drop or stream” can only 49c. Attractive 
display card with each 12-can carton. 


DOOR-EASE” 


Stainless Stick Lubricant 


Prevents sticking, binding and squeaks of doors, latches, 
friction catches, drawers, storm windows and screens, etc. 





Texas Dealers Elect Scheurer President 


Used like crayon. Won't stain. . . dry-up . . . or wash off. 
Popular 15c seller comes 12 in display box. Also large 39c 
size in lithographed push-bottom tube . . . packed 6 in 
display box. 

AMERICAN 


DRIPLESS OIL 


The finest oil for hinges, locks, tools, guns, bicycles, reels, 
household appliances, office machines, etc. Runs in . 
won't run out. Penetrates - lubricates - rustproofs! 4 oz 
“drop or stream” oiler, 35c. Packed 12 to a carton, plus 
colorful counter display card. 


CUT-EASE® 

Stick Lubricant 

Hand and power tools stay sharp—work easier—last 
longer with Cut-Ease. Stops binding, reduces friction, gives 
a smoother-faster cut on metal, wood, plastic. 49c craft 

size in push-bottom aluminum tube. Includes special 
“Piggy-Back” introductory test sample. User keeps sample 
\ but may return regular size to manufacturer for refund 
if not fully satisfied. Packed 6 to a display box. 


‘ —— he 
New officers and directors of the Texas Hardware & Implement Assn. 
elected at the recent convention in Dallas are (left to right): 
seated, Porter Henderson, Porter Henderson Implement Co., San 
Angelo, holdover director; S. K. Seymour, Jr., S. K. Seymour Hard- 
ware, Columbus, 2nd vice-president; D. H. Tudor, Laramey-Tudor 
Co., Temple, Ist vice-president; C. W. Scheurer, Scheurer Bros., 
Sherman, president; B. O. Goldthorn, Goldthorn Equipment Co., 
Alice, immediate past president; and R. M. Souder, Dallas, execu- 
tive director; standing, holdover directors: L. J. Sharp, Sr., Sharp 
Hardware, Dallas; Willis Champion, Aldridge-Washmon Co., Ray- 4P-504 
mondville; W. V. Wheeler, Wheeler Hardware, Albany; J. W. | A ®) 
ee — sang — reo —_ sar ro | See your supplier or write 
uipment Co., San Antonio; J. H. Walker, Oil City Tractors, Inc., 
ecm Not pictured is new director Dixon Abney, Abney & AMERICAN GREASE STICK CO. PRODUCTS 


Medford, Lufkin. MUSKEGON, MICHIGAN 
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News of the Trade 


120 Join S & 9 Group 
Total Now 600 Stores 


Ready (Continued from page 127) 
. Merchandise exhibits oc- 
for 0 big splash cupied four floors of the 


; : North Star building and 
in Qj big market ? embraced some 100 manu- 
facturers. 
The merchandise display 
saw heavy emphasis placed 
Water skiers are profit- on private brand items. A 
able customers. And new private brand line of 
there are lots of them. major appliances, marketed 
Each year more and under the “Janco” name, 
more young people dis- — shown for the first 
aes, te Nt on emenees me. 
i en we er A paint tinting machine — — me oe a be E 
tried it they never give capable of producing 1200 » a . ore Sos mn - ‘2 
up. Are you ready to cash in on this rich market? The | ©00'S with nine basic color- ©" ted with th a blication 
APCO line has everything for the water skier — for beginner — a ong ergs vaieeued coe died peer ial leneaan = 
and expert, for speed boat enthusiast and slow boat lover. | °'S 10" the first time. ) ee aes 
Why not talk to your APCO representative now? Make sure 
that your stock will be complete and acceptable. Buy from ; ar NY Wholesaler Expands 
APCO — the oldest manufacturer of marine sports and life | Liberty Distributors 


’ . : A Hudson Hardware Utili 
Saving equipment in the United States. Name Vereen Director ties & .Olthurner Co. New 


Robert C. Vereen has been York City wholesaler, has 
named new managing di- enlarged its facilities at 1239 
” rector, Liberty Distributors, “t. Nicholas Ave. to distrib 


Philadelphia. In this capac- ute and warehouse Reflector 


MANUFACTURING CORPORATION ity, he suceeds the late Hardware Corp. Spacemas 


, William George Steltz, Sr., ter store fixtures. 
124 Atlantic Avenue, Brooklyn 1, N. Y. former president Supplee- 


Want more facts? Circle 200, p. 59 a Co, Phila- 6: pert Advances Baker 


Liberty Distributors is a Marfisa Baker, formerly 
voluntary association of 23 New York district sales rep- 


ROBERT C. VEREEN 


D 9 1 | hardware-housewares whole- ;esentative, has been ap- 
Ori t ta © AE salers which provides na- pointed assistant sales man- 
tionwide service. ager for O. W. Siebert Co., 


aakela a Mr. Vereen was managing Gardner, Mass. 


LESToO -¢ | Janney ’s S & Q Dealers Hold Conference 








tere 


WORLD LEADER IN RECIPROCATING 
ELECTRIC HANDSAWS 





LPP GLP OE IE ALLELE 





ng a 
ae. 


MODEL GE/ UHS only $99.50! Plans for the recent S & @) dealer conference sponsored by Janney, 


Sole U. S. Importer of LESTO “SWISS MADE” Saw Blades Semple, Hill & Co., Minneapolis, were handled by this group of 
For further information, see your dealer or write — — _~ se + gr me , Sy ° wry oe = to 

| right, are G. Fitzgerald, Lowell, Ind.; Haro ittz, Dodgeville, iS.' 

VICTOR J. KRIEG, INC. B. Matzke, ‘ils ag Minn.; J. Meyer, Golden, Colo.; A. Benson, 
Precision-made power tools of unsurpassed performance Moorheod, Minn.; L. Robson, Sioux Falls, S. Dakota; E. Waters, 
611 BROADWAY, NEW YORK 12,N. Y. Lake City, lowa; V. Clark, Wichita, Kan. Not present when the photo 

was taken was W. Kyle, Idaho Falls, Idaho. (See story on page 1|27.) 
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i ee | 
NEW * REFLECTOR HARDWARE CORP., HA-2 
1400 NORTH 25th AVE., MELROSE PARK, ILL. 
Spacemarster 300 GONDOLA UNIT : oe Spacemaster CATALOGS 
effectively merchandises a ™ NAME... seeteeeeecens POSITION 
COMPLETE SELECTION OF ~ FIRM NAME 
RELATED ITEMS in only ADDRESS . 
4’ x 8’ of floor space. . ZONE...... STATE 
MTTITITIIVITILTIITI TL 


3 FREE CATALOGS 


NEW FROM COVER TO COVER 


phe 
NS Seacemadcfler 60S 
i] Fully illustrated self-service and 


self-selection guide for any line or 
department. 





le Spacemaster 300 


SHOW MORE — SELL MORE 

2) with this versatile gondola mer- 
chandising unit — for HARD 
LINES — SOFT LINES. 


5 Low-cost systems of permanent, 
semi-permanent or mobile wall 
VISIT OUR SHOWROOMS 3 


EFLECTOR iaroware corp. ameieeat 


emer Hundreds of ideas for the latest 
ANO SHOWROOM / MAIN OFFICE AND FACTORY | PACIFIC COAST OFFICE AND SHOWROOM | and best in merchandise presen- 








225 W. 34th ST. 1400 N. 25th AVE. 851 S. LOS ANGELES ST. tation set-ups. 
NEW YORK 1,N. Y. MELROSE PARK, ILL. LOS ANGELES 14, CALIF. 
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TU eIniiy =SLUMBER-GLO 
with ‘GROWN ee 2 : "# PLUG-IN 


= Night Light 





Ze sit - put new y display 
A Corrugated S77" ' on your counter 
e ALL WEIGHTS & SIZES Tile Patterns ...-Watch It Sell! 


Pee) iome)-m |) \-1-]@ mee) Me) -3-) Holds 12 
e CURVED NOSE OR FULL RISER e Mods 


Order from your wholesaler or write: e Assorted colors 


e Shipped already fitted 
Compact (12” x 11%" x4") 


Saat 


Economical, attractive light for safe nighttime comings 
and goings. Exclusive Slumber- Glo VERTICAL WALL- 
\ HUGGING DESIGN prevents accidental breakage or 


dislodging from outlet. NOW IN COLOR: ROSE, 

BETTER HOUSEHOLD \ BLUE, IVORY, BROWN! Plugs into any receptacle. 

HARDWARE SINCE 1872 | Endless uses---nursery, sickroom, bedroom, hall, base- 
) 


. Yienatl 1: ment, stairway, bathroom. 
BULL DOG HANGING SETS 


i Write Today For Details and Prices 
JS ®RO@cheale MIG. CO.. INC. Dept. HA-2 Emmaus, Pa. 
E H. TATE CO. © 251 CAUSEWAY ST © BOSTON, MASS. 


Want more facts? Circle 204, p. 59 Want more facts? Circle 205, p. 59 
HARDWARE AGE, February 26, 1959 « 135 








Dealers Watch Computer 
Handle Stock Control 


Inspection of a new Ramac 
electronic computer now op- 
erating at American Hard- 
ware Supply Co., Pittsburgh, 
was the highlight of a recent 
dealer meeting held in the 
firm’s warehouse. 

The Ramac unit is pres- 
ently operating on inventory 
control, in connection with 
a punch card installation for 
processing orders. Some 30,- 
000 items are stored on the 
machine’s 10 memory discs. 

The meeting included a 
merchandise exhibit of 90 








manufacturers, an annual 
stockholder’s meeting and a 
series of product clinics. The 
clinics were attended by some 
900 store managers and 
clerks. 

Sales of the company in 
1958 were reported slightly 
below a year ago. However, 
prospects for 1959 were very 
bright, according to F. 
Leon Herron, general man- 
ager. 

New members of the 
board directors were re- 
ported in HARDWARE 
AGE, Feb. 12, p. 238. 

E. A. Hastings, formerly 
general manager, retired the 
last day of the meeting. 


of 





Bostwick - Braun Expands 
Sales Into Iil., Wis. 


The Bostwick-Braun Co., 
Toledo hardware wholesaler, 
has expanded its sales terri- 
tory among hardware deal- 
into Illinois, Wisconsin 
and upper Michigan. 

Four salesmen have been 
added to the staff. 

The company’s territory 
formerly was Indiana on the 
west and the lower penin- 
sula of Michigan to the 
north. 

The salesmen and their 


ers 


home cities are: H. M. 
Bruss, Milwaukee; J. N. 
Beaupied, Champion, Mich.; 
H. A. MecGowen, St. Ann, 
Ill.; and E. H. Thiel, Mani- 


towoc, Wis. 


Animal Trap Co. Holds 
5-Day Sales Meeting 


Salesmen for Animal Trap 
Co. of America snd its sub- 
sidiary Old Pal, Inc., at- 
tended a five-day sales meet- 
ing held recently at the main 
plant in Lititz, Pa. 





r 2 


Northwest Hardwaremen Elect John Sieff 


t* 


Officials of the Northwest Hardware-Housewares Club left to right 
Ray Nelson, Ken H. Schaffer, John Sieff, A. W. Cullen. 


The Northwest Hardware- 
Housewares Club reelected 
John Sieff, S & M Co., Min- 
neapolis wholesaler, presi- 
dent. Other officers are: Ken 
H. Schaffer, Farwell, Ozmun, 
Kirk & Co., St. Paul whole- 
saler, and Ray Nelson, Jan- 
ney, Semple, Hill & Co., Min- 
neapolis wholesaler, first and 
second vice-presidents re- 
spectively, and A. W. Cullen, 
editor, Hardware Trade, sec- 
retary-treasurer. 

Elected to the board for 


one year: Jerry Hoy, Mirro 
Co.; Maurice J. Finley, man- 
ufacturers’ agent; Arnold 
Bochardt, Silex Co., and S. C. 
Wright, manufacturers’ 
agent. 

Board members for two 
years are Joe Husbands, Our 
Own Hardware Co., Minne- 
apolis dealer-owned whole- 
saler; Don Engelbrecht, 
Ekeo Products Co.; Monroe 
Kronstedt, manufacturers’ 
agent; Robert Roscher, Gen- 
eral Metalware Co., and Don 
Davis, Hamilton Mfg. Co. 
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News of the Trade 


OBITU 


ARIES 





Robert G. Patterson 


Robert G. Patterson, 67, 
assistant to the president 
of Lamson & Sessions Co., 
Cleveland, died Feb. 6 in his 
winter home at Pompano 
Beach, Fla. Mr. Patterson 
joined the firm in 1935 as 
merchandising director. In 
1943 he became genera! sales 
manager and in 1945 he be- 


ROBERT G. PATTERSON 


came a director. He was elec- 
ted vice-president of sales 
in 1948 and took his last po- 
sition in 1956. Mr. Patter- 
son’s son, Robert G. Jr., is 
manager of distributor sales 
for the firm. The late Mr. 
Patterson has been executive 
vice-president of the Auto- 
motive Engine Rebuilders 
Assn. since 1932 and presi- 
dent twice. 


Earl Doering 


Earl Doering, 82, former 
co-owner of the Doering 
Hardware store, died recent- 
ly in Wapakoneta, Ohio. Mr. 
Doering had been associated 
with the store for 58 years. 
He sold his interest in the 
store in 1950. 


Joseph Patterson 


Joseph Patterson, 70, for- 
mer hardware salesman, died 
recently at his Camden, N. J. 
home. 


Edward Herp 


Edward Herp, 84, a re- 
tired harness cutter for the 
Belknap Hardware & Mfg. 
Co., died at his Louisville, 
Ky. home recently. 


Joseph Custer 


Joseph Custer, vice-presi- 
dent of Big Joe Mfg. Co., 
died Jan. 10 He was a 
founder of the company. 


ROY WATSON 


Roy Watson 


Roy Watson, vice-president 
of sales, Shelby Metal Prod- 
ucts Co., Shelby, Ohio, died 
Feb. 3 of a heart attack in 
Sylvania, Ohio. He was gen- 
eral sales manager of Con- 
solidated Iron & Steel Mfg. 
Co., Cleveland, before his 
election three years ago to 
the Shelby position. He was 
formerly regional sales man- 
ager of Huenefeld Co., Cin- 
cinnati, Ohio. 


Edward C. Hough 


Edward C. Hough, 8&6, 
president of Daisy Mfg. Co., 
Rogers, Ark., died Jan. 24 
at his home in Plymouth, 
Mich. Mr. Hough became 
treasurer of the company be- 
fore the turn of the century 
and had been associated with 
the firm since 1894. In 1912 
he was elected vice-president 
also. He continued as trea- 
surer following his election 
to president in 1956 and 
until his death. (See page 
126.) 


Owen D. Goodloe 


Owen D. Goodloe, 66, sales- 
man for the Van Deren Hard- 
ware Co., died Jan. 5, in 
Somerset, Ky., after an ill- 
ness of four months. He had 
been employed by the com- 
pany for the past 44 years. 


Joseph Schick 


Joseph Schick, former 
president of Masterset 
Brushes Inc., Bronx N. Y., 
died Dec. 24. 


Walter S. Scarborough 


Walter S. Scarborough, 64, 
hardware store operator, died 
recently of a heart attack in 
Woodburn, Ore. 








. A report in pictures of events in the trade 
HHA Photo Angles — 


Leonard V. Rowlands (right), publisher of HARDWARE AGE, 
notes the time and weight of ice being padlocked for a test 
of frigidity in the Chillybin ice chest of American Thermos 
Products Co., at the January Housewares Show. American's vice- 
president in charge of sales, Donald E. Livingston, witnessed the 
event. Just 98!/2 hours after the dramatic “lock-up” the chest 
was opened. Of the 30 Ibs of ice at the beginning, 9 Ibs of 
cubes remained. 

> 


Kelman Cohen (left), owner of Oreland Hardware, Oreland, Pa., 
receives grand prize check for ‘Tournament of Retailers’ contest 
from William King (right), eastern sales supervisor of Butcher 
Polish Co., Malden, Mass. Butcher sponsored the contest that 
offered 97 prizes. Allen Braun of Edward K. Tryon Co., Philadelphia 
Wholesaler that services Oreland Hardware, looks on during the 


ceremony. 


William Wardwell (left), Selkirk Hardware, Cobleskill, N. Y., and 
Malcolm Steele, Albany Hardware & Iron Co., Albany, N. Y. whole- 
saler, look over a display at the wholesaler's recent dealer show 
called 'Seen-n-Save Days." Dudley Robinson, secretary and show 
director, reported a 25 percent increase in show sales. More than 
150 manufacturers occupied 11,000 sq ft of display space for the 
three-day event. Exhibitor prizes worth more than $3000 were 
awarded to 150 dealers. 
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Classified Opportunities Section 





Help Wanted. Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


solid. maximum 50 words $5.00 
Each additional word 10 


Set 


Positions Wanted 


(Special Rate) set solid, maximum 
50 words 

Each additional word 
Words for Keyed Address 


or Your Address 


Allow Seven 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence und replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


merchandise, .iterature 
catalogs, etc., will not be forwarded to box 
number advertisers, unless cccompanied by 
sufficient postage for remailing. 


NOTE: 


Samples of 


No agency commission allowed. 


sther 
weeks 


HARDWARE AGE is published every 
Thursday Classified forms close 3 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD.- 
WARE AGE—Classified Section, not currency 
or stamps 














Representatives Wanted | Representatives Wanted Sales Representatives 








WHOLESALERS WANTED 


Add to your profits with toilet tank ball differ- 
ent in size, shape, color and principle of oper- 
ation Has received wide publicity and 
acclaim. High discount structure. Write: 


KINNARD SALES, 19 Glenwood Road 
Upper Montclair, New Jersey 








FINE IMPORTED 


Pocket Knives and other cutlery. 
Rodgers & Eye Brand. Write for catalog 
and particulars. Knife Sole 
Agents for the U. S. A., 364, 


Austin, Texas. 


Joseph 


Importers, 


P. ©. Box 











Hage Soe 


ally 


LUSEVE LED TERRTETOR 
! ! uted unique vatet 
anon 
1tiw 
| 
retailers 


on first 


SALESM.A> rq) WORK WHiTtil VIANI 
FACTURE - ‘ ch |’ RE SENTATIV] ith estah 
shed line me part of ew lersey, Penn 
Delaw ire and VA ishinegton, 
us with hardware, mill 
ply an jumbing jobbers. Age no barrier to 
right man. Address ox 227, cat f Harp 

6th Sts., | lelphu 


»iVatTil 


PARTNER WANTED 
LISHED FACTORY 
vering astern Pennsyvly lla. Delaware. 
land, New Jer \W ashington, ( in 
ware, housewares. garden apps and 
Headquarters Philadelphi 
mibine Sal ell I 
ind ( 
have excellent 1 
care otf HIiaRDWart 
Philadelph: Fi }’ 


BY WELL ESTAB 
— PRESENTATIVE 
Mary 
hard 
chains 
ciate to 
overaut 


<Dansior honest, 


WANTED EXPERIENCE 
SALESMAN to sel] out line 1) 
Nebraska Attractive proposition for 
man. Write giving full background to 
lery ( ompan lL) Commerce (ourt, Newarl 
New let ey 


D> f£ 


(dueen 


TERRITORIES 
FAC TI 


AVAILABLE 
RER'S AGENT contacting 
Just expanded | 


hardware-houseware 
line, introducing two new products Diversitied 
hive product lin in} s¥¢ 


$1.98 bracket All fast 
movers large repeat percentayes In-store di 
plays Trade advertising support Advertis'ns 
allowances Many est: m lis hed unts Clover 
Products, 1141 Atlantic \venue, ste} 
New York 


FOR MANU 


volume bhuy 


] 


crs speciality 


ACCO 


Roche 


WANTED: SALESMEN 
ing on retail hardware 
ticut, New York, New Jersey, 
Indiana and Illinois, to sell 
unusual feature Address: 
Ilarpware Ace, Chestnut & 
delphia 39, Pa. 


FOBBERS 
states ot Connec 
Michigan, Missou 
blanks with 
4 care of 


Phila 


OR 


stores im 


call 


ke y 
Box 


pease sts... 
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NORTH CENTRAL STATES 


Due to death our East and West North Central Terri 
tory is open. In past man working exclusively for 
We will consider 


Our 


hardware featuring an exceptionally 


us has covered entire territory. 


division for those with other lines line 1s 
light builders 
broad line of carded items. Send complete resume, 
lines now handled, exact territory and trade cov 


Strictly confidential. 


SHELBY METAL PRODUCTS CO. 
Shelby, Ohio 


ered. 











WANTED 


resentative |! call 
ers, Virginia to Flo 
Known prot 
have wide ag 


LiKe! 
quaintat 
(our pro 

ind 


wholesalers 
used in the hor 
care of HARDWARE AGE 
Sts., Philadelphia 39, Pa 


Address Box (45, 
Chestnut & 56th 











ATIVES 


Wak 


REPRESENT 
i manutacturer of 
natural 
lambswoo 

ualits | 


SEW ARE 5 
Octohb \ 
el misty Depart 
representation 
North Carolina, Vis 
eimnia, Pennes . Alabama, Mississippi and Louts! 
ils on out peration 
of HTARDWARI AG! 

elphia 9, P i 


NEW HARDWARE-HOl 
UCT | nscale in 
selling to leading 

7 most AaATeAaAS 


rolina, 


PROD 
No 


ment eed 


mm Cseorgia. with Ca 


LIMITED OPPORTUNUTY tor exper! 
lesmen t represent national intomotive 

Married 
(00d 
Also special 
jualifications 


AG! 


enced si it 

roducts company in protected territot 

Between aves of 5-45 With car 
training with Sales Manager 

training at home othes Send 

to Address: Box 231, of anew ann 

Chestnut & 56th Sts., Philadelphia 9, Pa 


sala \ 
v hile 


| 


“Siitcs 


EXCELLENT LINE for sales 
calling on the retail trade in 
ment, variety and chain st 
W rite Midwest Plastics 
Avenue, St. Paul 6, Minn 


representatives 
hardware, depart 
res (seo comententon 


Mig. ¢ O08 Bates 


SALESMAN 
CIAL Tie S. All 
,OXx ) care of 
96th Sts., Philadel 


TO SELI 
territories 

HARDWARE AGE, 
hia 9, P 


PLUMBING SPE 
Commission. Address 
(hestnut & 


HARDWARE SALESMEN 


lum 
ele { | 


hardw: and 
piu 


(one 


Calling on retail 


Vard dealers also 
supply concerns 
fits all screws 

of walls Hig! 
Tterrito 


jualified salesmer 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 














Accounts Wanted 








CUBA 


Manufacturers’ representatives covering the 
whole country interested in adding plumbing, 
building and hardware lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis 


Address: Raul Rio, P.0. Box No. 4095, Havana, Cuba 














DIRECT TO RETAILER 


arva Peninsula. 
with estab- 


additional line. 


New Jersey and Delm 
Specialty representative 
lished 
Address Box 229, 

Chestnut & 56th Sts., 


trade desires 


eare of HARDWARE AGE 
Philadelphia 39. Pa 











FOUR EANT (CE . Sol 
ATES COVERAGI 


eter? (| 7 ] letter 


PHERN 
rAd 4 yey 


ST 


heidi 
conside 


LLARDW 


DIRECT TO DEALER 
Vestern rem 


Northern 
Build 


nd 


11 Linlliin 
Hardware 
[TARDWARI 
phia 7. la 


CALIFORNIA, NEW AGENCY SPECIAI 
IZING DIRECT FACTORY TO DEALER 
SALES : years with mayo durabl good 

sales and t inavemernit 
training 


1,] 
(OSS TILE 


manufacturer, 
positiol his area, can iandle ales, 
promotion Warehousing arrangements 
Have ample time for one additional substantial 

vy, all replies confidential Address: Bo 
of HarpwarRE AcE, Chestnut & 56th 
. 9 ?pP 


cl¢ 








Accounts Wanted 


Help Wanted 


Business Opportunities 








REPRESENTATIVES 


Covering all phases of jobbers. 
iggressive service. We are national distributors with 
established actively operating 
York, Philadelphia, Detroit 
ville. We carry the 
Lriquirie invited 


Wood Street 


Can render reliable 


branch offices in New 
Cleveland and Louis 
vccount or you can bill direet 
WRITE ANCO Corporation, 7 
Pittsburgh 22, Pa. 








SALES MANAGER 


Lone established WN Y 
builders hardware with national distribu 
tion desires man to omplete charge 
Only men of experience and In 
tegrity need apply Mur staff knows oft 
advertisement 

Address Box 203, care of HARDWARE AGE 
Chestaut & 56th Sts., Philadelphia 39, Pa. 


manufacturer of 


take i 


of sales 


this 








WANTED FOR CASH 


Your surplus and closeouts in the lines of, 
Giftware 
915 N. 


Housewares, Toys, 
and Novelties. S. Neiman Co.., 


Second St., Phila., 23, Pa. 


Hardware, 











REPRESENTATIVE 
nal line. Preter a 
Ag Actively call 

Md D. C.. and 
‘assured Ad 
\GcE, Chest 


MANUFACTI 
DESTRES 
e dvet 


prove 
vives me an op 
line to my many 

ord could add 
otter a thorough 
New York and North 
(rene Associates c/o | 


iiwav., New York New 


HANCE on me could 
present line 
idditional 


York 


\ND 


GhORGLA 
ik Hick 


FLORIDA YEARS sell 
Ha | to hetter rated 
Need on other volume. line 
yh pressu Save time and 
mplete information 

Smith, Box 461 


NE . D DISTRIB PION mall hdwe. jobbes 


ressiveness, and 
rking «apital Poy 
lumber retailers 
constgnment o1 
est Hardware w 
. Hlouston 








Help Wanted 








PROMOTION MAN 


WANTED — An experienced Hardware and 
Housewares Man who has handled adver. 
tising and sales promotion of a Hardware 
Distributor, including periodic flyers, book- 
lets, promotions, etc. Good opportunity for 
a younger, experienced man. Location East 
Coast suburban community with good living 
conditions. Young, growing, progressive dis: 
tributor. Send full particulars to 


Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALESMEN WANTED trand 
for the houseware trade For every hardware, 
department store, ete Women like it, buy 1 
Retail prices $4.95, $5.95, $9.95. Favorable 
counts Already tested Being sold We need 
more hely Contact Les La Pole, Jeb-rod Corp., 
O01 N. Wells St., Illinois. No phones, 
please 


new seller 


(Chicago 6. 


SALES 


parts 


MIAN AGER 


industry 


Nationwide ‘{ 
wants 
education 


ompany i 
experienced Sales 
preferred. Must be 
training, and supervising 
force in Michigan end indi 
expenses Send complete backg1 
Address: Box 230, care ot Harpwart 
nut & 56th Sts., Philadelphia 39, Pa 


Colleg« 
hiring, 


iy Sales 


HARDWARE 
opportunity with 
Arizona, lumbet 
i! contract 
purchasing 
should 


MAN WANTED excellent 
established progressive Liu son, 
Requisites are 
tracts, 
his is a key 


vard experience 
estimating, and 
position and applicant 
have yood sales record and personality 
Compensation open. Send complete mtormation 
Lumber Distributors, Inc., 970 South Cherry 
Ave., Tucson. Arizona, telephone | Man 
MaAin 4-4451 


hardware, 


Peane! 











WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern 
southwestern and northwestern states We 
have a good proposition for vou to sell a 
plete fastener line that will fit in with your 
present operation. Write us for details 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 











Business Opportunities 








NO) ENTRA CHARGE to have vou name 
beautiful raised letters 

kev blanks. Order as few as three dozen 
f a number ( —s details in our bulletin 
SSIS Vrite today naa gd CHLAIN CO... 


Kemble  - A0) rut iss 


ind address embossed in 


Estab 
central 


HAR DWARE APPLIANCE retail store 
oy ovel $1) Located in 
main shopping area Clean stock oft 
ire, housewares, gifts and paints with tran 
on brand name appliances and _ televist 
store and fixtures. Excellent long term 
Sales volume tor 1957, $300,000, Sacrifice 
at well below cost due to age ind il] healt! 
details, Address Box M oO, care OT HAR! 
\G! Chestnut & 56th Sts., Philadelphia 


years. 











piguameaigens IN BUYING 


medium size 
marily 


manufacturing ous 
interested in firm tha is 
items fo. distribution 
trade, but will 
potential is promising 


now producing 
through hardware 
other fields f 
particulars to 
Address Box 22!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 


entet! 


Full 














SURPLUS 
Vv At 


MERCHANDISE  59¢ 
Flas hi} ohts. 
display } 


RAY -( 
batter. 
minimum 5 gross—-$1.75 Doz 


miniature, takes enc] 


117) ai 


Positions Wanted 





MAINTENANCE 
TION Thorough 
phases ot catalog production and 
including tnstallation and operation 
equipment for printing catalog pages, promotiona 
material and torms Address Box 223, 
nanny aims Ace, Chestnut & 56th Sts., 


( | ’ 


Iphia fT a 


\ND 


‘ Apc! 


PRIN 
lence all 
maintenance 


Ot oset 


CATALOG 
ING PRODUG 


care 


Phila 


POSTLTION 
with 
wants to 


WANTED 
twenty hard 
manage Hardware store on a 
Draw and percent of the yf Can furnish A-] 
available Apr: 
replies ‘onfiden 


Hard 


lines c \ pet 


Experienced 
ire man years 


ence. 


reterence, now emplo ed, 
Ist Preter Midwest area. 


tal Add ox 228, care of 





HARDWARE Act 
Pp 


ARnOW YY S street, Phila 6, Pa it «& YOUN : Philade ‘Iphia 9. a 


Seco d 














[tase Aca Cal. 


The whole hardware 


ows IT 
pWARE AGE 





—_ KNO 
n HAR 


} 
ae a advertise SS 


SSS 
So os a 

















ww MARSHALLTOWN 
SA ELTON TROWELS 


MARSHALLTOWN TROWEL COMPANY e¢ MARSHALLTOWN, IOWA 


Want more facts? Circle 206, p. 59 
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ee” LOCKS AT 
ANY ANGLE! 





-STRAIT—LINE>> 


no. 66 adjustable 


TRY-SQUARE 


; . for carpenters, sheetmetal 
workers, builders and home shops... 


Push button release; blade locks at desired 
angles or straight for easy carry and storing. 
All metal, extra durable, precision-built and 
attractively packaged. 





New improved +125 
STRAIT-LINE Chalk Box, 
extra quick filling through 
nylon slide opening. 


Sold by leading jobbers everywhere. 


STRAIT-LINE PRODUCTS INC. 


P. O. Box 557-A Costa Mesa, California 














Want more facts? Circle 207, p. 59 








SELLMEWK 2 


THE SNOW WHITE PLASTIC IN A TUBE 


TUB and TILE 
CAULK 


PROVE vi MILLION 


TIMES 
FREE SAMPLE —Jobber inquiries invited 


DE WITT PRODUCTS CO. Gye 
5858 PLUMER ST. + DETROIT 9, MICH. “aun 


Want more facts? Circle 208, p. 59 
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S 
x. 


\ 


=| 





‘-MOULDING 
HOOKS 
by 


IE 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


BULL DO T 
E. H. TATE CO. @ 251 CAUSEWAY ST. e BOSTON, MASS 


Want more facts? Circle 209, p. 59 
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MOULDING 
HOOKS 








Index to Advertisers 
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Airex Division Lionel Corp. 67 


American Chain Div. 
American Chain & Cable 
Co. i ae 7 | 6 


American Grease Stick Co. 
Ames Co., O. 


Anchor Hocking Glass 
Corp. 


133 
144 


36-37 | 





Animal Trap Co. of America 96 | 


Ardmore Products Co. 131 | 


Armco Steel Corp. 

Sheffield Steel Div. 7I 
Arvin Industries, Inc. 97 
Atlantic-Pacific Mfg. Corp. 134 


Automatic Spray Service 
Center 88 


Autoyre Div. Ekco Products 


Co. 
B 


Bassick Co., The 82 
Bentzinger Brothers, Inc 91 


Berger & Sons, Inc., C. L. 35 


Better Homes & Gardens 63 | 
Black & Decker Mfg. Co. 116-117 


Breeze Corps., Inc. 
(Aero-Seal) .. 92 


Chair Loc Co. 


Columbia Fastener Co. Div. 
United Car Fastener Corp. 


Columbus Plastic Products, 
Inc. 


Continental Screw Co. 
Cross & Co... W. W. 
Crown Rubber Co. 


D 
Dalton Mfg. Co. 


Dayton Bait Co. 
Desmond-Stephan Mfg. Co. 
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Devcon Corp. 

DeWitt Products Co. 


Disston Div. H. K. Porter 
Co., Inc. 


Draper-Maynard Co. 
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DuPont De Nemours & Co., 
E. |., Trade Sales Paints 
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Ecko Products Co. 
Div. 
Embree Mfg. Co. 
Empire Level Mfg. Co. 121 


Autoyre 
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Fasco Industries, Inc. 
Faultiess Caster Corp. 
Franklin Glue Co., The 
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Gam Mfg. Co. 


General Electric Co. 
Wiring Device Dept. 


|General Wire Spring Co. 





' 
| 
} 


| 


Gibson Good Tools, 





Gering Products, Inc. 106- 


Inc. 


Goodrich Prod- 


ucts Co.., 


Industrial 


B. F. 
Greenlee Tool Co. 


Greyhound Corp. 


H 


Hall Co., Joseph 
Hanlon & Goodman Co. 


| Harrison Oil Specialties Co. 


Heller & Co., W. C. 
Hopkins Mfg. Corp. 


Hoppe, Inc., Frank A. 


J 
Jefferson Screw Corp. 122 


Jones & Laughlin Steel Corp. 95 


K 


Kaiser Aluminum & Chemi- 


32-33 
Kason Hardware Corp. 131 
Keil Lock Co., Inc. 91 


cal Sales, Inc. 


Kellogg & Sons, Inc., Spencer 89 
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Knape & Vogt Mfg. Co. 38 
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National 


National Screw & Mfg. Co. 
North & Judd Mfg. Co. 
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Sandvik Steel, Inc 
Sandvik Saw & Tool Div. 
119 | 


| Sheffield Steel Div. 


| Armco Steel Corp. 
Shuford Mills, 
Skil Corp. 


Stanley Works 
Hand Tool Div. 


Star Mfg. Co. Div. of 
Illinois Iron & Bolt Co. 


139 | Star Metal Products Co. 





113 
67 
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114 | 


142 | Strait-Line Products, Inc. 


Swing-A-Way Mfg. Co. 


141 | 
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Talcott, Inc., James 
Tate Co., E. H. 135, 
Taylor Chain Co., Inc 


Taylor Lock Co. 


140, 
=o | 





| Tec Imports 
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Tilette Cement Co.., 


True Temper Corp. 
77 | 


U 
86 
| United States Plywood Corp. 


| Industrial Adhesive Div. 13 
| 


United States Steel 


132 Consumer Products Div. 26 


76 | Upland Industries, Inc. 25 
24 


| V 


Vichek Tool Co., The 
65 | 


WwW 


Westinghouse Electric Corp. 
Lamp Div. 124-125 
Wheatland Tube Co. 87 


White Metal Rolling & 


135 Stamping Corp. ... 64 


85 | Woodhill Chemical Co. 





27 | Y 
135 | Yard-Man, Inc. 











“For service and initiative above and be- 
yond the call of duty in suggesting “‘Scotcn’”’ 
Brand Masking Tape with every paint sale!”’ 








Want more facts? Circle 210, p. 59 


























STAR 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 


listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable. 
Also, we are now producing a new line of Star 
Blade-Type Plow Shares—in regular and short pat- 
terns—-made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You'll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


addy Ade paddy tA ty thd A tiny dialed 
Want more facts? Circle 211, p. 
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PICTURE ORC NEW LOOK... 
HANGERS ool a Vew, convenient, 


ep ROOF- WATERPROOF - EASILY ae V4 easier-selling 
pA -_ \ - ae 
we egrets cst ee bubble pack 


/ ; are oe “soil < 
| Ct a “TILETTE” PORCELAIN 
STOVE REPAIR 


Repairs chipped por- 





celain, yr od as new, in 


BETTER HOUSEHOLD a single application. 
MARDOWARBSE SINCE 1872 Perfect for gas and elec- 
Withstands 400° Fahrenheit tric ranges, Oo eagggy won 
f aye ee washing machines, dry- 
BULL potere PICTURE Waterproof! High gloss! Will not ae. wiehine fates. 

HANGERS discolor or flake off! Guaranteed! etc. 
Ask Your Jobber or Write 


E. H. TATE CO. © 251 CAUSEWAY ST © BOSTON. MASS TILETTE CEMENT COMPANY, INC. 


Want more facts? Circle 212, Pp neal 401 Lafayette St., New York 3, N. Y. 











‘aie STICALEBACK SELLS—oELF SERVICE—STICKLEBACK SELLS <~~ononomone Want more facts? Circle 216, p. 59 


STICKLEBACK DRILL 


DISPLAY 
RACKS FREE 


Take Tacks « the shelf — asl 

i oh ad hohe wa ol Bs ir jobber to equip your store 

= en azo p poet vee with the new Cross Display Rack 
Te Te a) (pan ae — and watch your sales increase. 
Bilan 42a 6a bee 

Aa 28 bal A280 be 

24) 220 | wa pened 


{ yatir une ia wat hs | 


va os Va Dave 
STICKLEBACK SELLS——SELF SERVICE—STICKLEBACK SELLS 


Lenmnnne src more facts? Circle 213, p. 59 Pegboard or Easel Type W. W. CROSS & CO., Jaffrey, N. H. 
: ) Want more facts? Circle 217, p. 59 


You can sell a set OE 
i to every household What you do is news to thousands of other hard- 


6-in-1 Set 4-in-l Set ware dealers who read HARDWARE AGE. They’re 
interested in knowing of your plans to remodel, 
includes hammer, Steel screw drivers ; 
nail-puller and 4 with knurled brass of new partners, stores sold or bought, anniver- 
sizes of screw b : s ; saries, ete. 
iio andies in 4 sizes . : ; _ 
Write us a short note about any of your activi- 
Packed in Display Boxes or Carded 3 ties you feel would be of interest to others who 
| read the News of the Trade regularly in HA. 
Don’t worry about style. Just give us the facts 
| briefly; we'll do the rest. Address your note to 
GAM Manufacturing Co., Lancaster 1, Pa. the Editor, Hanwans AGE, 56th & Chestnut Sts., 
Phila. 39, Pa. 





cme AVF W BUBBLE- sen | — 


"An Easy Sale Every Time” (2) $1.60 


DRILL Ask Your Jobber. Or Write 
al Y REAM TEC IMPORTS 
SAW 15001-03 Califa 











STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 
S113S MOVEITNOIUS——IDIATIS 4139S-——"STIIS WOVEITIOUS oak 


ROUT Van Nuys, California 

















Liberal freight allowance. Write for 
prices, including name of your jobber. 

















Want more facts? Circle 214, P- stodll 








REMCO . Bakelite Furniture Rests and Caster Caps 


Cushion Rest REMCO SIZES 
Drive on Type <—Furniture Rests aa 
Sizes: 2”, 236” i are made from ma- 2 
: : hogany color bake- 
lite plastic. Live 232” 
rubber inserts help 
absorb vibration 
Needle point nails 
go easily into wood- 
“a sa en chair legs. Pin- 
ant tle types equipped 
seen with 3%,” universal 
Drive on Type £38 SF sockets. 
a 


Sizes 1” co 


1/2”, 2” —— 
’ ) Caster Cups—> Makers of World Famous 
are of large diameter, shatterproof, ma- 


h lor. They hel - 
pets, rugs, floors from being depressed DOMES OF SILENCE 


by heavy casters, etc. 














PINTLE TYPE—Sizes 1'/.”, 2” 


Ask your jobber or write— ROBERT E. MILLER & Cco., INC., 35 Pearl St., New York 4, N. Y. 


Want more facts? Circle 215, p. 59 
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| 


“NAT STANDS 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 

the snap and color of National’s high-visibility labeling and uniform packaging. 

These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 

Standardize on National’s most complete, accepted 
quality line .. . packaged to stand out boldly for greatest 


sales appeal. Pp 


Ask Your Distributor... He Knows # Ue 











THE NATIONAL SCREW & MFG. COMPANY ¢ 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 








\ STEEL: LITE 


Shock band 


\! ‘ One rivet 3” down 
es a socket 


Forged free-scouring 
blade finish 


Pal 
Forward step Z / ~— 


Cap at end of full 
length handle 


Tale relalh’ Double taper 


|STEEL* LITE] forged blade 


rodit-ia-we fo] Ol mei ll} feolaal-le-m-limial-1-1-m-Lehs-lalt-le[-t- 








Unconditionally guaranteed WE Full length (one piece) handle 
DOUBLE TAPER FORGED blade capped at end for protection 


SHOCK BAND takes the shock STE! Hard, smooth DOUBLE TAPER 
of heavy work is Ri FORGED, free-scouring blade finish 


breakage Lightweight—average under 4 


ounds—long handle, round point 
Perfect down-center balance P g p 


Double forged forward turned steps 


O. AMES CGO. 2525250" ursctures 





hig 


# Si Loe 























